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HEADQUARTERS FOR L.P GAS INFORMATION SINCE 1931 


“THAT MAN'S HERE AGAIN!” 
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Be Ready for Him... 


BE SURE ALL YOUR CUSTOMERS’ TANKS ARE FULL NOW! 


WARRENGAS i) 


the Concentrated fucl GULFTANE 





WARREN PETROLEUM CORPORATION 


TULSA, OKLAHOMA 


SALES OFFICES: LOUISVILLE, KENTUCKY @ ST. LOUIS, MISSOURI @ FT. WORTH, TEXAS @ NEW YORK, N.Y 
MADISON, WISCONSIN @ JACKSON, MISSISSIPPI @ HOUSTON, TEXAS @ MIDLAND, TEXAS @ OMAHA, NEBRASKA 
COLUMBIA, SOUTH CAROLINA @ TAMPA, FLORIDA @ SAN FRANCISCO, CALIFORNIA @ BRYN MAWR, PENNSYLVANIA 





for the small cylinders 


Model PC-20APL—plumber’s pot cylinderfor Model PC-5—small, 5-pound cylinder for 


Model KC.20A—for temporary installations 
demonstrations and special industrial appli 


spe ial appli tions, demonstratio et plumbing and refrigeration service 
cations 


MILWAUKHETI 


ndcart peforsmal Model PC.2 vw industrial applications, 


demonstrator rai camps, cle 


choose Hackney 


Each cylinder complies with ICC regulations and 


§ pounds, 20, 25, 40, 50, 60—right on up, Hackney 
Hackney’s own exacting production standards 


LP-pas cylinders deliver more valuable features and 
pay Off in more ways 
Iwo-piece construction minimizes seam area 

requires only one weld around the circumference Noted for its clean design, these versatile cylinders 

Lightweight construction permits easier, faster han are carefully painted for added protection, and 

dling, and lower shipping costs equipped with sturdy foot rings that withstand abuse 
Protective collars, removable hoods or removable 
caps as you require 

Using selected high-quality steel, Hackney’s cold Write for details on the cylinders that set the pace 

drawing process assures uniform wall thickness. Con for the industry. 

trolled heat treatment increases over-all durability 


Pressed Steel Tank Company 


Manufacturer of Hackney Products 
1487 South 66th Street, Milwaukee 14, Wisconsin 


Branch offices in principal cities 

















"Same old plan... but now it holds twice ag uth 


... I said to the boss. Me? I’m his plant superin- **Boss,”’ I finally said one day, “either you add 
tendent—often his whipping boy. I was thinking some more storage capacity to this plant or you 
back to the days when we had growing pains and can go find yourself a new boy.”’ 

storage troubles. We had added a lot of new cus- “Hang onto your hat,” he replied. “I’ve done 
tomers. And many of the old customers started just that—I’ve ordered meters.” 

using more gas. Our delivery trucks were hopping Wall. thie we 
all over the county trying to fill the demands. As ; 
for me, I was going nuts begging LPG from our 
suppliers and shuttling tankers in and out of the 
yard. 


ja new twist. “What will meters do 
except measure the amount each customer uses?”’ | 
asked. ““They’ll do that, for sure,”’ he said, ‘‘and 
be a big help to our bookkeeper, but get this —with 
meters we can use our customers’ tanks and bottles 
for storage. We can fill them anytime, schedule our 





trucks so as to eliminate cross hauling, even buy 
ROCKWELL LP-GAS VAPOR METERS LPG in quantities at off-season prices.’ 


As usual, the boss was right. Guess that’s why 


METERED he’s the boss. But we can’t put off adding to our 


plant storage much longer. You see, metered service 


SERWICE is the best sales tool we ever had. 
The Modern Way @ ROCKWELL 


To Sell MANUFACTURING COMPANY 


The Most 
PITTSBURGH 6, PA. Atlanta Boston Charlotte Chicago Dallas 


Modern Fuel Denver Houston Los Angeles Midland, Tex New Orleans 
New York N. Kansas City Philadelphia Pittsburgh 


To Rural America San Francisco Seattle Shreveport Tulsa in Canada: Rockwell 


Manufacturing Company of Canada, Ltd., Toronto, Ontario 
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Because ANCO-FLINT combined facilities 
are unequalled ANCO can start with your 
idea and complete, at competitive costs, your 
entire LPG project — Engineering — Tanks — 
Equipment and Installation. 


Flint tanks, all sizes, and systems meet or 
exceed the requirements of national and 
local Codes and Laws. All allied equipment 
warehoused by ANCO represent the best 
known names in the industry. 


FLINT STORAGE TANKS «+ FLINT 
DOMESTIC SYSTEMS + ANCO ICC 
“Pig” CYLINDERS + PREFABRICATED 
BULK PLANT AREAS: and Hose, Coup- 
lings, Compressors, Pumps, Unloading 
Risers, Loading Risers, Rotary and Mag- 
netron Gauges, and all types of Valves. FLINT 
STEEL CORPORATION 


Anco engineers, layout men and warehouse 
supervisors are available to assist you in planning, 


equipping and installing all or any part of your ANCO 
LPG project. 


MANUFACTURING & 


Write for ANCO’S 1957 L.P.G. Equipment Catalog. SUPPLY CO. 


TWO GREAT NAMES IN LPG EQUIPMENT 


ANCO is the Largest Stocking ANCO Manufacturing & Supply Co. 


Distributor in the U.S. of Tulsa, Oklahoma « 2Ist at Union ¢ LUther 4-6187 
CORKEN Equipment. Memphis, Tenn. — 241 Industrial Ave. — WHitehall 6-1694 

— 0 etels Arenas — East St. Louis, Ill. — 6503 St. Clair Ave. (Hy. 50) — EXpress 7-0200 

Des Moines, la. — 327 Insurance Exchange Bldg. — CHerry 4-5347 
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THE NEW (hoe7@ 


2500 WG-WEIGHS LESS 
START HAULING BIGGER PAYLOADS 


It's the difference between Profit and Loss! 


Nor-Tex presents the newest development in sleek, LIGHT- 
WEIGHT, streamlined, twin or single barrel LPG Delivery 
Units and again Nor-Tex is FIRST WITH ALUMINUM 
SKIRTING and CABINETS. The Deluxe, Payload Special, 
Custom and Standard models feature lightweight metals and 





the latest in engineering designs which have drastically reduced 
over-all gross weight. 


Nor-Tex 2500 WG Single Barrel units weigh less than 24,000 
Ibs. loaded. Lightweight metals substantially reduce operation 


costs from the standpoints of delivery and original investment. 


You haul extra gallons each trip! You deliver extra gallons 
faster with Nor-Tex high flow plumbing designed especially 
for the particular job it performs. You take fewer hours and 
travel less miles to deliver a gallon of gas. For day in, day 
out efficiency, durability, payload, fast loading, high rated 
delivery, perfect balance and appearance Nor-Tex delivery 
equipment can’t be beat! 


Side or rear cabinets on these new lightweight units are 
optional and are arranged to fit your individual requirements. 


Write, wire or phone for details today. 


BALANCE YOUR LOAD — 
WRITE, WIRE THE NOR-TEX WAY 


OR PHONE 


viet te | Finance the Balance 





A PLAN TO MEET EVERY NEED 


ATTENTION NEW TRUCK BUYERS! 
As authorized truck distributors Nor-Tex regularly saves truck 
PRODUCTS buyers hundreds of dollars on brand new Internationals... 
COMPANY Chevrolets ... Fords and GMC's. Order any particular unit you 
need. Nor-Tex will work out a deal for you that can't be beat. 


National Sales Agents for 
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SINGLE BARREL 


THAN 24,000 Ibs. LOADED 


— se. ~ I> 


RIG FUEL, inc. 


BUTANE @ propane 
w-@ Lind 44002 PAMPA TEXAS. 
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It is now possible to haul MORE GAS and LESS STEEL than ever before! 


Building modern ‘'Route-Rated 


maximum payload units at a minimum cost is another 


FIRST for North Texas Tank in the building of quality LPG delivery truck tank equipment 


uA i 
NOR-TEX FS RST PARADE Twin LPG Truck Tanks « LPG ‘‘Pony’’ Filling Stations 


Bracketed LPG Motor Fuel Tanks « LPG Motor Fuel Step Tanks « LPG Scout (Two Wheel Trailer) 
LPG ‘‘Rocket’’ Filling Stations « ‘‘Route-Rated’’ LPG Delivery Units with Aluminum 
Cabinets and Skirting ¢« LPG On-the-Job Employee Training 


Nor-Tex service includes complete training in gas delivery, carburetion service and conversions, 
complete bulk plant operation including transporting from refinery to bulk storage. Also 
appliance service and bulk plant system installation. 


P.O. BOX 1219 
UW a eee 
DUpont 2-5416 

* 
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Temco's 30 years of specialization in the gas heating field pays off 
again in advanced-design heating equipment. One of the latest 
additions to the Temco family of fine gas heating units is the 
Temco “Pre-Vent'’ Wall Heater with the snorkel-type pre-engineered 
through-the-wall vent. No other manufacturer, no other heating 


unit offers you all the selling features of the Temco ‘“Pre-Vent.” 
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‘Pre Nent wall heater 





FEATURING TEMCO’S PRE-ENGINEERED 
THRU-THE-WALL VENT 
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PERMITS ZONE- PERMITS COMPLETELY PERMITS DECORATOR 
PERMITS COMPLETE SAFETY CONTROLLED HEATING AUTOMATIC HEAT STYLING 


The flame is completely locked With two or more Temco "'Pre Uniform heat is maintained at This Temco ‘“'Pre-Vent"’ Heater 
away from the room air by Vent'’ Wall Heaters, it's easy to the desired level, automatically s finished in neutral tan to pre 
Temco's Ceramic-Clad* Heat maintain different temperatures Just set the individual thermo vent color harmony 
Exchanger, Outside air is drawn as desired in different parts of stats at whatever temperature is It's easy to decorate around 
in for combustion through the the house Prevents over-heat desired in the various areas nstalls anywhere on an outside 
snorkel-type vent, and fumes q in bedrooms and other non and no further attention is re wall and it's low enough 
ore exhausted to the outside ving areas quired Prevents over and to 
under-heating 





























problems 


be mounted under windows 
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PREVENTS PREVENTS LOSS OF PREVENTS COSTLY PREVENTS LOSS OF HEAT 
COLD FLOORS OXYGEN FROM ROOM AIR INSTALLATION DURING POWER FAILURES 
Puts the heat where it's needed Ternco's snorkel-type vent pulls co's Pre-Vent Heater Needs no elect ty onl 
most fan attachment n outside air for combustion rliminates major tallat jas line connect ates 
spreads a carpet of warm air This prevents oxygen in room air $ » chimne r flue the d miort fa 
all over the room, cuts heot from being used up. Fan forces require 08 re ed toa when electr power fa 
loss to a minimum and reduces clean, fresh, warm air to every num ) mply it rte with equal eff 
i-floor drafts orne f room F A ’ , igh the 0 Manufactured 
1 
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A high-temperature porcelain enamel finish 
pioneered and developed by Temco. Ceramic 


* WH AT I Kg Clad never rusts out, never burns out in 


sures perfect seal from room air 


. * c 

Similar to the finish used in the combustion 
PERMITS FLEXIBLE  <#, F? | IAL4 4 © chambers of jet engines where tremendously 
HEATING SYSTEM high temperatures are generated 


Provides zone-controlied heat for The American Gas Association approves heat 
modern, compact homes. Ideal 

supplementary heat for add-on * exchangers finished in this exclusive Temco 
rooms (no need to extend exist 
ng ductwork) and for vacation 
lodges and apartments. Perfect 
for motels, enabling quests to 
control heat to suit themselves 


TEMCO,: inc. 


NASHVILLE 9, TENNESSEE 


Gas +4 ROS bsg 
Seis | [aD Te 


process at 225 degrees higher than steel or 
cast iron heat exchangers 


*TRADEMARE RE ene 





TEMCO, Inc., Dept. C-133 
Nashville 9, Tenn. 


Please rush complete information about the new TEMCO 
Thru-the-Wall Vented Heater. 
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ae a shut down! 
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7564  peeyc ey 73565 SERIES 


RELIEF VALVE MANIFOLDS 


@ The Only Relief Vaive Manifolds that Provide Full Protec- 


tion Through a Single Opening for 30,000 Gallon LP-Gas 
Containers. 


The Only Relief Valve Manifolds Listed by Underwriters’ 
Laboratories, Inc. and Approved by Factory Mutual 
Laboratories. 


RegO 7564 & 7565 Series Relief Valve Manifolds are the only relief valve man. 
ifolds with adequate passages through the manifold body—assure minimum 
capacity loss—the only manifolds to provide full protection through a sin- 
gle opening for 30,000 gallon LP-Gas containers. “Any three relief valves pro- 
vide a combined capacity of 27,750 cubic feet of air per minute, usually more 
than ample for a 30,000 gallon LP-Gas container ... permitting removal of the 
fourth relief valve for test or replacement at any time. Manifold body is cast 
steel... relief valves are steel. Another FIRST for RegO... available through 
your RegO distributor. 


BASTIAN- BLESSING" 


4209 West Peterson Avenue, Chicago 30, Illinois 


-Gas Equipment is stocked by leading distributors throughout the world... or write to The Bastian-Blessing Co, 
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BIGGER payload- O166tRprotitss 


are designed to INCREASE YOUR PAYLOAD up to 500 gallons over other 
transports! Fabricated of either A-202 or the revolutionary 105,000 tensile 
T-1 steel, the Economy Neck-Down unit pictured above will carry up to tank car 


capacity, dependably, safely! And it's traffic-tested for roadability, ease of handling! 


Whether you're carrying LP-Gas or NH3 an Economy Transport will INCREASE 
WRITE TODAY 


ie : ' F ' 
FOR YOUR FREE YOUR PROFIT because it is designed with less dead weight and EXTRA PAYLOAD! 


Economy And your assurance of reliable quality is Economy's experience in 
CATALOG designing and fabricating more than 2 1/2 million tons of steel into the 


industry's finest pressure vessels! 


PLANTS AT: 

VICKSBURG, MISS. 
FABRICATORS OF Ecanamy PRESSURE VESSELS DALLAS, TEXAS 
203 W. COMMERCE: @ _ Riverside 1-500) @ DALLAS 22, TEXAS 
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Letters 


Relief valve capacities 


Franec 
We have a problem for the cal 
culation of several safety valves 
and we should like to calculate the 
orifice free discharge area of these 
in square inches, then in squar 
centimeters, this for several tank 
lately arrived 
We translated the figures of 
“Appendix to NBEFU_ pamphlet 
No. 58” of Handbooks 2nd and 3rd 
Edition. One of 
make a mention of : 
yreater than 560 
culated using Fetterly’s 


these figure 
ro be cal 
Formula 
We just got spherical tanks of 
132,000 and 264,000 gal 
respectively 32 


capacity, 
about 32 and 40 ft 
internal diameter, and their size 
are out of the figures. We are mis 
ing data for such calculations and 
would appreciate very much youl 
sending an example of calculatior 
according to Fetterly’s formula for 
a spherical tank 132,000 gal 
pacity. 
P.§s 
At the present time we do not 


have the 
available 


comp lete information 


to answer your question 
on Fetterly’s formula 

The following formula, which 7 
a part of the state of 


L. P. gas code is much 


California 
sim ple } and 
that 

It use ha 
ade quate re 


gives comparative results to 
obtained by Fetterly. 
apparently 


lief valve 


provided 
capacity on L. P. ga 
storage vessels because no troubl 
has heen encountered from it 
during the many years if ha 
in effect here 
The California Cod 

as follow 


heer 


mhere free discharge area 
the relief valve 
valves, sq in 

total outside a 


tank, sq ft. 
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P working pre reo 
tank (pstg plus Lo 
The 32 ft diameter 
refer to, has an 
about 3220 sq ft. This represe 
1 in the formula, Tf 
working pressure of the tank 1 
psig, then P 250 plus 15 


phe re 


outside area 


above 


O77 1220 


q in the required fre 


relief valve: had 
ies id 


Gas must go 


Charlotte, N. ¢ 


Che word gas must go 


That’s our opinion here at the 


Walter J. Klein Co., 
been preparing ideas 


where we've 
and advertis 
ing for L.P. gas 
years 

We've had our fill of neygative re 
ictions to our advertising and pro 
motion. We’ve seen enough of out 
ads talking about ‘“‘modern, clean, 
fast, efficient, inexpensive gas” ap 
pear right next to headline 
“GAS EXPLOSION 
rTwe. 


Generation ayo the 


eryiny 


word ga 
signified to the American public th 
only fuel that put a touch of bright 
ness and happiness in million f 
homes. Cooking became delicate and 
accurate for housewives all over the 


nation. Gas was king and the 


meant comfort and convenience 

But petroleum and electricit 
hanyed all that, and today nine out 
f ten mentions of the 
refer to gasoline. Of the 
of those 
many refer to disaster 

One of the tragedie of the 
english 


word ga 
remindet 


mentions, entirely 


language is the multiple 


meanings of so many 
words. Perhaps the most discussed 
of these is the word fix. Diction 
iries list 16 official meanings and 
lang almost double that 


important 


clients for nine 


KILLS 


Py 


Gas is another of those multipl 
meaning words. And that’s 
killing sales and will continue to 
kill sales for the L.P. gas indust) 
intil the word itself is killed 

The dictionary 
than 21 
this word 


what i 


racks up he 

variations in meaning for 
But it isn’t only the 
that’s ; 


mssoclation 


meaning dangerous, it tl 


family 
Suppose each month your 


uppose your 
Walke 
local 
national 


name 


newspaper carried a local o1 
tory headed, “Walker Man 
with Rape,” “Walker In 
licted for Fraud,” or “Dragnet Out 
for Murderer Walker.” Surel ut 
vould find life harder to live in 
your community and your busin 
hurt 

That, we feel, is 
to every L.P. gas dealer 
United States. Whether he 
it or not, likes it or not, con 


Charged 


what is happen 
Inge today 
in the 
know 
iders it important or not, his bu 
ne reputation is suffering a con 


tinuous setback because he is in the 
gay bu iness 

Kfforts to awaken the 
the injustice of using the word ga 
in tragedy headlines have fallen on 
. It does not matter to the 
press whether the cause was sewe) 


press to 


deaf eat 


yas, gasoline, or poison well fume 
they “Four Children 
Die in Gas Disaster.” 


when print 


There is one good, simple 
obvious answet an answetl 0 Cu 
to apply that the industry may have 
to pinch itself to figure out why it 
vasn't done before 

\ll vou need to do is to say L.P 
Ube 

Childishly simple, but completely 
effective. The word gas is left for 
the explosion headlines and a new, 


from now on instead of LI’ 


completely acceptable and relevant 
word takes its place. 

The Phillips Petroleum Co. and 
other oil producers and distributors 
motorist are already 
onverting from the 
the word fuel. Now it’ 
flight fuel” 


Ironic, i "t 


erving the 
word yas to 
“Phillips 
instead of gasoline 


it, that the petroleum 





For Faster, More Efficient LPG Deliveries 


HOSE 


LPG HOSE REEL 
Geared Crank Rewind 


LPG HOSE REEL 
Explosion-Proof Electric Motor Rewind 


For Narrow Compartments 
LPG HOSE REEL 
Explosion-Proof 

Electric Motor Rewind 


LPG DUAL HOSE REEL 


LPG DUAL HOSE REEL Geared Crank Rewind 


Explosion-Proof Electric Motor Rewind 


THERE’S A HANNAY® LP-GAS HOSE REEL 
TO MEET YOUR INDIVIDUAL NEEDS 


The reels shown above are only a few of the 
hundreds of types and sizes available to meet 
your requirements. Standard HANNAY Hose 
Reels are made in an unusually wide range of 
sizes, styles and specifications — and in many 
cases to meet your particular specifications 
All HANNAY LP-Gas Hose Reels are shipped 
completely assembled, ready to install and are 
equipped with auxiliary geared hand-crank re- 


wind, controls, hose adaptors and cranks 


Remember! Each and every HANNAY Hose 
Reel is designed to give safe, efficient, profitable 
service; for producing the best and most de- 
pendable hose reels it is possible to make has 
been HANNAY’s only business for more than 


twenty years. 


Write for our catalog on LP-Gas Hose Reels. It 
contains specifications, dimension drawings and 


hose capacities for our complete standard line 


CLIFFORD B. HANNAY & SON, INC. 


Westerlo, New York 
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Cuts Operating Costs — Metered 
service ends costly cross hauling, and 
out-of-gas calls, dead-heading of 
trucks and increases gallonage per 
truck mile. 


Customers See What They Use 

Metered service builds customer 
confidence and loyalty because they 
can read their own meters and pay 
only for the gas they use each month 


Serving 3,000 customers 2,000,000 gallons 


Of LP-GAS . .. with 45,000 GALLONS STORAGE CAPACITY 


With 45,000 gallons of LP-Gas 


capacity, Suburban Gas Company, 


For 


metered 


LP-Gas dealers, large and small, 


service and American LP-Gas 


gomery, Ala. assures its 3,000 customers of 
dependable, economical metered service 
exclusively with American® LP-Gas meters 

Almost half of Suburban’s customer win- 
ter fuel supply is purchased in summer and 
delivered before cold weather starts. In addi- 
tion to other advantages, this frees delivery- 
men for installation and service during peak 
periods when cold weather starts. 


meters reduce operating costs, create cus- 
tomer confidence and satisfaction, increase 
consumption and build profits, 

Model W-45 LPG, illustrated, is the latest 
American meter developed especially for 
LP-Gas vapor. 

Your American representative can show 
you how you can benefit with metered service 
and American LP-Gas meters. 


> 


a GENERAL SALES OFFICE: Philadelphia 16, Pennsy! 


(J) vania * Albany * Alhambra * Atianta * Baltimore 
wi E RICAN AMERICAN Birmingham * Boston + Chicago + Dalias * Denver 
ey Erie * Houston + Kansas City + Los Angeles 


co Minneapolis * New York * Omaha + Pittsburgh 
. Oo ow we op: Me eli)  @ 7}, & 4 


oe Tesaeieee , poowie OL) Meu | 
qsen' IN CANADA: Canadian Meter Company, Ltd., Milton 
INCORPORATED (ESTABLISHED 1836 “ Ontario * Caigary * Edmonton ontresl * Regine 


SUPPLIERS TO THE GAS INDUSTRY for ‘roncese, Tinned Steeicase, Aluminumcase and Weided Steelcase Meters + American Westcott Orifice Meters + instruments + Reliance Reguletors + Apparatus *« Valves 
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MAKER 


the Johnson Radiant ?cg Blanket 


specially designed to keep pigs warm and dry in winter 


Now you can offer hog raisers a brooder 
heater that takes the gamble out of winter 
farrowing. The Johnson Radiant Pig 
Blanket keeps two litters warm and dry in 
the worst winter weather. Lets the farmer 
farrow in the winter and get hogs to 
market when prices are highest 


Radiant Pig Blankets are 
makers for you too. They're popularly 
priced at $39.95, every hog raiser can 
afford them. And since they're fueled by 
LP gas, you have a good bottle gas cus 
tomer with every Pig Blanket you sell 


good money 


Looking for 
the BEST 
in STYLE 

and HEAT? 


“Continental 
@onsole 


Styling’ 


9 Vented Heater 
15,000 to 85,000 BIU 
25 Unvented Heater: 
10,000 to 50,000 BTU 
Send for new catalog 

showing complete Martin 
Line and dealer aid: 


Get in on the sure fire sales and profit that 
are yours with the Johnson Radiant Pig 
Blanket. Advertising and promotion aids 
are yours free. 


Write today for complete information. 


vs0o 


A new concept in 
heater styling 


A.G.A, APPROVED 


CAS WEATERS 


QE 


* Continued 


| Letters 
| industry would drop the word gas 
just for advertising purposes when 
the L.P. fuel industry should drop 
| it for survival purposes? 
A rude shock awaits anyone in 
the industry who thinks this word 
| conversion will immediately erase 
| all the bad public relations already 
ingrained in the consumer. It’s go- 
ing to take many months and years 
to get the buyer to forget his fear of 
gas disaster. But it’s only going to 
take a few weeks to begin the good 
work of promoting the new L.P. 
fuel theme that can interest mil- 
lions more in building L.P. fuel 
equipped homes and buying L.P. 
fuel appliances, 
Walter J. Klein 
What do our other readers think 
about Mr. Klein's suggestion? We 
would like to hear from anyone who 
wishes to comment on the subject. 


Measuring amount of gas 
lost from leakage 


Brazil 


I run a small business of sup- 
plying LPG for a bunch of stoves. 
The vas I work with is a mixture 
of butane and propane; it often 
happens that some client complains 
about a great consumption of LPG 
in his 
your advice 
the cause of this. 


stove. I would appreciate 


about what would be 

I would like knowing about one 
kind of meter or other device that 
could show if the consumption of 
LPG is normal or not that | 
could please the client. Of course, 
this meter or will have to 
have enough accuracy to show the 
result in a few minutes. 

I’ve told by the burner’s 
maker that the consumption of one 
burner is 40 grams per hour; how 
much is that in cubic feet per 
hour? I hope you will put me in 
touch with the company that builds 
the meter. If one meter that works 
with natural gas (gas produced by 
coke) can do the job I could per- 
haps find it here in Brazil. 


80 


device 


been 


We 
this country that complain about 
great consumption of LPG in their 
stoves, water heaters, or room heat- 
ers. Sometimes a leak is found at 
some of the connections around the 


sometimes have customers in 
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Customer praise builds business! 
ee. you'll get it with a MITCHELL 
VAPORIZER on every installation. 


MITCHELL Direct-Fired Vaporizers are available in two sizes to meet the 
need for continuous LP gas service in a variety of commercial and indus 
trial applications. For use with above or below ground LP gas systems, 
MITCHELL Vaporizers provide a safe, steady, constant-BTU supply of gas 
uninterrupted by freeze-ups due to temporary over-loads or heavy 
withdrawals. 


Minimum Size Storage Required MITCHELL Vaporizers 
eliminate the need for oversize storage tanks to meet temporary over 
load demands .. . hence make possible more compact systems. They are 
designed for use with all heating, drying or stand-by applications requir 
ing from two to several hundred gallons per hour. (For the larger 
demands, MITCHELL Vaporizers may be manifolded together.) 


Automatic Selective Control MITCHELL Patented ‘Automatic 
Selective Control'’ automatically controls the rate of gas vaporized to 
equal the rate of usage. It permits vaporizer to supply either generated 
gas, or storage gas... or both at the same time. Simple, positive safety 
devices (providing overflow and pilot burner shut-off protection) make 
MITCHELL units safe and reliable 


Simple Installation installation of MITCHELL Vaporizers is simple 
and easy; and once properly installed, they will give years of constant, 
trouble-free gas service. All MITCHELL units have been tested and listed 
under Underwriters’ Laboratories’ requirements 


P » Listed by 
pproved by Underwriters 
Factory Mutual 
Laboratories 
Laboratories 


Build a reputation for dependability @) 
with MITCHELL VAPORIZERS 


JOHN E. MITCHELL COMPANY 


3800 COMMERCE STREET ¢ DALLAS, TEXAS 








Provides up to 30 
gallons of gas per 
hour well suited 


to the small and 





medium size indus 
trial and commer- 


cial applications 








Capacity: 70 
gallons perhour 
This unit is the 
largest standard 
MITCHELL Va 


porizer. May be 


deeds J 


used singly or in mani 
folded combination for 


large industrial applications 





SPECIFICATIONS 


Dia. Rated Pilot = Rated 
or Shpt. Input Whg. Burner Cap, 
Width wt. (8TU/ Pres. «= (BTU/ (gals. / 
{in.) ibs.) he.) (psi.) Ses) 
13%, 125° 3000 = 250 100 8 


2 10 40 75,000 250 100s 0.8 








Break away from the Past... 
See what’s NEW in TRUCK Pumps! 


The Truck Pump 
you NEVER Throw 
away or Exchange! 


CORKEN 
CORO-VANE 


FOR WORRY FREE PUMPING—IT'S TODAYS MOST 
RESPONSIVE TRUCK PUMP, 


All Ductile Iron construction 
Double extended Shaft (for either rotation) 
No Fall-Off of capacity and pressure 


Designed for 125 # differential operation all day long (actually good for 
300 # on special Applications.) 


Universal (separate) mounting bracket for easy mounting in any position. 
Ductile Iron suction and discharge flanges (eliminates unions) 
Two built-in relief valves, one for pipe away by-pass. 


Compact Seal and Bearing cartridge assembly, the fastest and easiest seal 
to replace that's on the market today 


Easiest truck pump to keep in service ever built. Grease bearings only 
twice a year. 
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CONTACT YOUR CORKEN DISTRIBUTOR 


P. 0. BOX 1062 + OKLA. CITY, U.S.A. * Ph. FO 5-5517 
CORKEN GOOD PUMPS 
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A MASTER TANK 


6" WELD ON LIFTING 
LUG... CAN'T PULL OFF 
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BEST FITTINGS 
| MONEY CAN BUY 


Fr} 
Ww 
ba “<x cc 
O23 


HEAVY DUTY 
WELDS ARE 
\ TRIPLE INSPECTED 


sa 
i LONGITUDINAL SEAM 


| | yA 
\S DOUBLE WELDED 
4 vss INSIDE AND OUT 


EXTRA 
HEAVY 
LEGS 


) \/ETREAMLINED 

ALL SIZES AND \ FOR GOOD LOOKS 
HH] “— a 

CAPACITIES y] 

THROUGH 

1,000 GALLONS 





omestic systems by Master are high 
quality products you can depend upon 
because of Master Tank & Welding’s years 
of experience in building better, stronger, 
safer tanks. Only the highest quality mate- 
rials, the most advanced engineering, and 
the finest workmanship are used in con- 


structing a Master tank. From the largest to 


Call Master for all your LP gas pressure vessel needs. 


the smallest, there’s a Master domestic sys- 
tem to fit your particular need —all sizes 
and capacities through 1,000 gallons. Master 
tanks are constructed of double welded Hi- 
Tensile steel to meet ASME Code construc- 
tion. Inspected by Hartford Steam Boiler 


Inspection and Insurance Company. 


WELDING | 


2000 S. Front Street ¢ Box 39 @ Quincy, Illinois « Baldwin 3-5014 P. O. Box 5146 @ Dallas, Texas « Ri 7-244] 
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tema of valves or in the piping 
Often it is found that the burners 
are used more than the customer 
thinks they are. 

All of the following companies 
make a small gas meter which will 
how in tenths of cubic feet the 
quantity of gas passing through it: 

American Meter Co. Ine 
18500 Philmont Ave 
Philadelphia, Pa. 
Rockwell Manufacturing Co 
400 N. Lexington Ave 
Pittsburgh, Pa. 
Sprague Meter Co 
5 South Ave., 
Bridgeport, Conn. 

It is difficult to tell you exactly 


cubie feet 4 


ow many repre 


ented by 40 grams of L. P. gas 
The reason is that the LPG you 
have is a mixture of butane and 


propane, We do not know how 


much of each is in the mixture 


Following are some figures which 


fell how many cubie feet of each 
yas will be produced by a definite 
reight of the component: 


mn Htu from Cuft from Btu from 
leuft 4¢ ” 4,0 grams 
8267 184K 


18K0 
( 102 
i 6 grame 

5 pounds 


The quantities of gas and equiv- 


alent Blu 


eewis yathes 


content for 40 grams 
small for burners on 
cooking stove Hlowever, we can 
nol be definite because we are not 
familiar with cooking practices and 
the heat needed in your section of 
the country 

You will find in the “Handbook 
Kutane-Propane Gases,” page 198, 
Ou much propane o1 butane wied- 

ured in Btu per hour will flow 
through certain sized orifice: 

1 do not know the pressure of 
fhe gas as tw reaches the burner 
In thi 
column, Tf it wv 


equipment, vou can 


country it is Tl in. water 
different in yow 


multiply the 


ahowe Btu rates 


/ 
bi ; ohei 1 
Yo ppp where | 
is your delivered pressure in inche 


You probably wWeasitvre aL 


by 2 4 to 


wate) 
Tf 0, divide CHIS 
mehe Kd 


luge 
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Principles of handling exhaust 
gases in "cold" rooms 
Ohio 
We are looking for information 
which either proves or disproves 
that LPG-powered lift trucks can 


18 


rooms in food 
These rooms usually 
have a temperature of around 
20°F. These rooms hold fresh prod- 
uce; and meat and poultry. 


work in 
warehouses. 


“ready” 


As you can see the question 
arises: Will this food pick up the 
carbon monoxide fumes? If so, to 
an amount that contaminates it? 


R. ds ». 

There are a number of instances 
in which LPG-powered lift trucks 
are working successfully in 
“ready” rooms and in cold storage 
rooms. In both cases, these rooms 
are closed except for access doors 
and at best they have very poor 
ventilation. That 
must think of the employes operat- 
ing the trucks as well as the food 
products being handled. 


means that we 


There are two types of exhaust 
products with which we must be 
concerned. The first is carbon mon- 


oxide, which is a colorless, odorless 


gas. We have never heard of con- 
lamination of food products by 
carbon monoxide gas, but it is defi- 
nitely harmful to human health, 
either with a short exposure in 
concentrated form, or cumulatively 
in case of prolonged exposure to 
moderate concentrations. LPG pro- 
duces less carbon monoxide in the 
exhaust than does the same engine 
operating on gasoline. You can find 
all sorts of 


ranging from 50 per cent down to 


laboratory analyses, 


2 or 8 per cent as much. It de- 
pends on the adjustment of the two 
carburetors being compared, and 
fo a less extent on various operat- 
ing conditions. The point is that 
we should always erpe ct some car- 
hon monoxide contamination of the 
atmosphere, no matter what fuel 
is used. At very low concentra- 
tions the body can climinate it and 
no harm results, 

The other type of contaminant is 
the foul odorous 


result’ from imnerfect combustion 


compounds that 


and which may be absorbed by cer- 
fain foods. These are also less 
abundant in the exhaust of an en- 
gine operating on LPG as com 
pared with engines running on gas- 
oline. In fact, there are hundreds 
of factories and warehouses having 
normal ventilation in which LPG 
fork lift and tow trucks are oper- 
ating constantly with nothina to 
purify the exhaust and with no 
complaints from operators or em- 
With 
LPG carburetors and qood ventila- 


ployes. properly adjusted 
tion there is apparently no reason 
lo be concerned over the exhaust 


of an LPG enaine. 


In_ closed these 
frozen food rooms, the story is dif- 
ferent. Theoretically, 100 per cent 
complete combustion converts all of 
the carbon and hydrogen in the 
fuel into carbon dioxide and water 


quarters like 


vapor, We can never quite produce 
100 per cent complete combustion 
in any engine, hence there is al- 
ways a trace of carbon monoxide in 
the exhaust. To burn fuel that effi- 
ciently requires pure air with its 
full normal content of oxygen. In 
a cold room some of the oxyagen is 
always converted into carbon di- 
oxide as the air passes through the 
engine and the oxygen in the 
charge combines with the carbon in 
the fuel. Oxygen also combines 
with the hydrogen in the fuel to 
form freezes 
and settles out as frost. The net 
result is that the air in the cold 


water vapor, which 


room comes to contain less total 
oxygen per cubie foot, and at the 
same time the percentages of car- 
bon dioxide and nitrogen increase. 
(Nitrogen, which makes up about 
80 per cent of pure air, passe 
through the engine unchanged.) 
Thus we see that the air in a 
cold room gradually becomes defi 
cient in oxygen, and as this defi- 
ciency increases combustion — be- 
comes more and more imperfect, 
resulting in a higher percentage of 
monoxide and the smelly 
exhaust. This 


carbon 
ingredients in the 
condition exists only to a minor de 
gree in ventilated buildings having 
air changes at normal frequencies. 

So it appears advisable to do 
something to prevent the discharge 
exhaust 
gases in cold Ory- 
Catalyst muffler, which can be sub 
stituted for the standard muffler on 
the truck, has the ability to com 
pletely burn the leftover fuel in the 
exhaust, and to convert the carbon 
dioxide. It 
raises the cost of conversion, and 


of incompletely burned 


rooms, The 


monoxide to carbon 
since the catalyst becomes exhaust- 
ed in time, it must be replaced at 
intervals, but it does provide insur- 
ance against pollution of products 
and damage to health. 

For satisfactory results in cold 
rooms, LPG fuel and the Ozxy- 
Catalyst muffler should both be 
used. The muffler is not satisfac- 
tory with ordinary gasoline, since 
the solid products of combustion 
quickly cover the surface of the 
catalyst, and keep it from doing its 
job. The catalyst has its maximum 
life with LPG because of the rela- 
tive completeness of combustion 
and the absence of solids in the 
exhaust. 
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That's why Trinity’s Model 109X Twin truck 
tank is so popular. Rear or side loading is optional 
on this model, to handle all loading conditions. The 
skirting is pre-formed so that it may be replaced easily 
and economically whenever it is damaged. The overall 
streamlined look will spell “success” to your customers 
and profits to you! Fully X-rayed and stress relieved; 
extra capacity piping for maximum filling rate 
2400 WG capacity; constructed under 1956 
ASME 250 WP and !ICC-MC330 Codes. Get 


ready for the winter load . order today! 


TRINIT ¥ SYVEBRL G-Gs, POEL. 


4001 IRVING BLVD. DALLAS, TEXAS FL7-3961 


Latin American Division Tanques de Acero Trinity § A., Calle Poniente 150. #734, Mexico 16, D. F. Plant and Sales Office 
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September 26-27—IIlinois LPGA Con- October 24 


vention—St. Nicholas Hotel, Spring mined 


CALENDAR field : 
October 21-25 

37655 Anr } 
Coming events Meeting and Convention — Skirvin ton H 
in the Industry Hotel, Oklahoma City, Oklahoma, 


October 6-8—Oklahoma LPGA Annual 


te Ch cago 


October 7-9—American Gas Aceociation October 25—Natural Gasoline Associa 
Annual Convention—Kiel Auditorium tion of America, Southern Regional 
St. Louis, Mo Meeting — Washington-Youree Hotel 


and Captain Shreve Hotel, Shreve 
October 13-14 Mississiprg P, wae 
1957 eR ea nee Pers eats 
Edwards Hote ICKSOr ss October 29 
September 25-27-——-Florida LPGA Co October 14-16—New York 
ent Ft. Horr f lotel, Management Conference Cornell 


University, Ithaca, N. Y. 
November !-2—Eleventh National Home 


Laundry Conference—Mayflower Ho 
tel, Washington, D. C 


November 4—-Minnesota Petr 
A r ci @ 


November 10-11 
Dealer A 


bhA 


Wherever 


November 22 Natural Gasoline Asso 
atior f America, Panhandle Plains 
Regional Meeting Herring Hotel 


Amarillo, Texas 


2-way shut-off 
is required... 


HANSE | “ 


QUICK-CONNECTIVE January 31 Notur i! Gas line Associ 


TWO-WAY SHUT-OFF COUPLINGS @ otton ak Aina 
= FOR 
PRESSURE 
OR VACUUM 
SERVICE 


ca, Oklahoma Regional 
Meeting Skirvin Hotel, Oklahoma 
City, Okla. 


February 17-19 


"Td connect a Hansen Two-Way Shut-Off WRITE FOR THE 
Coupling, you merely pull back the sleeve HANSEN CATALOG Pebreery 22 


nai Natural Gasoline Asso 
and push the Plug into the Socket. To 


Here’s an always ready refer- ation of America Permian Basin Re 

disconnect, just pull back the sleeve. No ence when you want informa gional Meeting Lincoln Hotel 

tools required. When Coupling is discon- tion on couplings in a hurry 

nected, similar valves in Socket and Plug Lists complete range of sizes 

shut off both ends of line — practically of Hansen One-Way Shut-Off, Indiana LPGA Trade Show 

Two-Way Shut-Off, and \ | 
Claypool Hotel, In 


eliminate spilling of liquid or escape of 
—— lien ha liquid i Straight-Through Couplings 


gas at instant of disconnection. including Special Service 


Hansen Series HK Two-Way Shut-Off Couplings for 


Steam, Oxy / oY . March 28-29 


Couplings are available with female pipe trict Ith A 


y gen, Acety 
thread connections from 4” to 1” inclu- legen throp H 
sive. Available in brass or steel. Sizes 
: ‘ Netural Gasoline eel 
generally required tor L-P Gas service have April 16-18 : re Associ 


tion ot Americ nnu Conventior 


approval of Underwriters’ Laboratories. 
Baker Hote } phus Hote 


REPRESENTATIVES IN PRINCIPAL CITIES Gores, Tens 
May 4.7 LPG »nal Convent 


nd Trade Show rad Hilton Ho 


SINCE1915 ,(@” QUICK-CONNECTIVE FLUID LINE COUPLINGS 


THE HANSEN MANUFACTURING COMPANY 


403) WEST 150th STREET © CLEVELAND 11, OHIO dates of their forthcoming meetings for 
this calendar. 


tel, Chicag 


All associations are invited to send in 
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from the smallest 
to the largest-- 


AM C TRANSPORT 
TANKS 


WINDOM BUTANE ca 


+ monToR TDLAS 


* suTane 
U 


wherever you transport LP-Gas, you'll 
find an LMC Tank to suit your needs. 


Year after year, more and more LPG dealers throughout 
the nation have given LMC products the strongest possible recom- 
mendation — that of re-ordering additional units after carefully 
checking the performance of their first LMC tank. 





From small units, for home delivery on the Great Plains, to 
10,000 gallon transport tanks to haul loads in the steep Rockies, 
LMC has pioneered many changes which are now standard 


Illustrated above are the LMC single barrel, features on all transport tanks. 


neck-down transport tank with a capacity 
of up to 10,000 gallons and the twin barrel Many dealers who started with one single barrel LMC home 


Home Delivery Unit with capacity of 1400 delivery unit are now operating fleets of transport tanks, all 
to 2200 gallons. engineered for economy by Lubbock Machine. 


Write, wire, or phone today! Find out how easy it is to 
purchase on the Budget Plan or the LMC Lease-Purchase Plan. 


LUBBOCK MACHINE & SUPPLY CO. 


P.O. DRAWER 1589 © POrter 2-5269 
LUBBOCK, TEXAS 


Bi on the \ Buager or Lease- 
. Furchase Flan 
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always 
expanding 
to serve 
you better 


In thick Selma chalk beds underlying the 
earth's surface near Demopolis, Alabama, two 
huge underground caverns have been mined for 
the storage of LP-Gas. This conservation project is 
known as the Demopolis Storage Terminal. It is 


jointly owned by Tuloma Gas Products Company. 


The Terminal, operated by Tuloma, is the 
largest mined LP-Gas storage facility in the world. 
It is also the first to be mined in a chalk formation. 


Millions of gallons of valuable LP-Gas are 


conserved in the Terminal’s huge underground 
caverns, available for Tuloma customers through- 
out the year, summer and winter. 


For distributors and dealers throughout the 
Demopolis marketing area, the Terminal is a 
source of supply right at their doorstep. 


With new facilities, such as the Demopolis 
Storage Terminal, Tuloma brings to its customers 
across the nation the many advantages of con- 
tracting with an aggressive, growing supplier. 


Why don’t you CONTACT TULOMA TODAY! 


Call, write, or wire . 


TULOMA GAS PRODUCTS 


PAN AMERICAN BUILDING * PHONE CHerry 2-326] ° 


COMPANY 


TULSA 


pe 


KLAHOMA 
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THERE IS ONE THING THAT MAKES LITTLE BUSINESSES GROW BIG. 
That one thing is serving the public better. That being the 
case, what is wrong with bigness? Or if we must still suspect 
that bigness is wrong, at what point in the growth of your com- 
pany will it become wrong? Honestly, don't you think that the 
only thing that could be wrong in any business is business im- 
morality? And does this have any relation to size? The only 
possible difference is that it might be easier for a bigger 
company to become immoral--unfair, if you prefer that word-- and 
more people would be affected. It would still not be the size 
that is wrong--just the immorality. When you pin it right down 
to facts, the only difference between a big chiseler and a 
little chiseler is size. 





Isn't it time for we Americans to stop chopping away at big 
business just because it is big? Why should we fight bigness 
when we all want to grow, and we all hope our children will be- 
come bigger than we are? And what has made this growth pos- 
sible? It has not been equalled in any other nation, nor under 
any other social, political, or economic system, although all 
of the others out-date our own by centuries. Isn't it the com- 
petitive free enterprise system that has given Americans more 
opportunities for growth than exist in any other country on 
earth? 


Let's stop apologizing for our American way of life. Let's 
Stop the creeping socialism that is slowly taking it away from 
us. It has brought a standard of living to all our people that 
has never even been approached in any other nation. There is 
no other country on earth where the common man has prospered 
so much from the opportunities that America has given to the 
uncommon man-- the man we all hope to be. There is no other 
place where the common man can so easily make himself an 
uncommon man through his own efforts. Has anyone ever increased 
the production of an orchard by cutting the tops off the most 
productive trees? 


HAS ADVERTISING MADE SALESMANSHIP OBSOLETE AND UNNECESSARY ? 
We were recently taken to task for our belief, expressed in 
the pages of this magazine, that our industry must produce a 
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rebirth of old fashioned selling. Perhaps it was the phrase "old 
fashioned selling" that got under our critic's skin. Old 
fashioned selling is old fashioned work, and while the pay can 
be excellent and a good man can make it unusual, it is out of 
tune with the trend toward automation and mass processing in 
Some other lines of human endeavor. But before we consider the 
possibility of wealth without work in putting merchandise in 
customers’ homes, let's see what is in this critic's mind. The | 
same thoughts, we believe, are in the minds of others who are 
not so vocal. Here is the gist of what he has to say: 


"Individual salesmaship is at a low ebb today. This has been 
brought about by the terrific impact of national and local 
advertising to the masses through TV, radio, magazines and 
newspapers. This seems to be the modern and effective way to 
sell. It has removed the need to be a ‘good’ salesman. The great 
advertising agencies have taken over, and the prospect is 
thoroughly pre-sold before he walks into your showroom. Only a 
weak selling job is necessary--IF THE PRICE IS RIGHT." He said 
more, including kind words for the present industry programs, 
but this gives the general idea. 


We wonder how many people in our industry believe that ad- 
vertising is automation applied to selling. That view is cer- 
tainly not shared by the people in the great advertising 
agencies in which our critic places such sublime faith. And 
if he is right, why does the electrical industry which out- 
advertises us by such a tremendous margin still employ a sales 
force that outnumbers the gas industry's by a similar margin? 
What really is the function of advertising, and how far can it 
go in pre-selling the masses? 


National advertising of durable goods like appliances and 
long term services like L. P. gas can and does create willing- 
ness to learn more about the product, and it may develop the 
prospect's interest to the point that he will go see a dealer-- 
if he can find the dealer. Local advertising is necessary to 
enable him to find the dealer, and it may also maintain his 
interest until the contact can be made. Neither can give him 
all the details that he needs to know before he signs the order. 
Neither is a sure-fire protection against better selling by a 
competitive dealer or a competitive industry. The strongest link 
in our industry's promotion of sales today is its national 
advertising. We could use more of it, but what we have is doing 
far less than it could because it is not being backed up by 
enough local advertising and old fashioned selling. 


Aarl Aeécel__. 





You can boost those slumping warm 
weather sales with these DAL-WORTH 
units designed to make the switch to com- 
plete LP Gas farm operation more conven- 
ient .. . more economical. 


DAL-WORTH portable LP gas tanks elim- 
inate the loss of time for moving lumbering 
equipment to a refueling point. The 2-wheel 
unit can be in place and equipment refueled 
in a matter of minutes. 

The 4-wheel anhydrous ammonia tank 
offers the additional feature of quick conver- 
sion to a simple trailer unit for miscellaneous 
hauling. 


You can sell these units with the assurance 2-Wheel Portable Refueling Units. Available 
that your customer is getting the finest in 250-gallon and 500-gallon capacities. 
equipment money can buy ... backed by 

over a quarter century of experience and the 

DAL - WORTH “CERTIFIED CON- 

STRUCTION” SEAL. 


Whatever your needs . . . on the ground, 
on skids, or on wheels . . . you'll do best 
to come to DAL-WORTH! 


oe Dispensing 
Transport and Delivery Tam) Units 


fe is 


: System, ¥ ‘ 
Skid ond Storage 4-Wheel Portable Anhydrous Ammonia 


Send for Dal-Worth’s newest catalog of Tanks. 500-gallon and 1000-gallon Capacities. 
quality engineered LP gas and anhy- Compa 

drous ammonia tanks . . . the coupon is 
for your convenience. 


DAL-WORTH TANK COMPANY 
BOX 818, GRAND PRAIRIE, TEXAS 


Gentlemen: 


Please rush us your latest catalog describing 
DAL o~ WORT nH TAN 4 DAL-WORTH'’S “Certified Construction” tanks. 
COMPANY ow 
Att’n: Title 


Address 


East Highway 80 P. O. Box 818 


! 
Grand Prairie, Texas 
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It’s easier to sell 
when it is obviously better! 





There is more profit in quality ... when it sells itself. 


hese five easily demonstrated points of quality (and the 
benefits connected with each) have helped 
Dearborn dealers sell over 2,000,000 heaters...more than 
any other make. By selling quality, they have gotten both 


more profit and a satisfied customer on each sale 


consumer 


Let Dearborn quality help sell itself. Demonstrate a con 


nected Dearborn on the sales floor. Get your share of quicker 
, better profits 


sales show your customers why 


LL HEATERS UNVENTED HEATERS 


VENTED HEATERS 


| GAS AREA HEATERS | 


— — a Ge aaa | 
— ee mee —— — 


Glo-brite Radiants 


Penetrating infra-red heat is the comforting heat 
that warms without overheating the air. That’s what buyers get 
from Dearborn because the radiants are engineered to trap the 
heat, glow their entire length and are scientifically designed to throw 


sun-like heat down and out into the room 


Other Dearborn “Sells Itself” 
points of quality: 


FEATURE: Cool Safety Cabinet. Patented Sifonaire chassis 
keeps hot air at heart of the heater; cool air, next to its walls. 
BENEFITS: Safety, especially with children. Convenience in plac- 
ing heater near walls, curtains; and use of cabinet top. 


FEATURE: Forward-Flow Circulation. Patented construc- 
tion forces air out where it warms people, not just ceilings. 
BENEFITS: Room filling warmth. 


prevents wall and ceiling smudges. 


No cold floor or corners. Also 


FEATURE: High-Crown Burners. Big 
on an arched surface for air circulation 
BENEFITS: Efficient heat 


four rows. Rows raised 
complete combustion. 


no waste. Clean blue flame. 


FEATURE: Styling. 
finish. 
BENEFITS: Good heat.. 


Clean, simple lines; modern harmonizing 


too 


good looks, 


DEARBORN STOVE COMPANY 
1700 WEST COMMERCE e DALLAS, TEXAS 


— ors: 


AIR COOLERS AIR COOLERS WATER HEATERS 
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By NEIL REGEIMBAL 


Correspondent 


Congress passes over REA interest rate question 

Members of the L. P. gas industry are unhappy 
over the complete failure of Congress this year to 
even consider legislation backed by the President 
to increase to a more realistic level the interest rate 
on Rural Electrification Administration loans 

Bills to remove the “subsidized” interest rate of 
only 2 per cent on loans made to rural co-operative 
electric systems by the Agriculture Department’s 
REA were introduced this year in both the House 
and Senate, but were permitted by congressional 
leaders only to lie and collect dust 

Sen. Homer E. Capehart, (R.) Ind., 
What was the Eisenhower 
the Senate 


Backers of the Capehart bill plan to step up their 


introduced 
Administration’s bill in 


efforts for passage in 1958, although election-yea 
politics will make their task even harder than it wa 
this year 


Local electric systems’ expenditures 9.3% higher 

Local government-operated electric systems ar 
reporting slight increases in revenue, but much 
higher increases in expenditures, a new survey by 
the U.S. Census Bureau shows. 

The survey shows that all local electric system 
took in $887 million in revenues in 1956, a 2 per cent 
increase over 1955 revenues of $870 million. Rey 
enues in 1954 were $787 million 

But expenditures in 1956 totaled $895 million, an 
increase of 9.3 per cent over 1955 


1954 amounted to $751 million 


Kxpenditures in 


Most of the increase in expenditures was «ac 
counted for by a rise of 19.8 per cent in capital out 
lays, indicating expansion, which hit $337 million 
in 1956. Interest charges last year of $39 million 
were up 16.6 per cent over 1955, reflecting highe 
borrowing due to expansion program 


Further freight rate increases expected 

l'vreight rate increases haven't ended yet, govern 
ment officials warn. Rate hikes are part of an infla 
tionary cycle of rising costs and prices which will 
probably force further increases in the not-too-di 
tant future, they say. 

Recent permission by the Interstate Commerc: 
Commission for an increase in railroad freight rat 
of 4 per cent in the South and 7 per cent in all othe) 
areas of the country bring total railroad freight rate 
boosts over the past year to 14 per cent in the Fast 
12 per cent in the West and for cross-country ship 


ments, and 9 per cent in the South 
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In approving the increases, the ICC 


noted that 
further cost increases are imminent.” In the fu 
ture, however, ICC suggested that future bids for 
rate increases be filed for individual classes of ship 


ment rather than overall hikes 


Availability of LPG topic at Washington, Oct. 3 

The availability of liquefied petroleum gas will 
be among the principal subjects of discussion at 
meeting of the National Petroleum Council in Wash 
ington, D. ¢ on Oct. 3 

The Council, which acts as an advisory group to 
the Secretary of the Interior, will also study petro 
leum productive capacity, refinery capacity in this 
country, petroleum storage capacity, and petroleum 
transportation 

The studies 


aid government officials 


are designed to provide information to 
n planning against a pos 


sible enemy attack or other mobilization emergency 


SBA has more money than ever to lend 

The government’s Small Business Administration 
fter nearly dying while Congre argued over how 
to keep it alive, is now back in busine with more 
money than ever to bend 

The extension measure increased the revolving 
oan fund of SBA from $230 million to $305 million 
Government officials have warned Congre that th 
current tight money situation would probably make 
if nece ary to further increase the loan fund next 
vear, when another bid will be made to put the 


igency on a permanent basi 


Phony pre-ticketing under investigation 
fall will look into 


complaint that the use of phony pre-ti keting | 


Congressional investigators thi 


growing in spite of stepped up efforts by gover 
ment poli agencies to stamp it out 
A Hou ‘ 
j 


plans to study the use of phony list prices on tagged 


Government Operations ubcommittes 


merchandise as a means of “cheating” consume) 
( ompla nts are that manufacture! upply tay Witt 
false list prices, which are the basis for misleading 


ale” prices and false advertising Appliances, and 
ther goods, are involved 
The Federal 


as been conducting a campaign to stop thi 


Trade Commission for about 


misleading promotion FTC officials, as well as of 
ficials of the Post Office Department and the Justice 


xpected to be called during the 


Department are 


probe to explain what measures they've been u ing 


‘ 


combat false pre-ticketing 





MODEL ATC-2L MODEL ATC-2R 


FOR AUTOMATIC TRANSMISSION TRUCKS OR 
ANY OTHER TRUCKS HAVING HIGH-SPEED POWER 


TAKE-OFFS 











FOR 1600 TO 2000 RPM SHAFT SPEED «+ MAXIMUM DIFFEREN- 
TIAL PRESSURE 125 P.S.I. « RATED TRANSFER CAPACITY 50 GPM 
GUARANTEED DELIVERY THROUGH 114’ METER IN APPROVED 
PIPING INSTALLATION, 25 TO 35 GPM + LARGER PUMPS AVAIL- 
ABLE FOR USE WITH 112” METERS «+ MAY BE DIRECT CON- 
NECTED TO ELECTRIC MOTOR FOR BULK PLANT INSTALLATION. 


These pumps have flanged inlets and outlets. The inlet flange is 
threaded to take 22” pipe; the outlet flange is threaded for 2” 
pipe. Flanged pump connections make piping easy, and simplify 
its removal for repairs whenever necessary. Do not deny your 
drivers the use of the new labor-saving automatic transmissions for 
trucks, just because a slow speed power takeoff for the pump is 
not available. These two new models are adaptations of our 1800 
RPM MC-series pumps that have been so outstanding in bulk-plant 
service for many years. 





THE ONLY RIGHT ANSWER FOR HIGH-SPEED TRUCK APPLICATIONS 


SMITH 


PRECISION PRODUCTS COMPANY 


They cost no more than the old slow-speed truck pumps; they are 
lighter in weight and easier to install; they are more efficient due 
to simpler design; overhaul costs are lower. 


Telephone RYan 1-2293 or RYan 1-2691 


TI13S MISSION STREET @ SOUTH PASADENA, CALIFORNIA 
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LPG sales increase 8% during 1956 


LTHOUGH total sales of LPG 
A during 1956 increased only 
% per cent compared with the 20 
per cent increase 
1955, 


dealers 


chalked up in 
LPG 


pace 


increase in sales by 
during 1956 kept 
with 1955, according to the report 


of the U. S. Bureau of Mines just 


Marketed LPG for 1955 and 1956 
is analyzed by districts in the 
tables on this page. The dis 


tricts are shown on the map 


below and represent U. S. petro 
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(The 1955 
per cent is a revised figure, being 
originally reported by the Bureau 
as 17 per cent.) 

A new high of 6,635,763,000 gal. 


released. gain of 20 


of LPG were sold during the past 
gain of one-half billion 
gal. over the record high of 1955. 


year, a 


LPG sold for domestic and com 
mercial use increased by 7 per 
cent in 1956, the same as the pre 
vious year. The huge 19 per cent 

LPG for in 
fuel 


repeated in 


increase in sale of 


ternal combustion recorded 
1956 


Sale of LPG to industrial plants 


in 1955 was 


climbed 11 per cent. 
Exports of L. P. gases increased 


per cent in 1954 
Deliveries of L. P 
synthetic 


gases for 
rubber components in 
1956. 
This compares with an increase of 


creased only 3 per cent in 


32 per cent in 1955, when owner 
ship and operation of these syn 
thetic rubber plants were in the 
process of being transferred from 
government to private industry 
Sales to 
creased 5 per cent over the 1955 
total for 
revision of the 


chemical plants in 
revised this 
The 1955 


was made in order to have a more 


category 
figures 


complete coverage of all gases de 


livered to these plants for raw 


materials and solvents and to 


leum districts. ; 
only 1 per cent with 
of 8 per cent in 1955 and 32 for 1956 


compared make data comparable with those 


yains 


Analysis of Marketed LPG for 1955 and 1956 by Districts 
(In Thousands of Gallons) 


Domestic & Comm. Internal Combustion Industrial Gas Manufacturing 


1955 

583 , 460 
1,095, 760 
741,603 
132,010 
248 , 546 


1956 
630,959 
1,203 ,870 
777 ,838 
140,916 
247 ,438 


1955 
9,997 
154,843 
398,191 
17,051 
71,739 


1956 
21,411 
193,205 
462 ,459 
22,712 
73 , 684 


1955 
119,462 
163,764 
111,120 

10,193 
18,892 


1956 
131,172 
189 , 800 
116,942 

10,434 
20,025 


1955 
93,040 
74,355 76,651 
10,657 10,317 

5,052 5,217 


30 ,656 31,927 


1956 
District | 88,181 
District 2 
District 3 
District 4 
District 5 


2,801,379 3,001,021 651,821 773,471 423,431 468,373 


213,760 212,293 


Chemical & Rubber All Other TOTAL 
1955 


317,998 


1956 
324 ,298 


1955 
10,452 


1956 
11,803 


1955 
1,159,171 
1,771,023 
2,539,029 

165,581 
487,914 


1956 
240,649 
, 996 565 
, 100 503 
180,144 
517,902 


District | 
District 2 235,257 255,097 6,710 14,794 
District 3 1,246,771 1,282,559 10,641 14,038 
District 4 179 124 488 693 
District 5 99 , 182 127,173 3,616 7,439 

Total 1,899,387 


1,989,248 6,122,718 


177,708 


6,635,763 


Exports 179,506 


GRAND TOTAL 6,300,406 6,815,269 
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l.. P. gases used for fuel at pe 
troleum refineries were separated 


from the total reported as sold to 


industrial plants in 1955, in order 


to make data comparable with 


1956. LPG used as refinery fuel 


increased 41 per cent 


over 1955 


Sales of LPG to manufactured 


vas companies, which 


yained 11 


per cent in 1955, fell 1 per cent in 


1956, 


New Mexico showed the laryest 


percentaye gallonaye 


increase of 


any state, with Kansas second fol 
lowed by Illinois and Delaware. 


Texas still leads in total gallons 
of LPG marketed with California 
still second and Illinois third. 


New 


Mexico 


lead in sales of 


LPG for domestic and commercial 
uses, jumping 19 per cent in 1956. 


Missouri 
crease of 16.7 per cent 
closely by 
Vermont 
16.2. West 


was second with 


an in- 


followed 
New Jersey with 16.5, 


with 16.4 and Utah with 


Virginia, Arizona and 





LPG Exports by Countries 


Mexi« 0 
Canada-Newfoundland-{ abrador 
Cuba 

Other North American 
Brazil 

Argentina 

Other South America 
Italy 

France 

West Germany 

Other Europe 

Japan 

Israel 

Syria 

Philippines 

Other Asia 

Africa 


Oceania 


Total 


(Thousands of 
1952 


40,003 
42,951 
3,453 
1,092 
11,046 
2 

5 

nil 


ll 
27 


nil 
528 
nil 
109 
68 


99,296 


Gallons) 
1953 


49,567 
56,115 
4,719 
1,324 
12,469 
nil 

l 

nil 

13 

l 

14 


nil 
nil 
243 
nil 


162 
81 


124,749 


1954 


72,994 
58,330 
5,865 
1,608 
24,657 
l 

144 

2 

7 

l 

28 

250 

nil 

269 

24 

87 

4l 


164,308 


1955 


95,398 
56 , 826 
6,416 
3,204 
13 ,668 
7 

485 

24 

93 

333 
122 
461 

nil 

399 

2 


149 
122 


177,708 


1956 


88,779 
55,275 
8,382 
6,027 
18,554 
1,033 
348 
125 

31 

6 

133 
313 

37 

32 

21 

35 

307 

68 


179,506 


California each dropped severa! 
per cent in this category. 

Mississippi, Kansas and New 
Mexico led the pack in percentage 
increase of LPG sold for indu 
trial use. Mississippi yallonage 
went up 157.3 per cent, Kansas 
138.1 and New Mexico 123.4. 

South Carolina and the Mary 
land-District of Columbia area led 
in percentage increase of LPG 
sold for internal combustion fuel. 
South Carolina dealers sold 585 
per cent more in 1956 than in 1955 
while the Maryland - District of 
Columbia group upped sales 509.5 
per cent. 

Domestic and commercial uses 
still held a steady grip on the ma- 
jor portion of LPG sold in the 
U. S. during 1956 although the 
45.2 per cent was .6 per cent less 
than the year before. Second lary- 
est consumer was again the chem- 
ical industry, although the 23.7 
per cent was .7 per cent less than 
1955. LPG for internal combu 
tion fuel increased its relative 
grab on the market by 1.1 per cent 
as it accounted for 11.7 per cent 
of the 1956 fuel. 

Mexico continued as the largest 
export customer, having taken 
over from Canada in 1954. Can 
ada is second largest and Brazil 


ranks third. a 





Trends in the sales of L.P. gases ‘in the 


Domestic 
and 
Commercial 


1952 
1953 
1954 
1955 
1956 


, 266 , 178 
,479, 180 
626 , 808 
801,379 
001,021 


ww Ie te lv lv 


Data include LR-gases 


Chemical 


870,990 
967 ,427 
1,050,239 
1,493,177 
1,571,147 


Synthetic 
Rubber 


370 ,997 
390,501 
307,735 
406,210 
418,101 


(Thousands 


Internal 
Combustion 


370 , 558 
498 ,238 
547 ,204 
651,821 
773,471 


Not reported separately prior to 1955 


United States, 1952-56, by principal uses 


of gallons) 


Industrial 


324 , 967 
348,517 
375,121 
423,431 
468 , 373 


Revised 


Refinery Gas All 


Fuel 


Mfg. Other Total 


259 ,697 13,992 4,477,379 
222 ,430 25,716 4,932 ,009 
191,932 26,494 5,125,533 


101,033 213,760 31,907 6,122,718 
142,590 212,293 48,767 6 635, 763 





Relative rank of the principal uses of L.P. gases 


Domestic 
and 
Commerical 


' Data include LR-gases. 


Chemical 


Synthetic 
Rubber 


8.3 
7.9 
6. 


) 


6 
6.3 


Internal 
Combustion 


Not reported separately prior to 1955 


Industrial 


Revised. 


1952-56 on a percentage basis 


Refinery Gas All 


Fuel 


Mfg. Other 


0.3 
0.5 
0.5 
0.5 


9.7 
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Total LPG Sales—1956 


(Less chemical and 
synthetic rubber) 


Sales totaled 4,646,515,000 
gal. in the LPG dealers’ 
market during 1956, up 10 
per cent from 1955. lowa 
joined the over 100-millior 
gal. “hlack” bracket, but 
Pennsylvania dropped out 
Small map below spots states 
with 1956 sales gain above 
the national average of 10 
per cent 


I 


f 
‘ t 
Sig = La 


BB 100,000,000 GALS. & UP 
Z 70 TO 100,000,000 GALS 
™~ [J 30 TO 70,000,000 GALS j ABOVE FIGURES IN 
[] LESS THAN 30,.000000 GALS \ MILLIONS OF GALLONS 





Domestic and 
Commercial 


Sales of 3,001,021,000 gal 
for this market were up 7 
per cent over 1955—a gain 
of 199,642,000 gal. There 
was almost no change from 
1955 in the large map at the 
right, Montana going up one 
bracket. The states shown 
below were above the na 
tional average gain of 7 pe 
cent 


9B 90,000,000 GALS. & UP 
{750 TO 90,000,000 GALS 
(0 20 To 50,000,000 GALS 
CO LESS THAN 20,000.000 GALS 


ABOVE FIGURES IN 
MILLIONS OF GALLONS 





Internal Combustion 


A gain of almost 19 pe 
cent—paralleling the 1955 
increase was made apain in 
1956 in sale of LPG for in 
ternal combustion fuel. Gal 
lonage-wise, 121,650,000 gal. 
were added during 1956. Ari 
zona, Colorado, Nebraska, 
and Indiana all jumped up 
into the 10,000,000 gal 
“red” bracket in the map 
on the right. The states in 
black below were all above 
the national average of 19 
per cent 


BB 10,000,000 GALS & UP 

@ 4 TO 10,000,000 GALS 

[EL]! To 4.000.000 GALS 

(2 L€$$ THAN 1,000,000 GALS 


ABOVE FIGURES IN 
MILLIONS OF GALLONS 
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toy & | 
DOMESTIC AND 


COMMERCIAL INDUSTRIAL INTERNAL COMBUSTION 


Up 7 per cent or more than 3 Up 11 per cent over 1955. 1955 
billion gal. Sales in this category figure revised to delete refinery 
accounted for 45.2 per cent of fuel, now listed separately (shown 
total LPG marketed. on this page as part of Total). 


Up 19 per cent, duplicating the 
1955 gain. Engine fuel sales now 
account for 11.7 per cent of the 
market after accounting for only 
2.7 per cent in 1949, 


THOUSANDS OF GALLONS THOUSANDS OF GALLONS THOUSANDS OF GALLONS 


1,627,550 -- = 162,197 77,98) 


2,022,464 217,078 129, 818 


2,166, 813 262,102 sue ween 289,991 


324,967 ----- 370558 


, 348,517 : , 498,238 
2,479,180 


375,121 -- saterees REN 
2626, 608 


524.464 - -- --- 651,821 
© 2,801,379 


610,963 -- -- ---773,471 





CHEMICAL AND 
GAS MANUFACTURING SYNTHETIC RUBBER TOTAL—ALL USES 


After reversing the downward Synthetic rubber took 2.9 per Up 8 per cent in 1956 compared 
trend by increasing 11 per cent in cent more LPG and = chemical with 20 per cent in 1955 and 4 per 
1955, LPG sold for utility use plants consumed 5.2 per cent more cent 
dropped .7 per cent in 1956. Big- during 1956. The 1955 figure was 
gest drops were in District 1. revised. The total 4 per cent in- 


in 1954. Miscellaneous uses 
of LPG and LPG used for refinery 
fuel are included in total, but ex- 
crease was way down from the 30 ports are not. The 1955 figure was 
per cent increase of 1955. revised. 


THOUSANDS OF GALLONS THOUSANDS OF GALLONS THOUSANDS OF GALLONS 


239,210 122,136 jo49 2,836,599 


251,694 852,953 jo60 3,482,567 


281,692 . 1,219,371 igs; 4.227.215 


259,697 \, 241,987 j952 4417,379 


222,430 coe 1,357,928 \953 % 
4,932,009 
191,932 1.357.974 j954 
5,125,333 
213.760 1,899,387 i955 
6,300,426 7 
212,293 1,989,248 1956 


6.815, 2697 
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Sales Training Program. 


——— 


~~ 
na G 4 
uu" } od , Y 


2 Appearance, manners and impressions 


ET’S begin this discussion with 
1 truth: All cu 
prefer to buy from peo 
When they have 


4 another basi 
tomers 
ple that they like 
a choice they avoid doing business 
with people they do not like. Once 
again we come up against the emo 
tional factors in selling, for liking 
or disliking a person is strictly a 

To sell 


must be the kind 


matter of the emotions. 
successfully, we 
of person that other people like 
and the quicker the better 

How we fit into the likes and 
dislikes of 
depends on three factors 


prospective custome! 
appeal 
ance, Manners, and the impression 
they get from our words and a 
tions. 

All of the authorities agree on 
the principle that the successful 
salesman must be neat, clean, and 
courteous. These factors give the 
prospect the first impression of the 
salesman. It is far easier to give 
the right impression from the start 
than to change that impression 
after getting off to the wrong start. 
In this first impression, the pro 
pect is more likely to believe what 
she sees than what she hears. 

The books all emphasize how im 
portant it is for the salesman to 
Some even 
should 
necktie and 


be neat and clean 


recommend that he wear 
a clean white shirt, 
coat. For the LPG and appliance 
salesman working in small towns 
would like to 


modify this idea. He should be ap 


and rural areas we 


propriately dressed for the job he 


is doing. (If a driver takes time 
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out for selling while on his route, 


there’s nothing wrong with being 
dressed as a driver. 

A great many people who live in 
the country and in small town 
have odd and slightly inconsistent 

They 
necktie 


DOANKe?! 


ideas about appropriate dre 
ee nothing wrong with 

and busines Suits on 
professional men, or the head 
the larger local businesse but 
they are inclined to distrust people 
ot belonging to these favored 
group vho “put on city airs 

They feel more at ease with peopl 
n these “contact” positions whe 


are less formal in their attire. Ty 





- 








By CARL ABELL e Editor 


many of these prospects a salesma! 
who is all dressed up in his church 
and funeral clothes is a “eit 


slicker.” 


whose choice of 


The same applies to on: 
clothes runs to 
violent 


loud colors and pattern 


Chere is nothing wrong with wea 
ing a suit and tie if you prefer to 
do so, 30 long as your selection | 
moderate and in good taste The 
clothes 
personality of the weare1 


Slacks and sport shirts that are 


should never outshine the 


in good taste, with colors that «d: 
not clash, are quite appropriate in 
the rural and small town area 


They are also acceptable in subut 





What the well dressed salesman should NOT wear | 

















SUGGESTED PROGRAM FOR 
SALES TRAINING MEETING No. 2 


A sales training meeting should not be something that the sales- 
man must endure——-he should leave the meeting with a sense of per- 
sonal gain. He should feel that he is now better equipped, in knowl 
edge, enthusiasm, and confidence, to make more sales 

How can this be accomplished? The process follows the same rules 
of human nature that govern the making of a sale. The training 
director’s job is to sell the facts of selling to the salesmen. He does 
not do this by making a long-winded speech 

In making a sale, the good salesman avoids making a speech to 
the prospect, because he knows it would get him nowhere. His sales 
interview is a conversation, along lines guided by himself. The 
discussion discloses the prospect’s needs, shows how the product or 
service meets these needs, and thus leads to fulfillment, which is of 
course the sale, 

A sales training meeting should follow these same lines. The sales- 
men should participate in the discussion, just as the prospect does 
in the sale. Ags training director, your function is to bring out the 
problems, then guide the salesmen in arriving at the solution. If you 
are tempted to supply the answers from your own extensive knowl- 
edge, stop short! Whose answer will make the deepest and most 
lasting impression on that salesman’s mind? The one that comes 
«9 easily from you, or that which is born in his own brain, of his 
own mental perspiration? In which will he take creative pride? 
Which is he most likely to remember when he needs it for use with 
the prospect’? The measure of success of your meeting is the “lift” 
that it gives to the salesmen. It is an audience participation show, 
or it is a flop 

For any guided meeting you need an agenda—a list of subjects 
to be covered, To avoid running out of time before the list is 
covered, we suggest building a time schedule into the list. Why not 
start it out like this? (These are also the questions that the staff 
should study in preparation for the meeting. 

First impressions—of salesmen. 

Appearance—What is appropriate? 
Manner What is the best guide? 

Kirst impression hownroom. 
Appliances clean? 

Showroom clean and attractive? 
Demonstrators connected? 
Prospects properly welcomed? 

Starting the sales interview. 
Getting attention—How? 

Creating interest-—-How? 

Openers that create sense of need 

In the lesson text we gave you a suggested opener for a dryer 
rental deal. Regardless of whether this applies to your operation 
or you think it could be improved, your staff needs such a planned 
opener, carefully tailored to fit with your own sales program and the 
items that you carry, for each type of appliance and each basic 
family situation. Develop at least one such opener at this meeting, 
putting it down on paper, revising it as the good suggestions are 
made, and supply each salesman with a written copy as soon as they 
can be typed. As fast as possible, develop similar openers covering 
all other appliances and situations, and give each salesman a copy. 
Close the meeting on schedule. Have the salesmen contributed to 
the meeting? Did you remember to thank them? 








ban locations, although along the 
fringes of the city areas people 
are so accustomed to business type 
clothes that these offer no disad- 
vantages unless they tend toward 
the loud or extreme. 

Whatever clothes you wear, keep 
them clean and neatly pressed. 
Wearing sloppy clothes is even 
worse than appearing overdressed. 
One of the salesman’s greatest as- 
sets is the appearance of self-re- 
spect and confidence. He can not 
maintain this appearance in clothes 
that are fugitives from the laundry 
or dry cleaner. 

A good standard of personal 
cleanliness is equally important. 
This includes everything from 
body odors to the daily shave, fre- 
quent haircuts, and particularly to 
clean hands. It is not at all likely 
that a prospect—even a fastidious 
woman-—will be conscious that a 
salesman’s hands have been prop- 
erly soaped and scrubbed. She 
will certainly notice hands that are 
dirty and fingernails that are in 
deep mourning. 


Salesmen have no excuse for De- 


ing unclean, and that goes double 
in the appliance business. Appli 
ances are inherently clean in ap 
pearance. They are made that way 
because more people will buy them 
if they are clean to begin with, 
and are built so they can be kept 
clean. The cleanliness of gas ap- 
pliances is one of the most im 
portant sales features. Dirty hands 
and sloppy clothes are simply out 
of place in an environment of white 
porcelain and polished chrome. 
They detract from the desirability 
of the appliances, just as dirt and 
rubbish on the showroom floor go 
against the grain of the woman 
who takes pride in her housekeep- 
ing. While she may never realize 
the cause, she can become preju- 
diced against your appliance be- 
cause of surroundings that offend 
her instinct for cleanliness. True, 
this is just an unconscious emo- 
tional reaction, but it is most im- 
portant in making sales. It costs 
money to bring prospects into the 
showroom. It costs much less to 
keep the salesman and the show- 
room clean than to lose sales be- 
cause they are allowed to become 
dirty. 

Lack of courtesy ranks close to 
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the top place in every survey that 
has ever been made to determine 
why lost prospects did not buy. 
Courtesy is the vital lubricant for 
the wheels of all human relations, 
including successful selling. It is 
not just the conventional use of 
“good morning,” ‘‘please’’ and 
“thank you” at appropriate spots 
in the conversation. A_ person's 
language may carry out all the 
forms of conventional courtesy, yet 
at the same time his actions may 
be completely insolent and offen- 
sive. True courtesy is the uncon- 
scious automatic expression of a 
sincere concern for the ideas, opin 
ions, desires, expectations, and 
well-being of the other person. It 
is recognition of the other person’s 
importance. It is the instinctive 
desire to make the other person 
feel welcome and at ease. And it 
must be genuine if it is to be 
effective. There is nothing else 
that shows up so quickly or be- 
comes so Offensive as phoney cour 
tesy. 

Courtesy is one of the least ex- 
pensive and most productive in- 
vestments that we can make. It 
costs nothing but a little time and 
thoughtfulness, and pays more div 
idends than any like expenditure 
that we can make. It begins with 
a smile. Not just a smirk that 
begins and ends at the corners of 
the mouth, but a genuine smile 
that covers the entire face and tells 
more clearly than words, “I am 


glad to see you.” 


The appropriate 


what- 
follow 
along, but first in importance is 
What people 
see makes a far deeper impression 


words, “Good morning’’ or 


ever may seem best, can 
that sunburst smile. 


than what they hear. 

The salesman’s smile is one of 
his most 
only at the beginning of the inter 


important assets, not 
view, but also when the going gets 
rough. And this may surprise you 

there are thousands of people 
who have never learned to smile. 
It is a fine art, but fortunately 
it can be learned, and very quickly, 
little 
learn it in your own 


with a practice. You can 
bathroom, 
and get the necessary practice on 
your own family and business as- 
sociates. 

The purpose of the smile is to 
convince people that you are glad 
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That wolf smile will get you nowhere 





to see them, and to be with the 
Who would you be more pleased 
to see than yourself, looking fit 
and alert and ready to earn an 
extra twenty bucks? So when you 
suddenly meet yourself face-to-face 
in the bathroom mirror, turn on 
the smile and greet yourself with 
a cheery remark or a choice bit 
of banter. Check your reflection 
to see how it registers in the glas 
Does all of your face respond, par 
ticularly around the eyes? If it 
does not, try again, this time think 
ing of the neat little housewife who 
will soon be asking for your help 
in selecting the matched units for 
her complete gas kitchen. The smile 
will be better if you keep your 
thoughts decent. This is no time 
to train yourself to look like a 
wolf. That’s another lesson, which 
is no part of this course 

After you can put on a smile 
that you like, try it out on you 
wife. (If this is the beginning of 
a new habit, be cautious at first 
An unexpected smile, when not ir 
training, may make her suspiciou 
But it is always safe to give her 
one when she has done something 
that calls for praise, like cooking 
an extra good meal or mowing the 
lawn so you can have time off for 
Sunday golf. The effect will be 
twice as good if you make the 
proper verbal follow-through. ) 

Now that you are properly pre- 
pared to face a prospective cus- 


tomer, you have the problem of 


what you are going to do and say 
You must follow through with the 
These 


steps are well known, and like al 


steps that make tne sale 
most everything else in this dis 
cussion, they are based on an un 
derstanding of how the buyer’ 
mind works. These are the steps 
that are recognized by most spe 
clalists in sales training 
1—You must get the prospect’ 
attention, 
You must convert attention 
into interest. 
You must create the desire 
to possess your product or 
service, 
You must present atistac 
tory purchase plan and get 
your prospect to accept it 
This is the full sequence for a 
“cold canvass” in which the sales 
man interviews a prospect who ha 
not already gone through the first 
two steps as the result of outside 
influences. 
Note that 


four steps refers to a mental state 


while each of these 
of the prospect, each begins with 
“vou must.”” This is to emphasize 
the fact that guiding the prospect 
through all of these steps is 
you. None of these 
skipped, and they can not be taken 


up to 


steps can be 


in any other order than that shown 
above. If you will analyze them 
carefully, you will see that each 
step must be accomplished before 
the next can be taken 

salesmen may argue that 


They 
in the past 


some 
this is not always the case 
cite the many instances 
when customers have come to the 
howroom and asked to buy a cet 
tain appliance, and while they may 
have had a preference, they wert 
not particularly concerned with the 
make and model. The prospect had 
reached the decision to buy that 
type of appliance before the inte 
view started. There have been such 
They 
quently during the days of post 


Cases happened rather fre 


war shortage, when there were 


more customers than appliances 
when anyone 
ticket could 


handle the business, and 


Those were the days 
who could write a sales 
alesman 
ship almost became a lost art 
Those days are gone. Today we 
must work to make sales, and the 
salesman who can keep his wife in 


fur coats and automobiles must put 
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both effort and intelligence into his 
job. He follows the psychological 
rules in his interviews. 

The fact that 
made in the past without effort on 


sales have been 
the part of the salesman does not 
prove that future sales will ever 
come that easy again, or that we 
can ever ignore the 


four basic 


steps. Those people who reached 
their own independent decisions to 
buy had simply gone through the 
preliminary steps “on their own.” 
Today the salesman who thinks he 
can live on the income from those 
ready-made sales will find life is 
still easier and the income just 
about as great on unemployment 
relief. The salesman who wants to 
eat beefsteak 
his kids 


the rules, pay 


regularly and send 


through college follows 
attention to lots of 
details, and digs up business dur 
times when it does not 
Now let’s get back to 


some of those details 


ing the 
come to him. 


First, we have the double bat 
reled problem of the first two steps 

getting the customer’s attention, 
then converting it into active in 
terest. Your procedure will differ 
in three directions, depending (1 
customer 


on whether the comes 


into the salesroom voluntarily, o1 
(2) you are following up an in- 
quiry about a certain appliance, o1 
3) you are interviewing a pros 
pect who has not expressed inter 
est in anything that you have for 
sale 

In the first two cases steps 1 and 


) 


2, attention and interest have al 


achieved. This may 


have been done by advertising, by 


ready been 
recommendation of an enthusiastic 
friend, by groundwork laid by one 
of the company drivers, or just be 
cause the gal has made up her 
mind that she wants a new range, 
water heater, or what have you. In 
any event, this is a very desirable 
saves the 


condition, because it 


salesman the time that would be 
spent in finding this prospect on 
With enough of 


pre-sold 


his own initiative. 


these partially prospects 
the salesman can spend less of his 
time finding possible buyers, and 
talks to 


people who are already in the mood 


more time giving sales 


to consider buying. (How to de- 
velop more of these partially pre- 


sold prospects will be the subject 
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of a clinical session later in this 
series. ) 
We still 


“cold” prospect, who does not yet 


have to consider the 


know that she needs your product 
or service. Let’s take the toughest 
possible case—the one where you 
go up to the front door as a total 
stranger and ring the bell. And we 
must remember that the right kind 
of first impression can make or 
break your chances to make a sale 

It is always an advantage to 
know the name of the prospect on 
whom you are calling. This may be 
obtained in a number of ways, but 
the best way is to get it in advance 
from one of your present custom- 
ers in the neighborhood. You can 
then say, at the appropriate time, 
that you are calling at the sugges 
tion of Mrs It helps to 


build confidence, and confidence is 


So-and-so. 


sales can 
such 
reference, try to get her name any- 
way, even if you have to read it off 
the mailbox, ask the RFD carrier, 


necessary before the 


progress If you have no 


or a neighborhood boy, or even the 
folks next door 

Now you are ready to park your 
car and ring the doorbell. Remem- 


ber, you must make a_ favorable 
Therefore, you do not 


where it will block 


Mpression 
put your Cal 


the driveway, or on the lawn, or 


any place else where one of the 
family will take offense at finding 
it. There is one safe rule—put it 
where you would like to have a 
chance visitor put his car if you 
lived in that house. Then you walk 
up to the door in a business-like 
way and ring the bell. 

There are several wrong ways, 
and only one right way, to ring a 
doorbell. Push the button 
only, and hold it down for about a 
second. If the bell is a buzzer type, 
this will give a clear, non-irritat- 
ing, business-like signal. If it is 
a chime, it will start the time 
switches that play the chord. Don’t 
try to play music on a buzzer by 
giving it a series of quick punches 

you may happen to be giving the 
code signal used by her husband, 
her favorite neighbor, or even her 
favorite friend. She 
may be badly disappointed, which 
is one strike against the salesman. 
And one long blast on the buzzer 
is even worse. It gives her the 
same reaction that you get when 
some self-important driver in the 


once 


gentleman 


lane behind you comes up close and 
makes a long and loud demand that 
That is 
equa] to three strikes, and the in- 
terview has not even started. 
Having rung the bell in a con- 
siderate manner, you step back and 


you move out of his way. 
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Mental steps through which salesmen must take prospects in building sales. 
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wait for results. There is a right 
place to be when she opens the door 

one and a half paces back, and 
directly opposite the side of the 
door that has the knob. She must 
then open the door fairly wide to 
see who is there. You are not hid- 


ing from her. You are not so close 


that you seem to be crowding your 


way in. You are just standing 
there, completely at ease as a busi- 
ness caller should be. The next 
move is up to you. Turn on your 
best smile, and say “Good morn 
ing, Mrs. Jones.”” (Or good after- 
noon or evening. And be sure to 
use her name. 

Of course, if you are in doubt 
that the person who opens the door 
is Mrs. Jones, or are certain that if 
is not, the formula changes. You 
smile, pause just a second, and say, 
“I'd like to see Mrs. Jones, please.” 
Then you stand right where you 
are until the response gives you 
your cue to go ahead. Don’t crowd, 
either physically or mentally. Don’t 
try to get into the house yet, un 
less you are invited. 

So we have Mrs. Jones at the 
door. She knows that you know 
who she is, but she probably has 
some doubt about you. Be fair 
with her by identifying yourself 
at once. Tell her first who you are, 
using “Mr.” or your given name, 
as you prefer. That may not mean 
anything to her, so you add the 
name of your firm. If there is a 
chance that she may not be famil 
iar with your firm name, you tell 
her where it is located. 

It helps if you can show her 
right away that you have a legiti- 
mate reason for calling on her. 
The most legitimate 
earth, from her standpoint, is that 


reason on 


you can do something that will 
render her some sort of service 
You may be only prospecting to see 
if you do have something to sell 
that she needs. If possible, you 
have that all figured out in ad- 
vance. 

Perhaps the neighbor or your 
company driver has tipped you off 
that her range is 24 years old, or 
that her water heater is not large 
enough to meet the needs of her 
growing family, or that the baby 
spends the winter on a cold floor. 
Or perhaps you noticed that she 
has the longest and most heavily 
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loaded clothesline in the neighboi 
hood. There may be an oil tank on 
the side of the house that indicate 
an oil heater that should be re 
placed with a modern gas furnace, 
or equipped with a conversior 
burner, so she can save money o1 
personal labor in keeping — the 
curtains clean and the walls look 
ing fresh and bright. Or a black 
smear on the roof and chimney 
may show that somebody has to 
struggle with the feeding of coal 
and carrying of ashes. And if you 
know in advance that she is cook 
ing with electricity, she is either 
passing up the broiling of meat 
or is filling her kitchen with greasy 
smoke time she 


every broils a 


steak or chop. From what you 
know or have seen you can general 
ly trame an opener that will get 
her favorable attention and arouse 
her interest. 

Now and then there is an ornery 
character who will try to beat you 
to the punch by saying, “T don’t 
want to buy anything today,” o1 
“What are you selling?” This gen 
erally panics the salesman whe 
does not know human nature. It 
should never produce this result, 


because that is never what she 
really 
that she lacks self-confidence—that 
she is afraid that her sales re 


weak The 


means. She is confessing 


sistance is answer, 


which is almost sure-fire, is to put 
great big disarming 
“Mrs 


wouldn’t want to sell you anything 


on another 
smile and = say, Jones, I 
until I am sure you need it, and 
that you can have it without strain 
ing your budget.” Then it is time 
to throw your Sunday punch with 
something that will immediately 
build up her interest through a 

combination of emotions. 
Before we go on to the building 
of this multiple emotional appeal, 
analyze the reply suggested 
First, it 


more interested in being 


shows her that 
You are 
fair with her than in making a 
ale. It shows that you do not con 
sider the interview ended. You are 
not trying to rush thing there i 
plenty of time for you and for her 
to appraise her need and your 
ability to supply. And she know 
that if she can not pay for it, you 
are not going to urge her to buy 
Yo did not say 


‘ ‘ hi ‘ } ‘ 
anyt ny abdou 


buying, which is a bad word to use 
because it might suggest a high 
immediate payment. Instead you 

without 
A detail? 


Yes, but important, and successful 


have it 
straining your budget.” 


said, “you can 


selling is made up of attention to 
important details 

Now for the multiple emotional 
appeal. You should have a numbe) 
of these all thought out, written 
out, and clearly fixed in your mind 
They should cover all of the im 
situations that 


portant opening 


might arise. Remember the list of 
strong motivating influences 
pride, love, duty, fear (if condi 
tions warrant), greed and the bar 
gaining instinct 
Let’s build up a specific case, 
based on what you already know 
about the family, what you have 
een as you approach the house, 
und what you observe when she 
opens the door. The neighbor who 


yave you Mrs. Jones’ name told 
you that her husband works for a 
There is a 
heating oil tank at the side of the 


house. A big washing hangs on the 


local lumber dealer 


clothesline. A toddler hangs to her 
kirts and two other young chil 
dren are having the usual: argu 


ment indoors. A_ half-size bicycle 
leans against the porch. A_ two 
year-old car is in the open garage 
There are at least four children in 
the family, and you hope the car 
payments have all been completed 
You have the approach for thi 
prospect all figured out in advance 


“Mrs. 


ribly busy with your large family, 


Jones, you must be te 


cooking, cleaning house, doing the 
dishes, marketing, changing dia 
clothe 


in shape to wear, and the million 


pers, keeping the children’s 


other details that go with raising 


a family. You really need help 


Suppose you had a woman who 
would come in here on a moment’ 
notice every time you need hei 
just to take care of the washing 
after it comes out of the machine 

one who would carry the clothe 
out to the line, hang them up, keep 
the birds 


dried on time regardless of weath 


away, get everything 
er, then bring everything in all 
ready to iron or fold and put awa) 
would that be worth a buck o1 
two a week? How many times 
week do you fill that clothesline” 
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Know your prospect before 





ringing that doorbell. 





Could you use that extra time?” 
Thi your ready-made openei 
for your sales talk on your dryer 
(We are indebted 
Lyton, Philco’s 


rental program 
to Joe 


Director of 
Sule Training, for this sugges 
tion.) Now let’s see what you have 
dome 

You filled her mind with picture 
of her daily problem of finding 
time enough to do all of the task 
from 
not do all that 


work for the love of the work. She 


that are pressing on he) 
every side. She does 


does it under the drive of her sense 
of duty, her love for her family, 
her pride in having them present 
able in public. You indicated that 
there might be a way to save some 
time so she could be a little les 
tired at night, and so she would be 
able to do some of the other things 
for which she can not now take the 
time. You showed her that there 
would be no great strain on the 
budget. But you did not talk about 
a product or a purchase. In short, 
you built up in her mind a sense of 
need and a feeling of hope. Could 
you ask for a better mental foun 
dation on which to build a sale? 
You have definitely accomplished 
steps 1 and 2 of the sales formula. 

There is another detail to note 
in passing. When you referred to 
cost, vou made it insignificant, and 
you did not give her a chance to 
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ask “How much.” You went right 
on with the building of the need, 
and you asked for an answer to a 
question to which she could only 
reply, “Yes.” It is never good 
trategy to let the discussion cen 
ter on price until you have built up 
a desire for the product that is 
greater than her natural desire to 
hang on to the money. 

Mrs. Jones now has clearly in 
her mind the picture of her need 
for the help that she could get 
from that woman, but she knows 
just as well as you do that there is 
no such woman available. At least, 
not at a price that she could pay. 
But she can have the help. You 
must clear this up immediately, so 
you say, “Mrs. Jones, if you could 
get a woman to give you that help, 
you would probably already have 
her. But there is another way that 
is even better. There is a machine 
that will do everything that the 
woman would do, do it at your con 
venience, and do it better. We have 
a special plan that will put one of 
those machines in your home, and 
you will never again have to carry 
a basket of wet clothes out to the 
line. You will never again have to 
wait for the weather to clear up 
before you can have dry clothes for 
the baby. You will never again 
have frozen clothes hanging on the 
line for days. 








“You do not need to take my 
word about what the machine will 
do for you. We can arrange for 
you to see that for yourself. We 
want you to be sure that it will 
take the curse off of every wash 
day.” 

Then you arrange to have her 
use a dryer. Obviously you need to 
have a plan made up in advance for 
the use of the machine. This plan 
can be anything that will be ad 
vantageous for her and _ possibly 
for you, but it should be all figured 
out in advance. 

The most convenient and effec- 
tive place for her to see the demon- 
stration is in her own home. If 
your sales program is set up that 
way, you can put one right in her 
Many 


dealers have found this to be the 


house for a trial period. 


most effective way to get sales 
started, when they first introduce 
dryers in their communities. Or 
for your purposes it might be bet 
ter to have a dryer, complete with 
a cylinder of gas, mounted in a 
trailer and all ready to run when 
the cord is connected up to her 
electric outlet. 

Perhaps one of her neighbors is 
already using one, and is very 
pleased with its results. You might 
know that this customer would be 
glad to let Mrs. Jones put her laun 
dry through the dryer, in return 
for a credit on part of her monthly 
payment. This makes a very help- 
ful situation, as some of this cu 
tomer’s enthusiasm will rub off. 

The above discussion is based on 
the toughest possible situation—a 
“cold turkey” call on a_ prospect 
that had not already become inter 
ested in your product. Now what 
about the prospect who comes to 
your show-room shopping for a 
deal on something that she already 
knows she needs? And it may not 
be a dryer—it may be any other 
appliance that you have in stock. 
Whatever it is, you need to be 


ready with a planned approach 
which shows that you are inter- 
ested in her problem, that pinpoints 
her need, and leads naturally to 
the means of creating desire for 
Next 


month we will present a clinical 


your particular product. 
analysis of this situation, and the 
proved methods of developing her 
interest into desire. * 
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Manufacturers ask dealers to sell harder, 


HE practical problems of get- 
ting more L. P. gas appliances 
sold fired up the 380 participants 
at the fourth dealer-manufacturer 
appliance forum in a _ current 
series being conducted by BPN in 
cities throughout the nation. 

L. P. gas dealers from Pennsy! 
New York, New 
Delaware, and Maryland made the 
journey to the Sheraton Hotel in 
Philadelphia for the 
meeting with appliance manufac 


Vania, Jersey, 


August 20 


turers, an LPG producer from the 
northeast, and special guests. 
Local sales effort 


In 
situation it was brought out that 





discussing the competitive 
many LPG dealers are placing too 
much reliance on the various ad 
vertising and promotion program 
conducted by the various gas in 
dustry associations to do their 
selling for them. 

Harold Massey, managing dire 
tor of the Gas Appliance Manu 
facturers Association, and J. D 
Lyton, director of 
for Philco, emphasized the effec- 
tiveness of 


sales training 


some of the current 
industry-wide programs, but put 
particular stress on the fact that 
these programs do not do the final 
selling job. The best that they can 

make 
favorable to the use of 


do is to prospective pur- 
chasers 
gas and bring them to the dealer’s 
show rooms—if they know where 
those show rooms are. 

The weak link in industry pro 
motion at this time, the two men 
said, is the lack of sufficient local 


effort 


local unified promotional programs 


The development of more 


by gas utility companies and LPG 


dealers ask manufacturers for more glamour 


BA. 
4 * A report on the fourth of a series of manufacturer-dealer meetings 
rm 


dealers, and greater use of the 
materials and programs now avail 
able National LP-Ga 


Council, manufacturers, the AGA 


from the 


and various other sources, were 
recommended to bridge this gap 
and thus bring more prospects in 


contact with dealer 


Gas-electric utility problem 
The problem of 


sort of 


securing any 


cooperation, or at least 





eliminating unfavorable attitudes 


of combined utilities providing 
both electric and gas service, was 
Harry Schagrin, 

Middletown, 


experience in a 


freely discussed, 
SchagrinGas Co., 
Del., told of his 
tract housing operation in north 
ern Delaware, where the combined 
utility wanted several thousand 
dollars to 


a tract, but was 


extend a gas main into 
extending electri 


lines as part of its normal service 





LPG dealers O'Meara and Cafarella joke with appliance manufacturers Scott and Cohn 
before BPN's Philadelphia appliance forum 

























Waiting for the start of the full-scale discussion are (left to right) manufacturer Klein 


supplier Williams, dealer Mack Tiley and dealer Hufstedler 
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expansion, Some of the purchasers 
wanted gas, and when Schagrin 
Gas made arrangements to supply 
these customers, the utility com 
pany agreed to extend the main 
Without the installation charge 
This opened the way for the in 
stallation of many new LPG ser 
vices in the areas farther out, 
would have 
gone all-electric had there been no 


pro pects of city vas 


where the purchasers 


in the future 

BPN editor Carl Abell told of a 
bonus deal offered by Pacific Ga 
& Electric Co, in California for 
the replacement of LPG range 
with electric ranges. This offer 
was suddenly withdrawn when it 
Nid hown in a rate hearing that 
the payment of this bonus was one 
factor in the costs which the com 
pany was seeking to offset through 
the rate increase. It was brought 
out that 


lance and agyressive action these 


through constant vigi 
ituations may generally be cured 


Catch ’em young 
The need for 


means of yetting ga 


more effective 
appliance 
into the home economics depart 
ments of the school systems came 
in for a lively exchange of com 
ments, with dealers asking for bet 
ter manufacturer support on peri 
odic replacement with current 
models 

In connection with the school 
discussion Ross Markline, Supe 
Black Horse, Md 


introduced the idea that the gas 
industry is 


Therm Gas Co., 


allowing itself to be 
out-glamorized, both in design and 
in promotion, by the electric in 
dustry. Glamour, he said, leads to 


more ready acceptance and to 
greater pride of ownership, and is 


one of the most potent forces in 


building appliance sales. One 
reason for the present selling 
strength behind electric appli 
ances has been the success of the 


electric industry in creating the 
belief that kilowatt cooking is the 
“modern” way. Strictly glamoriza 
tion, but highly effective 

Joe Lyton, of Phileo, brought 
out that our industry’s promotion 
is building up in glamour through 
AGA’s 


program. He 


such activities as the 
“Playhouse 90” TY 
reported that the electric appli 
ance dealers are tremendously 


impressed with this program, and 
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in Many Cases are actually envi 
ous. He also emphasized that pro 
motion alone will not get the job 
done. Personal selling is still the 
most potent force in building busi 
Hes? 

“Salesmen,” said Lyton, ‘must 
also be trained, particularly in 
making them aware that success- 
ful selling is largely attention to 
details. This training also needs 
to be glamorized.” His company 
has found that its work in this 
line has been made more effective 
by holding sales clinics, which are 
the same thing as sales training 
meetings but with a name that 
infers higher prestige. Sales pe 
centages are increased by the use 
of techniques, sentences and ex 
build 
pictures in the prospect’s mind 


pressions that favorable 
and open the way for successful 
closing. “There is a need to ana 
lyze successful sales interviews to 
isolate these successful factors in 
sales,” he said, “so 
them 
and use them consciously instead 


completing 
salesmen may understand 
of accidentally. This leads to sales 
interviews that are planned and 
lines that are 


developed along 


known to be successful.” 


Water heaters 

M. M. Scott, Ruud Manufactur 
ing Co., outlined the effectiveness 
of water heater rental programs 
in building gas volume. While this 
is now largely a gas utility activ- 
ity, it is developing rapidly in the 
LPG field, both in domestic and 


pe 
AB, 
a? oar oe 
 _ amie 


Thirty LPG dealers, gas appliance manufacturers, and special guests smile for the camera 





commercial applications. He also 
discussed the threat to our indus- 
try that has come from the devel- 
opment of the 40 gal. high recov- 
ery electric water heater, which 
is being extensively promoted, and 
which will exceed the hot wate 
output of the conventional 30 ga! 
LPG water heater. He reported 
that a number of gas water heate) 
manufacturers are now supplying 
high input units that 
more hot water than the electric 


produce 


jobs, at considerably lower cost 
for both purchase price and ope) 
ation. (Both of these subjects will 
be covered in detail in BPN in the 
near future). 

D. G. O’Meara, Pyrofax, and 
Errol E, Williams, Shell Oil Co 
LPG division, reported on various 
phases of the preparation and 
National LP-Gas 
Council sales helps. Mr. Massey, 


distribution of 


GAMA, analyzed the publicity and 
advertising activities of the vari 
ous large industry associations, 
and outlined the close cooperation 
between these 
He also dis 


and coordination 
various programs. 
cussed the many efforts made in 
GAMA to 
units to be included in all-gas 
kitchens, and showed the present 
trend in that direction. 

The next manufac- 
turer-dealer forum, to be held in 
Columbus, Ohio, will be devoted 
largely to the problems of small 
dealers and to experience with 


provide standardized 


appliance 


home economics programs and gas 
installations in schools. & 





before launching into the problem of selling more appliances. Meeting was at the Connie 


Mack room of Philadelphia's Sheraton Hotel. 
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How can we sell more L. P. gas appliances ? 


Appliance Sales Conference 
Philadelphia, August 20, 1957 


e MANUFACTURERS 

Martin B. Cohn, Welbilt Stove Co., Mas 
peth, L.|., N.Y 

Victor Klein, Caloric Appliance Corp 
Philadelphia 

Harold Tiley, Caloric 

Joseph D. Lyton, Phileo Corp., Philadel! 
phia 

M. M. Scott, Ruud Manufacturing Co 
Pittsburgh 

John Walsh, Waldorf Heater Co., Phila 


Appliance manufacturers Klein and Cohn listen attentively as GAMA executive director delphie 


Massey explains some current reports 


« SUPPLIER 


Errol E. Williams, Shell Oil C« 
York 


e LPG DEALERS 
Arthur Benjamin, Modern Gas Co 
Woodbine, N. J 
William F. Cutten, Cutten Gas Co 
Wyoming, Pa 
A. Wendell Eld. Gas Products Ine 
Flemington, N. J 
Mark O. Haines, Jr. Gas-Oil Products 
Inc., Oxford, Pa 
A. C. Horner, A. C. Horner Inc., Har 
risburg, Pa 
Frank Hufstedler National Propane 
Corp., New Hyde Park, N. Y 
R. E. Markline, Super-Therm Gas inc 
A happy trio: manufacturer Walsh, dealer Zuckerman, and BPN's parent company presi Black Horse, Md 
dent, G. C. Buzby, Chilton Co Dan O'Meara, Pyrofax Gas Corp, New 
York 
M. J. Cafarella, Pyrofax 
Charles Mack, Pyrofax 
Harry A. Schagrin, SchagrinGas Co 
Middletown, Del 
Milton Levinson, SchagrinGas 
C. S. Staats, Staats Oil Co. Malvern 
Pa. 
Harold V. Woodhead, Raritan Valley 
Gas Co., Somerville, N. J 
Leo Zuckerman, Garden State Propane 


Gas Co., Parsippany, N. J 


« OTHERS 

Harold Massey, Gas Appliance Manu 
facturers Association, New York 

G. Carroll Buzby, Chilton Co., Philadel 
phia 

Carl Abell, BPN, Los Angeles 

William Phair, Hardware Age, Philadel 
phia 

Richard Duffy, BPN, New York 

Joe Geryk, GAS Magazine, New York 

Cort Humm, Morey Humm & Warwick 
New York 


. i Chapi 
Editor Abell journeyed to Columbus for the next BPN appliance forum ae yy Rag ang ee hy nein 
le Ve iladelphia 


BPN editor Abell makes a comment while getting the inside story on the appliance busi 


ness from LPG dealer Benjamin and appliance manufacturer Lyton. From Philadelphia 
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No. 2 of a Series 


Setting sales objectives 


Sales Management Program 





and organizing to meet them 


4 VERY ucce ful venture 
4 Which has been repeated more 
than once has been planned. An 


athletic team wouldn't go out onto 
the field, an army wouldn’t go into 
battle, a doctor wouldn’t undertake 
an operation, a scientist wouldn’t 
tackle i 


wouldn’t attempt to write a book, 


problem, an autho) 
without first deciding exactly what 


is to be done and then outlining 








By MARTIN A. BROWER © Associate Editer 


how to accomplish the objective. 


The same simple rules—decids 


what is to be done and then out 
line how best to do it-—apply to a 
uccessful sales 
Yet, many L 


across the nation continue to carry 


program as well. 
P. gas dealerships 
on their sales activities on an op 


portunistic basis. That is, they do 


what seems best at the time with 
little regard for what may even 
{ 

] 


And this method of 
might 


tually happen. 
operation even accidentally 
work out all right—once. But an 


unplanned sales program, carried 
on without a clear understanding 
of the objectives, methods or prob 
lems, and without organization, is 
costly, full of 


wasteful and generally 


usually mistakes, 
ineffective. 
A frequently-heard remark when 
ales objectives and organization 
are mentioned is that which was 
recently expressed by a southeast 
ern dealer. “Setting objectives and 
outlining a sales organization seem 
like a waste of good time to me 
The time can be better spent by 
That is 


one of the most basic mistakes that 


vetting out and selling.” 


can be made. And the lush days 


when a sales organization could 
make mistakes are 
The LPG 


need no planning; I intend to sell 


gone. 
dealer who says, “! 


as many appliances as | can at the 
least possible selling cost,” is much 
like a doctor who would say, “I 
need no planning; I intend to get 
in there and cut away just as much 
as | can, using as few of my in- 
struments and as little of the hos 
pital’s anesthetic as possible.” 
The first step in any sales pro- 
gram is to outline the sales objec- 
tives. Then, it is necessary to or- 
ganize to meet them. Every phase 
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Fig. 2. Combination commodity and customer organization single 





Fig. 1. Simplest sales organization, single plant. plant 





of the sales management program expenses will probably go up as ell? How big a selection will you 
careful coordination with the other to make sales. This whole situa It is possible that by reviewing 
phases. } tion is silly, of course, but it points what it is going to sell, a dealer 


calls for advance planning and they travel further and try harde) give’ What brands will you offer? 


aie ; ; out that volume is not the only ship can have quite an upsurge of 
Setting sales objectives sales objective. sales by offering customers more 
Naturally the number one sales In order to reach our three of what they want 
objective is to sell in as greata broad objectives of volume, profit, Where will you sell?) Will you 
volume as is possible, but volume and growth, it is necessary to out sell customers beyond your gas dis 
is not the only objective. Also im- line five more definite sales objec tribution routes? Or, are you 
portant are profit and growth. A tives: who, what, where, when, and ready to push your routes out fat 
profit above the cost of goods and how. ther if you sell enough customers? 
the cost of selling the goods is Who will be your customers? Or, How about another branch? It is 
what the company is in business stated another way, to whom are vell to define your sales area 
for. And every company wants in you going to sell? This decision When will you sell? Naturally, 
creasing sales. will depend primarily on your geo the sales program should go on all 
Volume alone is easy. Hire a hun graphical location. It will depend year long. But there are season 
dred skilled appliance salesmen and on amount and types of residential vhen certain appliances and equip 
let them go. Orders will flow in from areas, agricultural activities, ca ment will sell better When art 
all over the state for all types of buretion equipment, and comme these seasons for each applian 
appliances. But at the end of the cial and industrial installations. A and type of equipment in your area 
first week, the salesmen’s huge sal- certain amount of market research of the country? Special emphasi 
ary and expense checks will have will be required to find the an hould be placed on a_ particular 
to be mailed out, orders will have swers. The decision will also de ales program at that time. These 
to be filled if possible and calls for pend on the buying abilities and pecial campaigns should be well 
installation and service will flood other factors of each of the types vorked out in advance. And what 
the place. The profit from the ap of residential areas, agricultural about those slump periods? Those 
pliances sold will be high, but prob areas, etc can be leveled out with sales drives 
ably nowhere near high enough to What are you going to sell? Thi ike those which push _ heating 
pay for the huge staff of salesmen decision is tied right in with whom equipment during the summer 
or for the extra installation and ou are going to sell. Will vou try After the question who, what 
servicemen. In the next few weeks, to sell all types of domestic appli- vhere, and when are answered, the 
the immediate area will be well ances, or would it be a waste of really important question—-how 
picked over and the flow of order time and money to try to sell ga must be met. We want to sell a 
will drop off, but not the salaries incinerators in your area? Ther arge volume of certain items to a 
or expenses. In fact, salesmen’s what price lines will you try to ertain part of the public in a cer 
tain locale at a certain time in in 


creasing amounts in order to make 





‘ 


a certain profit Now how do we 


. - . do t? 
Poor sales organization is often the result of a dealer- » sem odeaiaitalatie te ; 
2 a We ly we que ion 


ship growing rapidly without planning for changes how” that a dealership decides 
in the organizational structure to keep pace with ex- which of the phases of a sales man 
pansion of personnel and operations. Reluctance to RGIEES PENGTE WIN De eupuyeT 
delegate authority results in a weak organization. oot amano = Shag 
Lack of planning results in a poor one. bjectives outlined? If not, how 


an it best be enlarged’ Shall onl 
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Fig. 3. Geographical organization by branches 
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Fig. 4. Customer-commodity organization with branches 





experienced LPG salesmen be hired 

salesmen 
How shall 
the sales staff be paid? How shall 
How shall the 


organized and con 


ovr should inexperienced 


be hired and trained? 


they be motivated? 
‘ale staff be 
trolled? How 


analysis should be made? 


market 
Shall! all 
employees be 
Shall other 


bird dogs be attracted to point out 


complete a 


of the dealership’ 


turned into bird dog 


prospects? How much advertising 
will be necessary’? What sales pro 
activitie should be 
Should a public 


be outlined? Should ad 


motion 

planned? relations 
program 
vertising, sales promotion and pub 
lic relations specialists be added to 
the firm? Is the appliance show 
Should a 


opened downtown‘ 


room adequate show 


) 


room be How 
about at a suburban shopping cen 


ter’? What 


program will be 


type of demonstration 
needed? And fi- 
nally, what sales policies will have 
to be adopted? 

Once the sales objectives are set, 
the successive steps to be taken in 
reaching the objectives can be de 
scheduled These 


schedule for taking 


termined and 
steps and the 
them become the blueprint) which 
guides the actions of the sales de 
partment. The blueprint should be 


reviewed periodically for possible 


changes even as the guiding sales 
objectives themselves should be re 
viewed for changes, additions or 


deletions 


Organizing to sell 


Now the sales objectives have 


been set and the successive steps 
to be taken to reach them have 
been laid out. It is time to organ- 
ize the 


lealership so that these 


44 


vell-laid plans can be put into ac 
tion. Without proper and adequate 
organization, “the best laid plans 
of mice and men often go astray.” 

The sales management program 

the program that will put these 
obviously 


plans into action-——must 


be managed by someone. In a 
gas dealership, this 
will be done by the 
owner or general manager himself. 
In a larger dealership, the owner, 
general manager, or president will 


smaller L. P 
management 


delegate these duties to someone 
else, who will probably be given 
the title of “sales manager.”’ Some 
of the larger LPG dealerships in 
the United States even have a per 
son with the title “general sales 
manager,” and this person in turn 
has various sales managers under 
him 

But it makes no 
whether the 
manager or if the job is delegated 


difference 
owner is the sales 
to someone else, the same job must 
be done. In a one-man organiza- 
tion, the job will be done on a 
smaller scale, but the actual parts 
of the sales management program 
that must be used are little differ- 
ent from those of an organization 
with a huge sales staff. As time 
progresses and the one-man deal 
ership’s business begins to in 
crease, he may eventually find that 
the sales management function ji 
too heavy a load to carry himself 
and he will finally hire someone 
else to take on some if not all of 
the sales responsibilities 


The sales organization 
Organization is not concerned 
with a lot of theories, charts, and 


details. It is concerned with direct 


relationships. Certain things must 
be done to carry on a successful 
program and all of 
things are related to one another 
All are designed to bring about the 
same goals volume, profit, 
and growth. 

Organization of the sales fune 
tion usually provides for five gen 
eral activities: 1. formulation of 
policies, 2. development of 
sales methods, 3. selection, train- 
ing, compensation, and equipping 
direction of sales 


sales these 


sales 


sales 


of salesmen, 4. 
men, and 5. operation of support 
ing activities. 

Formulation of sales policies is 
a job for top management and 
should be handled by a sales man 
agement committee. This commit 
tee, as outlined in the article “Pre- 
senting The Sales Management 
Program” in the September, 1957, 
issue of BPN, should consist of 
the head of the 
sales manager, and each of the de- 
partment heads including service, 
delivery, credit, etc. Again, in the 
case of a small dealership, the com- 
mittee might be a committee of one 
or only two. The sales manage 
ment committee should be headed 
by the sales manager or the person 


dealership, the 


who handles the sales management 
functions. At 
the committee discusses the sales 


regular meetings, 
objectives and policies, decides how 
well these are being followed by 
the sales staff, and makes recom 
mendations to the sales manager 

Development of methods, 
the second general activity, is usu 


sales 


ally the job of the sales manage 
After working out his sales meth 
ods, he might want to bring them 
to the attention of the sales man- 
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Fig. 5. Customer-commodity staff organization with branches Fig 
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6. Functional organization with branches 





committee for its com 
These 


previ 


agement 


ments or even approval. 
make up the 


blueprint for ac- 


sales methods 
ously-mentioned 
They 


the dealership is going to accom 


tion. describe exactly how 
plish its sales objectives. 

The selection, training, compen 
sation, and equipping of salesmen 
is the job of the 
Where a 


separate sales manager, the owner, 


sales manager 


alone. dealership has a 


general manager, or president is 
guilty of “sticking his 
this activity. In the 


operated firms, 


sometimes 
nose” into 
best any relation 


ships the top officials have with 
the salesmen including their selee 
tion, training, compensation, equip 
ment, method of operation or effi 


ciency is through the sales man 
ager. 

fourth 
activity, the direction of salesmen 
directed by the 


and by 


This applies also to the 


Salesmen are best 


sales manager no other 

official or department head 
Operation of activi 

ties, the 


activities, 


supporting 
fifth of the five 
includes 


general 
especially ad 
vertising, sales 


promotion, public 


and market research. 
this 


and 


relations, 


Again in instance, in the 


smaller even medium-sized 


LPG dealerships all of these activi 
ties are handled by the person in 
charge of sales management, be he 
ownel In the 


sales manager or 


larger dealerships, the sales man- 


ager delegates these functions to 


specialists. There is a growing ten- 


dency to take advertising and espe- 


cially public relations out from un- 
der the direction of the sales man- 
ager and put the man or staff re 
sponsible for them directly under 
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the president or general manage! 
Then, of course, close coordinatior 
between these functions and the 
sales department is required 

was at one 


Sales management 


time a narrow activity with the 


‘ole purpose of increasing sal 

Now, however, it has broadened out 
to the point where it influences the 
entire 


operation of the organiza 


tion. With the change in sale 


nan 


agement has come the change in 
the job of the sales manager. 

The one-time concept of a sale 
manager as a glad-handing, back 
fast-talking, 


boy is no 


slapping, slick §=pe 


sonality more. Sale 


management—and with it the job 
of sales manager—is now a 
tific undertaking 


knowledge, a 


scien 
involving broad 
and 


desk 


firm 


cientific mind, 
requiring a good amount of 
Many 


employ an 


time large national 


administrative sale 
and an 


manager operating sales 


manager. The administrative man 
is the de 


and is 


sk-sitting executive type 


mak 


general ipel 


responsible for policy 


ing, planning, and 


vision. He is concerned with sale 


costs and budgets, appropriation 


financing of sales operations, and 
expense control. He coordinates the 
with the 


management, 


sales activities activities 


of general other de 


partments, and outside 
tions, He 


ice president-sales or 


organiza 
usually has the title 
general 
ales manager 

The 


subordinate to the 


operating sales manager i 


administrative 


man and is responsible for sale 


plans and for interpreting policy 


His job is the recruiting, inte 


viewing, selection, contracting, 


training, supervision, stimulation, 


evaluation, compensation, control 
ling, equipping, routing, and trans 
porting of salesmen. He has usu 
ally been a successful sales pro 
ducer before 


He is an aggressive, inspiring lead 


becoming manage} 


er of men with drive, enthusiasm, 
and personal magnetism 
Naturally, in all but the 
these two will be 
In the LPG deale 
branch 


larger 


companies, men 


rolled into one. 


ship with operations, the 


sales manager usually plays the 


role of the 
and the branch managers 


administrative sales 
manager 
take the part of the operating sal 
managers 

Under the sales manager come 
the sales department—-one man 01 
depending on the 
laid 


include 


one hundred, 


sales objectives and policies 


out Considerations will 
the number of potential customers 
to be handled, the amount and type 
of products to be sold, the size of 
the area to be covered, the finances 
available, and competition. 

The sale 


on certain function 


department is expected 
to carry How 


these functions are divided and 
delegated will determine the sales 
With 


the one-man dealership, all of the 


department’s organization 
functions are one man’ 
bility. If the dealership has a sale 
man, the owner 


respon 
becomes the sales 


manager and certain duties are 
delegated to the one man. But as 
the dealership grows, so the orga) 
ization will grow. 

The simplest organization is fo 
to handle all of 


the sales manage! 


the functions of the sales depart 
ment, and the salesmen under him 


sell all 
handled by the dealership (Fig. 1 


appliances and equipment 
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based on its 
might 


but, 


sales 


the dealership, 
objectives, choose to 
organize by commodity or by cus 
tomer. 

Organization by commodity would 
involve appointing a sales manager 
or a salesman to handle domestic 
appliances, one to handle farm 
equipment, one for commerciai ap 
pliances, one for industrial equip 
ment, and one for carburetion, or 
ome combination of these. Organ 
ization by customer would set up 
handle 
agri 


4, one for com 


4a man or department to 
domestic customers, one for 
cultural custome) 
mercial, and one for industrial, or 
ome combination of these, 


A combination of the two is usu 


Fig 7. Staff func 


a carburetion salesman might be 


brought over by the agricultural 
man, 


Where the L. P. 
geographical or 


gas dealership 
has branches, a 
ganization is usually employed. In 
this type of organization, the 
branch manager will act as oper 
ating sales manager for his partic- 
ular marketing area, carrying out 
the policies of the sales manager 
(Pig. 3). If the 


division is on a regional basis, the 


at headquarters 


regional manager might be an in- 
termediate sales manager between 
the administrative sales manager 
at headquarters and the branch 


managers under that region’s ju- 


risdiction. In the case of large 
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ally employed by L. P. gas deale 
ships so that wasteful overlapping 
does not occur. For example, it is 


u waste of salesmen’s time and 
poor customer relations to have one 
man call on a farmer to sell him 


domestic appliances, then have an 
other call on the same man to sell 
agricultural equipment and then 
have a third call on him regarding 
conversion of power equipment. A 
break 


down usually is on customer lines 


satisfactory organizational 
with commodity organization inso 
far as something really separate, 
like carburetion is concerned. This 
type of organization has a depart 
ment or man in charge of domestic 
agricultural, one 
depending 
on the amount of potential 


elling, one for 
for carburetion, and 
busi 
ness—one for commercial and one 
combination 
man. (Fig. 
2.) In this type of organization, 


for industrial or a 
commercial-industrial 


only one man ¢alls on the farmer 
But, if the 
farmer is a carburetion prospect, 


for all of his needs. 
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branches and/or regions, the 


branch manager and/or regional 


manager might have a sales man 
ager under him. 

The trend in sales management 
decentralization. 


today is toward 


A geographically organized sales 
department is in keeping with this 
trend. Decentralization gives more 
autonomy to the regional or branch 
managers, improves sales produc- 
tion, lowers sales costs, and makes 
it easier to adapt selling methods 
to local conditions and competition. 

Customer -commodity organiza- 
tion is usually combined with geo- 
graphical 
two ways. The general sales man- 
have 
customer-commodity man- 
agers under him at the top level 
with the same organization dupli- 
cated on each branch or regional 
(Fig. 4). Or the customer- 
commodity managers might 
be in a staff or advisory position 
to the sales manager who will still 
be directly over the branch man- 


ager at headquarters might 


sales 


level 


sales 


organization in one of 


agers. The branch salesmen in this 
case will sell all commodities to all 
customers (Fig. 5). In this latter 
case, the staff men might travel! 
to the various branches to help the 
general salesmen develop the va- 
rious special markets. 

One other organizational break- 
down used is the functional organ- 
In this, the various func- 
management—man- 
of salesmen, advertising, 


ization. 
tions of sales 
agement 
promotion, training, etc. 

make up separate departments. 
(Fig. 6). Although it 
the administrative and 


sales 


separates 
operating 
functions and has other advan- 
it takes large 


operations to justify the 


tages, regional or 
branch 
additional personnel. Usually, when 
these supporting functions become 
too much for the sales manager to 
handle, specialists are employed at 
staff 


headquarters’ in positions. 


(Fig. 7). 


The sales budget 


A sales budget is not a burden 
it is a handy tool. It makes financ- 
ing and management of the sales 
program much easier. 

The sales budget is an estima- 
tion of probable dollar sales and 
estimated selling costs for a given 
period. (For a full treatment of a 
budget for an LPG dealership, in- 
cluding 
sales and costs, see “A Budget is 
a Plan of Action” in the June, 1956, 
issue of BPN.) 

Where an 


branches is 


calculation of probable 


organization with 


involved, a separate 
budget can be drawn up for each 
branch as well as for the entire 
organization. 

In drawing up a budget of ex 
sales objectives 


pected sales, the 


are considered. In budgeting do- 
mestic sales, for example, sales to 
present customers are 
for the coming 
what they bought last year and how 
much more they will 
the coming period; expected sales 
to existing residents in the market- 
ing area who are not now custom- 
added in; and expected 
sales to new residents and new 
residential sections are added to 
that. The sales therefore 
becomes the basis of the operating 
budget for the entire organization, 
since depending on sales of gas and 
appliances, it is possible to calcu- 


predicted 


period based on 


buy during 


ers are 


budget 
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Petrolane Gas Service 


a functional basis 


tipped off by drivers and service men 


mittee determines 


District managers 


Calif ® 


close 


is organized on 


Inc., Long Beach 


sales after being 


A sales management com 


policy and reviews results. 





delivery, service 
storage, plant, and office 

When we speak of 
selling costs, it is not 
for LPG 
brow. 


late department, 
costs. 
budgeting is snapped 
uncommon oiled 
raise an eye down the 
Many do not spend anything 
fact is, of 
that it does cost 
sell. pen, 
The cost of 


and salesmen’s compen 


dealers to 
to make sales. The 
course, money to it over the 
advertising, sale 
promotion, toa 
training and equipping ca few 
dling 


sation, 
be determined easily once the basic and 


sales policies are set and_ the 
coach, 
this 


stuff and just 


amount of expected sales is calcu expert 
lated. In 
other undertakings with 
sales, “‘it make 


money.” Everyone 


management, as in forget 


involved 


sales 


costs money to 


football team on the 
huddle for a few 
back, 


machine 


and like a 
opposition 
from one to another 
goal. 
touchdown. 


running went 


planning under the 


day afternoon and 


field. The 


men 


seconds, the ball 


well 
knock 5 


leaving the 


team 


backfield men free to hand the ball 


and then take 


Watching it hap 
it looks so simple. 


Every man 


has a job to do and it all adds up 
But behind 
moments of blocking, ball han 


those 


W eek 8 of 


guidance of an 
one said “‘let’ 
blackboard 


go out there Satur 


planning 


give it to ’em 
knew that the 


blackboard 


planning was of top importance 


Controlling the organization 
The sales 


manager can retall 


between thi 


What a 
team with its planning and coach 


difference 


players who 
field with 
and 


group of 
would walk out onto the 


ing and a 
no coach or no planned plays 
“just give it to ’em.” And, of 
exactly the same is true 
sales. Jt 


neighborhood or just 


course, 


with ist going out into the 
opening the 
door of the showroom might sell 
a few 
and the 


appliances sold. But what a 


appliances—-the more men 
showrooms, the more 
differ 


and direc 


more 
ence if there is planning 
men go out and be 
What a dif 


know 


tion before the 
fore the 
ference if the 


door Is open 


men exactly 
vhere they are how, and 


vhy. The 


ime, profit 


going, 
will mean vol 


and growth mm 


difference 





control over even the most comple» 


organizational setup by issuing an 


This show 


organiza 


organizational manual. 
the sales department’s 


1. Does 
tion chart and outlines the ? 


job de objectives ? 
scription of every man in the sale 
department. The job de 
responsibility 


and 
scription 
shows each man’s 
and his relationship with others in 
the department. at volume? 


Periodic reports on sales activi 
ties filter back up to the 
ager directly from the salesmen or 
in the cases of branches through 
the branch managers. These let 
the sales manager know 
his organization is on the 
course. 

It’s a pleasure to 


sales man tion of the 
tered? 
Outline 
whether 


right chart 


watch a top 
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how. If 


satisfied with whom, 
I you! sales 
Does your dealership have 


Could 


you 


what 


form. 


your dealership have clearly t 
o, do they answer the 


your dealer hip has 


what, when, 


program aimed at vo 


program? If not, 
better handled? 


believe to be an 


your particular dealership. Then outline 

How do the 
bring your actual 

the firm benefit by it? 


no stated sales 


where, 


a man or committee charged 


two compare? What steps must 


sales organization in line 


Questions for study and discussion 


written down sales 


what, 


hought out and 


questions who, when, where 
objective , are you 


and how you are selling” 


lume, profit and growth or merel 


with administra 


how is the sales program admini 


ideal sales organization chart for 
organization 
be taken 


Could 


your present sales 


with your ideal? 





ZONE HEATING: a wide open market 


VFENVHERE have been some radica! 
| changes in house construction 
and occupancy habits over the past 
15 years. The old-style two-stor 
box house could be adequately and 


satisfactorily heated by a single 


furnace and a single thermostat 
Sut a great many of the new styl 
homes of today cannot be 

Old-style homes had few large 
ylass areas and, regardless of the 
time of day, heat losses from each 
of the rooms or areas were fairly 
uniform 

Ten or 15 years ago, for exam 
ple, picture windows were almost 
unknown. There might have been 
a large window in the parlor and 
if s0, it was usually protected by a 
porch. That was as close as we 
came to picture windows in those 
days. Now it is the exceptional 
house, even in the low price group 
that does not have at least one pic 
ture window. Glass areas now e» 
tend practically from the floor t 
the ceiling and sometimes an entiré 
outside wall of one or more room 
is made of glass 

The areas of the house’ with 
large window areas gain more heat 
when exposed to sun than do othe) 
sections and consequently their 
heat losses are reduced \t night 
these conditions are completely re 
versed and the glass areas become 
important areas of heat losses and 
rooms with larye glass areas lose 
more heat than those in the house 
with a normal amount of glass. 

We are seriously concerned over 
heat gains through glass when we 
design for summer cooling. How 
ever, we disregard the fact that 


Part two: The present need 
for zone heating 


© PERCENT OF NEW HOUSES 
OVER +10,000 
REQUIRING ZONE CONTROL 


By C. W. NESSELL, Chairman « Field Investigation Committee 


National Warm Aijr 


Heatina & Air Conditionina Asso¢ iation 


BUTANE-PROPANE News 





SPREAD OuT 
PLAN 


RECREATION ROOM 
IN SPLIT 


SLEEPING VING 
LARGE 

GLASS AREA 
ROOMS 

OVER GARA 


CONVECTK } 
BETWEEN FLO a. 
TREES 


ALI 


heat gains through the windows in 


the winter are often severe enough 
to overheat a room, thus affecting 
the thermostat and unbalancing 
the room-to-room air temperature 
differences throughout the entire 
home, 
Instead of the conventional box 


house of 15 years ago, many of 
today’s homes spread out in all di 
The 
spreads, the greater are the effects 
Thus, 


it is possible to have overheating 


rections. more the house 


weather 


of sun, wind, and 


section 
Fifteen 


and undercooling on some 
and the reverse in others 
years ago there were virtually no 


H-shaped 
medium 


U-shaped, L-shaped 
homes in the low and 
Now we 
increasing numbers 
The 


have maximum heat losses in cold 


price class. have them in 


wings of the homes may 


weather that do not oceur Imul 
taneously with the maximum heat 


losses in the main stem of the 


structure and furthermore, their 
relative magnitudes may not be co 
incidental throughout the 24 hour 
of the day. 

literally two or 
neat 


heat gains. It is evi- 


These houses are 
houses with 
and 
dent that more than a single ther 


more respect to 


losses 
mostat will be required if the de 


sired comfort level is to be main 
the distinctively 


separate areas of these 


tained in each of 
irregularly 
shaped homes 

The high cost of land and the 
need for larger house 0 accommo 


date larger families have brought 


about a reversal of spread-out 


trend. The houses today, in mar 

cases, are going back to plans util 
izing two or more levels but they 
are not returning to the square 
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Spread Out Plan 22. 
bere, 


Ceeping living 


| 0.1 


Large Glass Area BB 0.2 


Rooms over Garage oe 4 19.0 


+ 


~ 


LONG ISLAND ) Comecon Bess Is. 


REASONS FOR IQNING 
| 9 


Instead, they are 
basement occupancy in 
styles, with 


over a patio or carport 


being 
rooms pre 
an unexcavated portion of the 
nome 

cooling 
often dif 


from the rest of the home 


The heating or require 


ments in these rooms 1 
ferent 

In our investigation of split level 
found the level 


nomes we upper 


overheated, the middle level rea 
onably comfortable, and the lowe 
invariably too cold 


level 
The home designed for basement 
popu 


areas of the coun 


Occupancy IS Increasing in 


larity in many 


try. The basement space, which 


may be utilized for family room 


game rooms, and even for sleeping 


quarters, is very special in its heat 


ng and cooling requirement 


Room air temperatures in this area 


are practically inaffected b daily 


veather changes but are greatly 


nfluenced by ground t 


emperat ire 
The above ground area of ich 


a home on a warm sunny winte 


day ma require but little hea 
while the 


cold basement 


through the 


heat losse 
walls will demand a 


f ; 


ibstantial amount of hea and 


provision must be made for both 


ets of conditions 


/ 


ime Wil 
habit namel pre 
eparate leeping and 


area Tt 


emperatures a 
time This ha 


Field Inve 


been 
tivation 

For example, the homeowner 
may desire more cooling in the liv 
offset 


ing area of the home to 


Allother | 0.) 


BOSTON 
Reason for Zoning 


changing weather effects or the 


additional heat load created when 
entertaining in the living area 
During sleeping hours the home 
owner may desire more cooling in 
the bedrooms while the living area 
is unused. The reverse would be 
true during the heating season 
With these trends in housing de 
there is 


sign and construction, 


little doubt but what the heating 


and cooling industry must realign 
its thinking concerning the number 
these 
that 


conditions that the indus 


of thermostats required in 


home In fact, it appears 
comfort 
only be a 
this 


problem 1 not recognized and 


try is striving for will 


promise instead of a fact if 


solved 

The home 
be planned today 
part of the Field Investigation ace 


built tomorrow must 


Therefore, as 


t attempted to look into 


ivity, we 
the future and determine the 


1957 


prob 


able number of homes that 
would require two or more thermo 
comfort that 


they 


tats to maintain the 
we as an Association claim 
should have 

Obviously 


this required a survey 


beyond the normal! scope of Field 
Investivation activity. Further, we 
were reluctant to ask the Associa 


tion’s headquarters office for an 


additional appropriation 
irve} ince Honeywell ha 
activitie Mr. Ne 
yyed by 


bold eno igh to 


Minneapolis 
Honeywe 
iggest that ( i irvey made 


yy them would be a valuable and 
interesting contribution to the fu 


They 


made 


ture of heating and cooling 
agreed and a survey was 
Approximately 1550 new houses 


have already been examined in 
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seven major cities. The homes and 
“areas were Chosen as 
sentative of 
markets 


broad range of climatic and hous 


being repre 
metropolitan 
would 


major 
which reflect a 
ing characteristics. In addition, a 
special survey of 184 homes was 
made on Lony Island and the West 
Coast has been under study. 
Obviously it was not possible to 
examine the houses proposed for 
1957 but it wa 
assumed that those constructed in 
the first half of 1956 would be typi 
cal of those to come in 1957. 
Nor could they look at 
home under 


construction in 


every 
construction. So the 
urvey was limited to single family 


homes, priced above $10,000, in 


even cities and on Lony Island. 
On this basis it was determined 
that approximately 20 per cent 
would require two or more thermo 
stats for the maintenance of mini 
mum comfort. 

It is estimated that approximate 
ly one million homes will be started 
during 1957. The findings of this 
urvey indicated that two or more 
thermostats will be necessary 
least 165,000 — of these 
home 


in at 
million 
The survey was conducted by 
engineers and market analysts who 
knew and understood the problems 
of heating and cooling. It had two 
objectives 

1. Will this house be comfort 
able with a single thermostat? 

2. If not, why not? 

No attempt was made to deter 
mine how many additional thermo 
stats would be 
doubtedly 


required but un 

of the 
would require three, four or possi 
bly five of them. Add these require 


many houses 


ment for minimum comfort to the 
165,000 homes and an estimate of 


Spread Out Plan 


— 


eet 


Sleeping Living | 1.0% 
Large Glass Area ie 9.5% 
Rooms Over Garage roe 10.6 % 
Convection Between Flows fi 3.2 x 


All Other ff 2.0% 


CLEVELAND 
Reasons for Zoning 


200,000 additional thermostats or 
comfort 
tive, 


units becomes conserva- 
homes 


requiring two or more thermostats 


While the percentage of 


averaged almost 20 per cent, the 
reasons differed in each area. 

In Atlanta, where 15 per cent of 
the homes would be uncomfortable 
with a single thermostat, base- 
ment occupancy was the major rea- 
son. Spread-out floor plans, the re- 
quirements of both heating and air 
conditioning, and convection  be- 
tween levels were also important 
factors. 

In Boston it was found that 23 
per cent of the single family homes 
over $10,000 would require two or 
more thermostats. Of this group, 
33 per cent would need it because 
of basement occupancy with ram- 
bling floor plans as the second most 
important factor. 

Twenty-four per cent of the 
houses in Cleveland needed an ad- 
ditional thermostat than 
half of 


which 


more 
them because of designs 
called for basement occu- 
pancy. 

The situation was different in 
Houston but the 


homes needing additional thermo- 


percentage of 


stats remains near the 20 per cent 
level. The two major reasons in 
Houston are spread-out plans with 
their attendant exposure problems 
and varying temperature require- 
ments between sleeping and living 
areas. 

In Minneapolis, 19 per cent of 
the homes were found to require 
two or with 


more thermostats 


basement occupancy again the 
dominating factor. 

In New Orleans, 16 per cent of 
the homes 


required two or more 


thermostats. Rambling and spread- 


out floor plans along with differ- 
ing requirements for sleeping and 
living areas were mainly respon- 
sible. 

The same situation existed in 
St. Louis where 15 per cent of the 
homes require additional thermo- 
stats. In this instance, spread-out 
and irregular floor plans were the 
chief reasons found in the study 
that was conducted there. 

A separate study was conducted 
in Long Island where land prices 
have been high and split level 
homes are in great favor compared 
with the rest of the country. Sixty- 
six per cent will need two or more 
thermostats. Most are split levels 
with recreation rooms and living 
areas at or below the ground level. 

We know now that there is an 
unexploited market for new homes 
requiring two or more thermostats, 
and we know how big it is. 

In St. Louis. . 
New Orleans . .. 16. 


15 per cent; in 
It is 19 per 
cent in Minneapolis; 21 in Hous- 
ton; 24 in Cleveland; 23 in Boston 
and 15 per cent in Atlanta. The 
combined average for the United 
States ... 20 per cent. 

In other 200,000 addi- 
tional units will be required for 


words, 


comfort in new homes in 1957. 

It is not the prerogative of the 
Field Investigation Committee to 
suggest how two or more thermo- 
stats should operate the heating or 
cooling system. There obviously 
are several ways that it can be 
furnish two or 
more separate furnaces or air con- 


done. One is to 
ditioning units. Each would serve 
its own and operate under the con- 
trol of a separate thermostat. This 
is often the most practical and eco 
nomical 


arrangement in a large 


spread-out home. 


Gpread Out Plan [NB 8.9% 


cone i I 


Sleeping Living | a 


Large Glass Area B 3.7 


Rooms Over Garage ee 16.1% 
Convection Belween Hoors 6.8% 


All Other 2.6% 


MINNEAPOLIS 
Reasons for Zoning 
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Spread Out Pon II co; 


Basement Occupancy EN '4 9 x 
Sleeping living 11.87 
Large Glass Ares ( \0.5% 
Rooms Over Garage 0.0% 
Convection Between floors | 05% 


All Others 2.2% 


Separate thermostats also can 
operate dampers in the duct system 
and here there are at least two 
ways to go. One is to‘have each 
thermostat continually vary the 
volume of heated or cooled air to 
each section of the home by posi 
tioning dampers in the 
Another 


mixing 


supply 


ducts. method utilizes 


separate dampers con 
trolled by a thermostat in each 
area. The volume of air remains 
constant but the air temperature 
to each section is continually varied 
by mixing the return and condi 
tioned air. 

Whatever method is used, the 
amount of heating and 
continually 
cording to the heat losses or gains 


cooling 
should be varied ac- 
in each thermostat area. 

Under none but the most un- 
usual heating circumstances should 
the air flow rate to any area or 
zone be reduced to zero when the 
outdoor temperature is 35°F or 
lower. To do so would eliminate 
continuous air circulation with 
most unsatisfactory heating re 
sults. 

Every unsatisfactory job, every 
toe-tucking woman, 


every piano 


Speed Out Pon I 37 


Basement Occupancy 0.07, 


Cleeping Living TT 8.0. 


Large Glase Area 2.6% 

Rooms Over Garage | |. 2 % 

Comection Between Foas| 0.2% 
All Other | 0.5% 
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ST. LOUIS 
Reasons for Zoning 


NEW ORLEANS 
Reasons for Zoning 


Spread Out Plan a= 16.5% 


Basement Occupancy ae. | 34.7% 
Cleeping Living | 19.9% 


Large Glass Area g 43% 


Rooms Over Garage B44 % 


sitting cat, and every bathroom 
mat frozen to the floor is an in 
dictment of our industry’ kill 
honesty, and integrity 

In this era of jobs cut to the 
bone for a low price, the blame 
rests upon the shoulders of every 
level of trade. This state of affairs 
will be corrected only when the 
home maker has a definition of 
mean by indoor comfort 
stated in the kind of Kitch 
When 


that happens she will purchase a 


what we 
that is 


en English she understands 


heating or cooling system as intel 
ligently as she does any other ap 
pliance in the 


chiseler will be out on a limb 


The record also establishes the 


fact that 


struction and habits of those living 


changes in house con 
in the homes that we heat and cool 
have run ahead of the established 
design practices of our industry 
If changes are needed, let’ 
them. If the house has changed in 
arrangement to the extent that if 
is literally two houses with re 
spect to the control of tempera 
tures within it, let us face the 
fact and 

If it needs two or more thermo 


act accordingly. 


Convection between floors i. 


All Other 4)\% 


along with 


house, and the 


make 


ATLANTA 
Reasons for Zoning 


tat to be comfortable in every 
area of the house, let us furnish 
the two or more thermostats and 
the necessary equipment to go 
them. There 1 no 
hame in selling folks what they 
need and charging for it accord 
ingly. There are two radios, two 
TV sets, and two automobiles in 
many and many a home and they 
are there because the owner saw 
he needed them or that they 
would add to his 


and happiness 


general welfare 


guardian 
of the health and warmth of the 


Our mission in life as 
nation’s homes can only be accom 
plished if we shake the lethargy 
out of our anatomy and any and all 
prejudices out of our minds and 
tell the homeowner what he needs, 
honestly and with full confidence 
that oun 


estimable value to hi 


suggestions will be of in 
future well 
If that means one thermo 
tell him 
40 and price the job accordingly 


being 
tat or ten of them, let us 

He who serves others also best 
erves himself and an upgraded job 
means more money in the till. Let 
is take off our coat and go to 
work & 


Coread Out Plan mm 3 3 
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Sleeping living IIE 39 c . 
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Oil Heat Institute launches 


campaign to outlaw Type B vents 





Asbestos 


metallic Type B vent 


Typical 


vents are also included as Type B 
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By C. E. BLOME, Chairman + Gas Vent & Chimney Division 


Gas Applianc e Man 


( RDINANCES requiring ma- 
sonry or factory-built chim- 


neys in all new homes and out- 
lawing the use of Type B vents 
is the goal of a new anti-gas cam- 
the distribu- 
tion division of the Oil Heat Insti- 
tute of America Inc. The national 
headquarters of the Oil Heat In- 
stitute has prepared a working kit 
to be 


paign sponsored by 


used in this regard by its 
distribution division local chap- 
ters in Campaigns to inspire such 
ordinances, 

The gas vent and chimney divi- 
ion of the Gas Applince Manufac- 
turers Association is alerting 
manufacturers, utilities and LPG 
dealerships. 

Type B vents, which are spe- 
cifically engineered to remove the 
waste gases from gas burning ap 
pliances efficiently and safely, are 
upproved by Lab- 
oratories and recognized by ASA 
Standard Z21.30 and by most build- 
ing codes. Outlawing Type B vents 


Underwriters’ 


would eliminate the possibility in 
many instances of installing such 
gas appliances as recessed wall 
hori- 
zontal furnaces, and space heat- 


heaters, gas unit heaters, 
ers. Such legislation would auto- 
matically increase the cost of any 
gas installation in which a Type B 
vent might otherwise be used. 
The kit that OHI has made 
available to its local chapters in- 
cludes a booklet titled “Shocking 
But True! Our Community 
Lacks A Safe Chimney Law!” 
The booklet includes such state- 
ments as... “If a homeowner does 
not have an all-purpose chimney he 
is indeed a captive of the gas in- 
dustry and is the possessor of a 
vent which is potentially unsafe.” 
page the booklet 
“If many hundreds of 
miles away there is an explosion or 


On another 
reads 


ifacturers A 


yciation 


. or if there 
is an unexpected drop in pressure 
... No gas! No heat!” 


other pipeline failure .. 


Then it goes on to say... “If 
there is a disruption of service 
anywhere along the 1500 mile gas 
line due to strikes, fire, flood, acts 
of God, etc. ... or even if the poor 
guy just can’t pay his gas bill for 
a few months, he’s stuck. If the 
house were equipped with a regu- 
lation chimney he 
could turn to coal, oil, or even 
wood... but his inadequate vent 
won’t take them.” 

In addition to the “shocker” 
booklet, the OHI kit includes a com- 
plete outline of how to organize 
and carry on a local campaign to 
outlaw Type B vents, sample re- 
leases to be sent to local news- 
anti-gas questions and 
answers for radio interviews, pre- 
pared letters for mailing by indi- 
viduals to city councilmen, canned 
statements to be endorsed by vet- 


all-purpose 


papers, 


erans groups, neighborhood asso- 
ciations, and other organizations, 
least, a sample 
ordinance which would require an 
chimney in all new 


and last but not 


“all-purpose” 
homes. 
Members of GAMA’s gas vent 
and chimney division have studied 
the Oil Heat Institute’s claims, 
and have provided direct answers. 
Following are some of the claims 
. and answers: 
OHI CLAIMS 
“ .. the several types of inex- 
pensive single-fuel vents known 
as Type B vents that are in- 
stalled as substitutes for safe 
all-purpose chimneys are a 
threat to public health, safety 
and security.” 
THE FACT IS 
Type B gas vents are accepted 
by: 
The Underwriters’ Labora- 
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You’re in trouble if your LP-Gas supplier runs away 
from you just at the time you need product the most. 
The way to make sure of a sufficient supply of top- 
quality LP-Gas at a competitive price is to contract with 


Sid Richardson Gasoline Co. 


Our customers are always “in the saddle” winter or 
summer. Our delivery performance record is exception- 
ally outstanding. Our product quality has always been 
of the highest. We are not your competitor — your 
interests are our interests. 


For real profit-making co-operation turn to— 


Sid Richardson 


GASOLINE CO. 
629 FORT WORTH CLUB BUILDING + FORT WORTH, TEXAS 


REGIONAL REPRESENTATIVES 


4. M. JONES MARVIN L. DOSS WL. SCHMIOLEY WILLIAM T. CARL 
5123 NO. MEW JERSEY 3310 SYCAMORE 665 ST. PAUL AVE 3105 DEWEY 
INDIANAPOLIS, INDIANA MIDLAND, TEXAS ST. PAUL, MINMWESOTA OMAHA, MEBRASHA 
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tories Inc. 

The American Gas Associa- 
tion 

The Liquefied Petroleum Gas 
Association 

The Gas Appliance Manufac- 
turers Association 

The National Fire Protection 
Association 

The National Board of Fire 
Underwriters 

The American 
Association 

The Building Officials Confer- 
ence of America 

The Southern Building Code 
Congress 

The Pacific Coast Building 
Officials Conference 

Federal, State, and Municipal 
Building Regulations 


Standards 


Type B vents are specifically 
engineered to remove the waste 
gases from gas burning appli- 
ances efficiently and_ safely. 
Their widespread use and ac- 
ceptance by the above-men- 
tioned authorities is adequate 
testimony to the fire safety rec- 
ord of Type B gas vents. Type 
B vents undergo rigid tests by 
Underwriters’ Laboratories and 
their production is regularly 
inspected by the UL reexamina- 
tion service inspectors. And the 
National Fire Protection Asso- 
ciation reports that its records 
show no fires caused by Type B 
vents. 


OHI CLAIMS 


. such vents as are now be- 
ing installed absolutely may not 
be used safely with any liquid 
or solid fuel. If the resident 
hooks up an oil, kerosene, coal, 
or wood heater, etc., he endan- 
gers the lives of his family and 
neighbors.” 


THE FACT IS 


That the misuse of any fuel, 
appliance or equipment can be 
dangerous. For example, the use 
of gasoline in an oil burner 
would be dangerous even with 
a “safe all-purpose chimney.” It 
would be dangerous to fry eggs 
in a paper plate. The Type B 
vent provides safety in the use 
for which it is designed. 


OHI CLAIMS 
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“ 


.. If a homeowner does not 
have an all-purpose chimney he 
is indeed captive of the gas in- 








dustry and is the possessor of 
a vent which is potentially un- 
safe.” 


THE FACT IS— 


That the builder and buyer have 
free choice of fuels and chim- 
neys in the first place. Cer- 
tainly they are entitled to 
choose a safe, efficient, economi- 
cal vent specifically designed 
for gas heat. Another fact is 
that the trend in heating is to 
gas—conversion to gas from 
other fuels, and there is no 
apparent inclination to switch 
from gas to oil, coal, wood, 
charcoal, or old newspapers. 

In the unlikely event of con- 
version from gas to another 
heating fuel, the cost of a fac- 
tory-built chimney would be in- 
significant in relation to the 
total cost of a new furnace, con- 
trols, fuel lines, storage facil- 
ities, and insurance. The hazard 
of a switch from gas and the 
connecting of a coal or oil fur- 
nace seems to be practically 
non-existent. The National Fire 
Protection Association has 
stated that it is unable to find 
in its files any record of chim- 
ney fires due to a fuel switch. 


OHI CLAIMS 


That the saving in the cost of 
building a home with a Type B 
vent is negligible 
$40. 


only about 


THE FACT IS— 


The saving achieved through 
the use of a Type B vent in- 
stead of a masonry chimney can 
run into several hundred dol- 
lars. In addition the efficiency 
of the Type B vent means a 
great saving to the homeowner 
in daily operation—a_ saving 
that mounts during the entire 
life of the heating system. 


OHI CLAIMS 


‘...In the event that gas ser- 
vice is disrupted for any reason 
(late payment of bill, for exam- 
ple) it is logical to expect the 
homeowner to try to hook up 
some other type heater to his 
vent or chimney to protect him- 
self and his family from cold.” 


THE FACT IS— 

That a homeowner who can’t 
pay his gas bill is not a “logi- 
cal” prospect for the purchase 
of other types of heating equip- 


ment. Disruption of gas service 
for other reasons is unlikely. 
The dependability of gas service 
is one of its outstanding vir- 
tues. In fact, dependability 
and uninterrupted service are 
among the top reasons for the 
nationwide trend which has 
established gas as the nation’s 
number one heating fuel with 
more than 16 million homes now 
heated with gas and the num- 
ber increasing at a rate of more 
than a million a year. 


OHI CLAIMS 


... Type B vents are not al- 
lowed to be used with heating 
plants in New York City... .” 


THE FACT IS— 


That New York City has recog- 
nized the Type B vent as a safe 
and adequate means of venting, 
and has revised its regulations 
to permit the installation and 
use of Type B vents. 


OHI CLAIMS 


‘... These vents (Type B) make 
the homeowner totally depen- 
dent on long range future gas 
supplies. Natural gas economics 
are constantly subject to na- 
tional and state regulation and 
judicial decisions, which tend 
to diminish supplies and raise 


rates.” 


THE FACT IS— 


There is no room for any doubt 
about the adequacy of long- 
range future gas supplies. 
Proved reserves at the end of 
1956 were found to be 237.8 
trillion cu ft—22 times the 1956 
production. A_ recent analysis 
by Messrs. Lyon F. Terry, vice 
president, and John G. Winger, 
petroleum economist, of the 
Chase Manhattan Bank of New 
York, points out that “the 
proved reserves comprise only 
a small part of the total future 
supply —the more’ important 
part is that which is to be dis- 
covered in the future.” 
National and state regula- 
tions do not tend to diminish 
supplies or raise rates. In fact, 
regulation tends to protect the 
public against rate increases, 
and any gas rate increases have 
been very small — especially 
when considered in contrast to 
the constantly mounting price 
of oil. * 
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When you buy 
LP-Gas cylinders for 
lift trucks... : 


CHOOSE WIT 
YOUR EYES 
WIDE OPEN 


H 




















\ ith more and more lift truck manufacturers and operators switching 
to LP-Gas, you can't afford to put your money into any but the best 
eyvlinders. And one way you can be sure of highest quality and longest 


service life is to buy Prest-O-Lire Lift Truck Cylinders. 


Prest-O-Live Cylinders are built to stand up under the rough service 
you expect with lift trucks. They're uniformly strong, top to bottom 
They're electrostatically painted—two coats—then infra-red dried. 
Though you pay nothing extra for Prest-O-Lite Cylinders, you get the 


advantages of LINDE’s 50 years of cylinder-building experience. 


Your customers, too, like Pres?-O-Lire Cylinders, because they are light- 
weight. Curled handholds in the 20-, 33! 5- and 4314-lb. sizes make them 
easy to handle and earry. Curled footrings on the 33'4- and 4314-lb. sizes 


provide extra strength where its most needed. 


So, when you buy, take off that blindfold! Be sure you get 


Prest-O-Live Lift Truck Cylinders. For details and prices, 


call or write your nearest LINDE office. LINDE COMPANY. iE) Site). 
Division of Union Carbide Corporation, 30° East 42nd (eg -N\=iziie) = 


Street, New York 17, N.Y. Offices in other principal cities. TRACE mann 
In Canada: Linde Company, Division of Union Carbide 


Canada Limited. 


Phe terme “Linde,” “Prest-O-Lite” and “Union Carbide” are registered trade-marks of Lnion Carbide Corporation 
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Scientific Management Procedures 
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Keeping a perpetual inventory 


O you keep perpetual inven 
1) tory records? 
Should you? 
In our BUTANE-PROPANE News 


survey of LPG dealers throughout 
the United States, we found little 
agreement as to the applications 
of perpetual inventory systems in 
this fact, found 


little understanding of just what a 


business. In we 


perpetual inventory record is. 


Out of 170 respondents in the 
survey, 94 replied that they were 
keeping perpetual inventory rec 


ords. Yet on further inquiry, it 


developed that most of them ac 
tually did not have such plans-——not 
as such. For some, the most that 


could be said is that they keep some 

sort of inventory records—-many as 

frequently as once each month. 
Assuming, then, that despite the 


response most dealers do not have 


| By WILLIAM W. CLARK 


a true perpetual inventory system, 
the question arises: Are they miss- 
ing the Are they losing 
money through profit leaks? Are 
they falling down on their service 
for lack of 
equipment, appliances, or gas when 
needed? 


boat? 


to customers parts, 


Or are they tieing up a 
dangerous 
stocks ? 


amount of capital in 





Quick now: exactly how many 100 Ib cylinders do 


you have on hand at the plant? Don't know without 


physically counting them? Oh, oh. How do you know 


you have enough? Or maybe you have too many. A 


perpetual inventory might be the answer. This is the 


last in the current series on Scientific Management 


Procedures. 
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The dealers’ own responses give 
no inkling as to the answer. Pre- 
sumably they feel they are doing 
all right. Experience is_ their 
gauge. 

It is difficult to dispute this by 
applying standards. There are no 
fixed yardsticks, such as, “If you 
have so many dollars invested in 
inventory, you should have a per- 
petual inventory,” or, “If your dol- 
lar volume of sales is so much, you 
should have a perpetual inventory 
system.” 

Sut if there are no fixed money 
or quantitative standards to guide 
us, there are other guides that are 
equally valid. These are basic 
principles of management, and they 
can be spelled out. 


What is it? 

Before applying these guides, 
however, it might be well to point 
out just what perpetual inventory 
In general, they are 
records which show the amount of 
stock on hand at any particular 
time. They change with every sale 
and with every purchase. By con- 
trast, non-perpetual inventory rec- 
ords show only stock on hand at 
the physical count. While 
physical count is the only com- 
pletely accurate measure of actual 
goods on hand, perpetual inventory 


records are. 


last 
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LP-GAS & NH-3 EQUIPMENT 


NOW AVAILABLE... 





SELL LP-GAS 


with BEAIRD LP-GAS FILLING STATIONS 


Attractive, easy to use, and safe Beaird 
LP-Gas stations boost the profits of service 
station operators and LP-Gas dealers alike. 
Located at highway truck stops, they open 
a new year-round source of LP-Gas sales. 
LP-Gas motor fuel is today’s fastest growing 
market, Ask your Beaird representative to 
assist you in surveying locations for Beaird 
“Completely Packaged” LP-Gas filling 
stations. Long term financing available. 


LP-GAS MOTOR FUEL ® 
SERVICE STATION @ 


eee 





Beaird LP-Gas Filling Stations meet NBFU pamphiet 58 requirements 


CUSTOM DESIGNED 


V WA TAY > ~\ 


LAMMAGLE 





THE J. B. BEAIRD COMPANY, INC. 
A subsidiary of American Machine.& Foundry Company 
Shreveport, Louisiana — 


Clinton, towa LP.GAS & NH-3 EQUIPMENT 
Stockton, California 














THREE BASIC PRINCIPLES FOR 
ESTABLISHING INVENTORY LEVELS 


1 Inventory must be high enough to meet needs of cus- 


tomers promptly. 


2 Inventory must be low enough to keep company assets 


liquid. 


3 Inventory must be low enough so sudden price decline 
will not affect assets too greatly. 





is the only method of truly con 
trolling stocks of merchandise. 
Physical inventory shows us how 
much we have, and by comparing 
the current figure with the one for 
the previous period we know how 
many items we have gained or lost 
during the period. But it doesn’t 
show us stock, _ it 
optimum _ stock 
levels, it fails to show trends in 
sales of the item, and it cannot 


turnover of 


doesn’t indicate 


serve as any sort of guide to buy 
ing in the future. 

In itself, it doesn’t give any con 
trol. 

How important is control? 

If we are to apply the principles 
spoken of earlier, we must look at 
inventory as something more than 
simply a stock of goods. It is an 
asset that can overnight become a 
liability; it is a basie increment 
in determining the liquidity of our 
assets; it can quickly become a 
“frozen asset,” a term that sent 
shivers through businessmen in the 
early days of the Depression 

Sometimes it can make or break 
a business. 


Is it needed? 

Management experts tell us there 
are three basic principles to follow 
in establishing inventory levels 
first, they must be high enough to 
give assurance that we can meet 
the needs of our customer 
promptly. Second, they must be 
kept low enough to maintain the 
“liquidity” of the company’s assets. 
Third, they must be at a level low 
enough so that a sudden decline in 
commodity prices will not wipe out 
the business. 
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While this last-named considera 
tion is more applicable to the dis 
tributor or wholesaler than it is to 
the dealer, it is nevertheless valid 

hard though it may be to con 
ceive of a decline in the price of 
anything at this time. It is one 
yardstick that is 
apply. 


fairly easy to 


Experts say it is wise to keep 
inventory below the level of net 
working capital; by doing so, it will 
be possible to qualify under the 
third principle. Net working capi 
tal, being cash plus receivables, is 
liquid that is, it is liquid if a 
company’s credit policies are sound 
and the books don’t contain dead 
wood. Accounts receivable repre 
sent collectible claims against re 
liable people. Cash is cash. But 
inventories represent no claim 
against anyone. Viewed coldly, they 
are valueless until sold. 

By keeping inventory below the 
sum of cash and receivables, it i 
said, net working capital will auto 
matically be sufficient to cover cur 
rent liabilities. 

Looked at in this light, inventor 
becomes much more than just a 
stock of goods. It becomes an in 


tegral part of management poli 


Why use it? 
Why can’t these 
satisfied by taking frequent physi 


principles be 
cal inventories ? 

As any businessman knows, in 
ventories have a way of sneaking 
up on you. Turn your back and be 
fore you know it they have robbed 
you of capital that could be put 


to more useful work and of valu 





able space (how much per square 
foot of floor space is your business 
earning? They will have cost you 
plenty in terms of interest on your 
investment (and if you’ve borrowed 
money lately, you know the amount 
of interest that just a thousand o1 
two worth of stock can pile up in 
a year). They will deplete your 
cash at the very moment it is 
needed most. 

A physical inventory will show 
you what happened. But it can't 
forestall it 

On the other hand, if non-fuel 
inventory is such a small item in 
your balance sheet that doubling 
it wouldn’t make any appreciable 
difference in the liquidity of your 
position, inventory isn’t worth 
worrying about 

In any event, the application of 
the three principles will help you 
establish the fact, one way or the 
other. 

If a perpetual inventory appears 
to be in order, the first step is to 
establish an optimum stock level 
This can only be done by accumulat 
ing experience; but experience, as 
we have seen, can only be applied 
by keeping records on it, and that 
means something akin to perpetual 
So about the best that 


can be done is to use existing stock 


inventory 


levels or to make educated guesses 
and then to adjust as you go. Ad 
justment is one of the keys to 
perpetual inventory system 

Annual turnover is a gauge to 
etting stock levels There 


will be an over-all turnover and in 


use in 
dividual item turnovers. How many 
times per year should this occur? 

Inventory turnover varies from 
business to business. In the 
jewelry and drug business, it pro 
maybe 
In the 


however, you can 


ceeds at a_ snail’s pace 
three or four times a year 
food business, 


stand and watch the stock go by 


Where to use it? 

In the LPG busine 
turnover is difficult to establish 
First there’s fuel. How much stock 
hould 
demurrage to think about if you 
order it by the car. There's tank 
There are the 
easonal dips in demand to think 
about. There's 
There's 
off-peak buying 


optimum 


you have on hand? There's 


investment, too 


customer storage to 


degree days and 


consider 


there’ 












0113-1 
| H360—Sofety 


| relief valve 


TRUCKS AND BUSSES 
TYPE C112—Service TYPE J411—Liquid 


line shut-off valve level gauge. 


a E100-1 — Vapor 


return valve 


FARM TRACTORS 


ALL FISHER LPG EQUIPMENT IS BACKED BY MORE THAN THREE QUARTERS 
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a ~~) 
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LP-Gas Carburetion 
is your Fastest Growing Market... 





VOU CAN DEPEND ON... 


FISHER: 


FOR QUALITY 
LP GAS EQUIPMENT 
AND 


FASTER SERVICE 














If your fuel volume is seasonal... if you’re 
y y 








looking for a real load balancer... look to 
the carburetion field. It’s a big market and 
it’s growing fast year after year—up to 30% 


over last year. 


But, be prepared! This is one market where 
quality control equipment is imperative. En- 
gine fuel systems demand dependability. No 


system is better than its control equipment. 


Consider this— From Fisher you get fast, de- 
pendable delivery service on the best in motor 
fuel fittings at attractive prices—all backed 
by three quarters of a century of engineering 
know-how. Use this service to capture the 


combustion engine market. 


Fully descriptive bulletin No. LP-50 


j f th ki 
TAX! CABS AND CARS 8 yours for the asking 


OF A CENTURY ” ENGINEERING KNOW-HOW... CISHER: 
FISHER GOVERNOR COMPANY tT ni 


Marshalitown, lowa/ Woodstock, Ontario 
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Perpetual Inventory . . 


. It can give 


better per-job cost control 





Obviously, however, fuel inven 
tory 18 more a matter of manage 
ment decision than of record-keep 
ing. It is, 


portant segment of inventory to be 


however, the most im 


considered when applying the prin 
ciples of business management, 
being, as it is, the most responsive 
to price fluctuations. 

Tanks, too, are a unique problem 
that is not strictly one of perpetual 
inventorying. But a sound record 
keeping system is as important in 
tank handling as it is in conven 
tional inventorying. An excellent 
system is the one that was de 
scribed on pages 88 and 90 of the 
May, 1956 issue of BUTANE-PRO 
PANE News (“Monthly Reports 
setter 


Such a system will 


Roadmaps and Guides to 
Operation’). 
help to keep tank inventories close 
to demand. The more complete and 
accurate the records, the less 
“cushion” will be needed 

littings, valves, pipe, and the 
myriad of parts needed in getting 
yas tu the customer can be profit 
ably subjected to perpetual inven 
torying. These are the small things, 
but nevertheless they can be a 
source of loss 
Theis 


what makes them so 


over a period of time 
individual insignificance is 


usceptible to 





losses in quantities. If they pose 
no problems in the matter of keep- 
ing levels ahead of demand, they 
nevertheless can represent direct 
dollar losses if not carefully ac- 
counted for 


Who uses it? 


Where dealers do keep perpetual 
segments of 
stock, they apparently always keep 


inventories on any 


These are the 
No. 1 item in stock, and they watch 


them on appliances. 


these stock levels with an eagle eye. 
As Roy L. Bishop of Magic Gas & 
Appliance Co., Eugene, Ore., says, 
“We would not be without a per 
petual inventory whether we were 
handling two appliances here or 
several hundred carloads.” 

Magic Gas does not, however, 
keep a perpetual inventory on fit 
tings. “It wouldn’t pay,” declares 
Bishop. 

On the other side of the nation, 
J. G. Conrad, manager of Bottled 
Gas Co. of Lynchburg (Va.), 
Perpetual inventories are 
fittings, but a 
“modified” perpetual inventory is 
used for all retail merchandise. 
This entails the use of tickets for 
With them, the sales 
manager can plan his buying. 


agrees, 


not required on 


each item. 


Inventory is an asset that can overnight become a liability 


“He tries to buy in truck-load, or 
split carload quantities, and_ still 
maintain an inventory of 100-plus 
ranges (for example) for the ware- 
house and six offices. The crux of 
the system is for one person to 
handle the paperwork and make 
entries every morning,” Mr. Con- 
rad reports. 


How do you use it? 


Systems for keeping perpetual 
inventories vary with the nature of 
the stocks, but the most widely 
used systems are visible index card 
files. These cards contain all de- 
scriptive data, vendors’ names, 
specifications, delivery lead time re- 
monthly consumption 
consumption 


quired, 
records, and aver- 
ages for quarters and years. 

Another card in the same pocket 
will usually be used for posting 
receipts and sales. Posting is done 
from sales slips, from purchase 
orders or from suppliers’ invoices. 
Overlapping visible pocket edges 
carry colored signals, which can be 
manipulated to reflect stock condi- 
tions and order situations. A small 
cabinet can accommodate an ex- 
tensive file of stock records. 

For inventories having relatively 
little activity, a loose-leaf notebook 
will probably suffice. Preprinted in- 
ventory forms for use with such 
notebooks are readily available 
from a number of national sources. 

What, in the final analysis—and 
quite apart from the capital con- 
trol aspects — can a perpetual in- 
ventory accomplish? 

It can enable a dealer to study 
the flow of certain parts, fittings, 
pipe, etc., eliminate slow-moving 
items and standardize on others. 

It can have a salutary effect on 
employees. Once they are aware of 
the rightened controls, they will 
have more respect for the parts 
they use. 

It will give better per-job cost 
control. 

If you have a _ multiple-outlet 
dealership, it can be used as a tool 
for promoting friendly competition. 
Just as sales are important, so is 
inventory. In the total profit pic- 
ture, it has a prominent 
Tightened inventory controls should 


place. 


be rewarded. 

And for the company as a whole, 
inventory control not only should 
be—but will be—rewarding. e 
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quality proved 
POWELL VALVES 


j FIG. 8375. Bronze “LPG” Gate 


Valve for 400 Pounds W.0.G 


FIG. 86196 — Steel ‘LPG’ Horizo 


Lift Check Valve for 400 W.0.G 


Designed for long life, designed for dependable service 


Consult your Powell Valve distributor for all the facts about quality proved bronze, iron, steel 
and corrosion-resistant valves. For every flow problem . there is a Powell Valve to solve it. 


THE WM. POWELL COMPANY, CINCINNATI 22, OHIO 


...11ith VEAR 
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Liquid meter prover 


now in production 


pkess ED Steel Tank Co., Mil 
; waukee, Wisc., announces it 
is now in production on the na 
tion’s first commercially available 
lL. P. gas liquid meter prover. 
The prototype of this 
was built by the Downingtown 
Iron Works division of Pressed 
teel on a direct government con 
tract for the National Bureau of 
Standards, Washington, D. C., and 


prover 


upon completion was tested ex 


tensively by the Bureau in the 
laboratory and field-tested in the 
Washington area, Virginia, and 
Klorida 

his prover fills a long-felt need 
ince with the increasing popu 
larity of dispensing L. P. gas to 
customers through fluid meters, 
the National Conference of 
Weights & Measures was 
in 1940 to 


procedures for testing L. P. ga 


usked 
study equipment and 
Equipment and 


mete proce 


dures were available for testing 
fuel oil and gasoline meters at 
that time. 

L.. P. gas is a liquid under pres 
sure, and requires a completely 
designed 


clos ed system proper ly 


to operate under the special con- 


ditions created by pressure 


Prover tank expansion, consis 
tency, variations of pressure and 
some of the 


temperature were 


many problems to overcome 
Throughout the following years 
everal methods and theories 


tested and 


were 
evaluated represent 
ing much work on the part of the 
committee on specifications and 
tolerances of the National Con 
ference on Weights & Measures, 
the American Petroleum Institute, 
the Liquefied Petroleum Gas As 
sociation, several state and local 
weights and measures 
National 


Standards and many others con 


depart 


ments, the Bureau of 


cerned with this problem. Every 


64 


Pressed Steel Tank Co.'s liquid meter prover is shown here mounted 


on a 2-wheel trailer with tool box for mobile operation. The trailer 


is equipped with a hitch jack and two rear jacks for accurate 


leveling of the unit before testing a meter. 





one felt the final prover should be 
consistent in performance, safe, 
und simple to operate in the field. 

The efforts of all 
were 


concerned 
brought to a conclusion 
when the existence of the proto 
type and the results of tests by 
the National Bureau of Standards 
were announced publicly at the 
12nd National Conference’ on 
Weights & Measures the week of 


June 3. 


Prover is fully equipped 

This prover operates on the vol 
umetric principle and is composed 
of an ASME code vessel designed 
for 250-lb working pressure. In- 
gauge 
glasses are provided to determine 


tegral upper and lower 
the starting or “zero” point on the 
lower glass and the reading of 
the total gallonage delivered into 
the prover on the upper gauge 
glass. Fifty-three gal. of L. P. gas 
are delivered into the prover for 
testing the meter. Graduated 
scales are provided on the gauges 
to determine the variations of the 
metered input and allow checks 
ugainst established tolerances. 
Charts for correcting gauge read 
ings for temperature and pres 
testing 


sure, procedures, and 


forms for recording data are be 


ing prepared for publication by 
the National 
The prover is equipped with all 


Sureau of Standards. 


necessary relief valves, pressure 
gauge, excess flow check valves, 
shutoff valves, thermometer well, 
levels for establishing levelness 
of unit, strainer, wire braid flexi 
ble connections, extra heavy pipe, 
forged steel pipe fittings and hose 
connections for efficient and safe 
operation. An electrically oper- 
ated LPG pump with 100 ft of 
extension cord is included for 
evacuating the prover back to the 
supply tank. Hoses for vapor 
equalizing and evacuation § are 
provided. Since there is an indus- 
try variation in hose connections 
on supply tanks, a set of the most 
popular hose adapters is included 


Suggested uses 

Most frequent use of this prover 
will be checking the meters which 
are mounted on tank trucks and 
in service stations for dispensing 
L. P. gas to the consumer. Most 
will be operated by 
weights and 


provers 
measures officials 
while some of the larger distrib- 
utors having several tank trucks 
could well use a prover to main- 
within 
their own organizations to guar- 


tain control of meters 
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CAPACITY! 


Delta’s ‘‘Road-light’’ LP-Gas and Anhydrous Am 
monia Trucks and ‘Transports are fabricated to 
give you the lightest, strongest, most economical 
road units you’ve ever used. Giant payload and low 
maintenance costs are achieved through the use of 
the finest lightweight steels, X-rayed, stress-re- 
lieved, sand-blasted, metallized, and radiographed, 
coupled with the use of time-tested, road-tested 
equipment. Each unit is fabricated to meet your 
own needs, and maximum state and code require 
ments. 


Delta ‘“‘Road-light”’ transports offer you a wide 
choice of twin, single-barrel units, blimp or neck- 
down models. Sizes range from 6,000 to 10,500 
W.G.C. Designs are known for their stream-lined 
beauty, durability, and profi- 

table operation. You get more Pais 

for your money in a Delta 

“Road-light”” unit. Ask the 

Delta man. 


DELTA TANK MANUFACTURING COMPANY, INC. 
BATON ROUGE, LOUISIANA 
PLANTS: BATON ROUGE, LA. + MACON, GA. ° BEARDSTOWN, ILL. 
EXPORT OFFICE: INTERNATIONAL TRADE MART, NEW ORLEANS, LOUISIANA 
FABRICATORS OF OjL FIELD EQUIPMENT, MATERIAL HANDLING EQUIPMENT, AND 
PRESSURE VESSELS. 


ENGINEERS: Desirable positions available at Delta Tank for engineers and skilled mechanics 
in many categories. Address inquiries to Employment Manager. 
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antee accurate deliveries to their 
customers. Meter manufacturers 
and repair shops could find a use 
for this 


ure accurate 


proving equipment to as- 
calibration and 
sealing of the meter at the time 
of the original manufacture or 
after 


seal for repairs or maintenance 


having broken the factory 


In view of the varying uses, the 
provers are available with the en 
tire assembly mounted on a steel 


base for permanent installation 
or mounted on a 2-wheel trailer 
with tool box for mobile opera 


tion. In the case of trailer mount 


ing, the trailer is equipped with 
a hitch jack and two rear jacks 
for accurate leveling of the unit 
before testing a meter. 

In order to assure the accurate 
calibration and adjustment of 
this prover unit, each unit will be 
shipped to the National Bureau of 
Standards, Washington, D. C., on 
its way to the ultimate purchaser 
for checking, calibration and seal- 
ing in the Bureau’s laboratory. 
It would then be reshipped di- 
rectly from Washington to the 
ultimate consumer. 


The Bureau makes no charge 


for the certification where the 
ultimate user is a state and the 
state requests the calibration ser- 
vice. In the case of a private pur- 
chaser such as a meter manufac- 
turer, and LPG distributor, or a 
county or city agency, the Bureau 
will make a nominal certification 
charge for the work that it per- 
forms This 
when the meter prover is deliv- 


would mean that 
ered to the ultimate user, it would 
be accompanied by a certification 
as to its accuracy, which certifi- 
cation will be signed by a repre- 
sentative of the Bureau. @ 





Blacksmiths go modern, 


669 LL never go back to a coal 
i forge!” This is the typical 
comment of blacksmith who 
their 


according to Consumers 


have converted shops to 
l.. P. gas, 
(jaservice Co 

Take Wallace Ness, 
the Ness Repair & Blacksmith 
Shop in Fertile, Minn., in the 
heart of the Dakota-Minnesota 


Wheat country, he built his own 


operator of 


lL. P. gas forge 
During the rush season it would 


too 


take Mr. Ness a whole day using 
coal, to sharpen a batch of plow 
“Now,” he 
can do in less than a 


shares. points out, “I 
morning 
what used to take a whole day, 
and have free time in the after 
noon for other repair work. I'd 
never go back to coal.” 

To prove it, he pointed to a 
batch of 30 shares that he had 
sharpened in two hours. 

For years, coal was the only 


fuel for blacksmiths’ shops. A 


The modern blacksmith works at a clean, efficient L.P. gas forge like this one in the shop 


of Wallace Ness, Fertile Minn 


Directly underneath the share at far left of the forge is 


the L. P. gas line (with shutoff valve) and the blower 
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special grade, very hard, was re- 
quired. Today, because of vari- 
ous features, blacksmith coal is 
scarce, and costs about $40 per 
ton. Gus Swenson, who runs a 
shop in Minn., says 
that he has to drive about 50 
miles just to find the stuff. He, 
P. gas. 
What are the main advantages 
of L. P. gas for forges? Mainly, 
the speed with which it 
metal to white heat, ready for the 
Secondly, it is 
much cleaner. There is no smoke, 


Crookston, 


too, has converted to L. 


brings 
forging process. 


dust or ashes. And no coal gas 
smell. 

And where the coal supply for- 
merly had to be carried in from 
the outside, and the ashes removed, 
L. P. gas is simply piped in from 
a supply tank outside, and there 
is no waste material to remove; 
b.. P. 
tible. 

Ness and Swenson differ as to 


gas is completely combus 


the comparative cost of coal, vs. 
L. P. gas. 
ing in fuel (per plow share), be 


Swenson reports a sav- 


sides the saving in time, while 
Ness figures his fuel cost as about 
the same, although this does not 
take into consideration his saving 
in time and effort. 

Swenson says he can average 
12-15 shares per hour using LPG 
forge. With coal, his maximum 
was 4-5 per hour. 

He completed 21 in one hour, 
during one busy session. 

That neither of these “smithies”’ 
would ever go back to coal, how- 
ever, puts L. P. gas out front as a 
forge fuel. wR 
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GENERAL ELECTRIC TWO-WAY RADIO 


LIVES UP TO REPUTATION FOR SAVING MONEY 


Cahall Gas Service Company 
of Harrington finds two-way radio 
does save miles of backtracking 
and hours of overtime 


When Cahall Gas Service Co. first con 
idered the use of two-way) 
their LP delivery trucks, they 


told they could expect radio-equipped 


radio on 
were 
trucks to travel fewer miles and pro 
vide better service to their cu 
ut radio. They were 


tome} 


than trucks with 
told less overtime would be required 
to service those customers phoning 
for rush deliveries of ga 


Six months after they installed 


General Electric two-wa radios on 
four trucks, Mr 


did come true. Rush 


Cahall reported 
these promises 
can be handled by radio 
trucks without 


interrupting their regular route 


calls for a 


equipped almost 


Backtracking has been largely elimi 


nated, and never does a custome! 


have to wait hours for ga Now 
truck 


from the office and do not need to re 
! 


can be contacted immediately 
: ; 
ve long distance 


turn or make expensi 
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phone calls to learn of rush orde 


Overtime is eliminated because radio 


need not go back on 


equipped truck 
the road after they have 
regular 
Mr. Cahall was also 


General Electric Progre Line wa 


comple ted 
tne route 


told that 


the most dependable and economically 
radio available 
Electric 


tandard equi 


maintained two-way 


Only General mobile radio 


ipplies a pment such 
items as controlled reluctance micro 
phones for high fidelity reception, 
and 6600 ted communi 


tube and nd ldual 


erles pre-te 


catlon-type 


AO) ror sates ano service 


if I f ) 


plug-in chassis for long life depend 


ability and low cost maintenanes 


that 


Line two- 


“Out experience prove 


General Electric Progre 
up to all its reputa- 


Cahall 


3B 


‘DWAY nosing 84010 


vay radio live 


tion,” aly Mt 


You, too, can gain all the best advan- 


radio by investigat- 
Klectri« 


financing or 


tayes of two-way 


ing the General Progre 
Line. Broad plans for 


ing are available to help you 


Progress /s Our Most Important Product 
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Giant heat treat furnaces use LPG 


LTHOUGH utility gas is used 
OF accenens the plant, the 
huge Standard Pressed Steel Co., 
Jenkintown, Pa., uses 8000 gal. of 
propane monthly in various heat- 
ing and heat treating processes. 
This is in addition to the LPG 
used in it’s fork lift truck fleet. 

The reason for propane’s popu- 
larity at Standard Pressed Steel 
is its uniform composition. This 
is especially important when pro- 
pane is used as a controlled at- 
mosphere in heat treating. 

When steel products are hard 
ened by heat treating, the heating 
is carried on in an oxygen-free 
controlled gas atmosphere so that 
oxidation, decarburetion and gsoot- 
ing does not take place. The rea- 
son for these precautions is the 
production of a clean product 
with uniform hardness. 

Newest of SPS’s heat treating 
operations using propane are two 
automatic heat treating units set 
up as twin lines for treating more 
than 100,000 threaded bolts and 
screws per hour. The first line 
was completed three years ago 
and was one of the first to use 
automation for heat treating fine 
ly finished parts. The first line 
was so successful that the second 
line, with some improvements, was 
erected. 

The oxygen-free controlled at- 
mosphere used in the furnace is 
prepared in a special cracking 
tube outside of the furnace. Pro- 
pane and air are fed into the 


cracking unit and are heated to 
1950° EF. The resulting reaction 
produces a mixture of 20 per cent 
carbon monoxide, 40 per cent hy- 
drogen and 40 per cent nitrogen. 

The gas mixture is chilled in a 
water-cooled condenser and _ in- 
jected through special inlets into 
the heat-treating chamber under 
a pressure of 10 to 15 oz. 

Precise control over the dew 
point of the gas atmosphere al- 
lows the furnace carbon potential 
to be kept at a level which is even 
with the fasteners being treated. 
This results in uniform parts 
which are neither decarburized 
nor carburized. In fact, it allows 
the treated screws to recover 
small, controlled amounts of car- 
bon that have been lost during the 
processing of the steel. 

The cracking unit was designed 
to handle utility gas, but the sup- 
ply of gas available in Jenkintown 
is a mixture whose composition 
changes from day to day. This 
makes it impractical for use as a 
source of cracked gas. For this 
reason, the cracking unit at SPS 
was converted to handle propane 
which is always of uniform com- 
position. 

No open flame is exposed inside 
the hardening furnace. Heat—up 
to 1600°F—is supplied by burners 
placed inside radiant tubes along 
each side of the furnace. The heat 
generated by the burners radiates 
through the metal walls of the 
burner tubes and raises the tem- 


of Standard 
Pressed Steel Co.'s 
two giant heat treat 


furnaces. 


perature inside the hardening en- 
closures. 

Automatic recorder-controllers 
keep a chart of the conditions of 
temperature, pressure flow and 
rate of movement of screws 
through the line and automati- 
cally shut the line down if a 
breakdown occurs. 

The twin heat treat lines were 
built by the Surface Combustion 
Corp., Toledo, Ohio, around the 30 
ft long radiant-tube hardening 
furnaces. The lines stretch for 
110 ft and are serviced by two 
three-story-high systems for air 
and oil cooling. 

Except for a few extra-large 
sizes made on special order, the 
two lines can heat treat all of the 
standard and aircraft alloy steel 
fasteners made at SPS. Mechan- 
ically, the automated giant con- 
veys fasteners through seven 
stages of carefully timed wash- 
ing, hardening, quenching, tem- 
pering and rust-proofing opera- 
tions. At the end of the line, the 
fasteners are ready for packaging 
and shipment. A complete run 
takes about two hours, with vari- 
ations dependent upon the size 
and type of fastener in each run. 

Several improvements were 
made in the second line as a re- 
sult of experience gained by SPS 
in working for three years with 
the first. The temperature of the 
tempering furnace (which follows 
the hardening and quenching op- 
erations) has been raised from 
1100° F to 1250° F. Bearings in 
the hardening furnace of the new 
line are oil cooled; those in the 
first line were air cooled. The 
new line is automatically lubri- 
cated every eight hours. 

The improvements in the line, 
says Robert Sproat, SPS chief 
metallurgist and supervisor of the 
heat treating department, increase 
the precision and care with which 
SPS fasteners are _ heat-treated 
and handled during the process. 
And propane—clean and uniform 

adds materially to the efficiency 
of the heat treating lines. wv 
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OF RED SEAL LIQUID LP-GAS 
METERS TO MATCH THE 
GROWTH OF YOUR BUSINESS 


a complete LP-gas metering system 
... all accessories included in one 


compact unit 


( Fedturing a truly effective combination 
of vapor eliminator and differential 


valve which reduces load on pump 
and needs no adjustment 


(tox available with Print-O-Meter to 
build customer confidence 


based on famous Red Seal mea- 
suring chamber... only one moving 


element 


( Baiped by unit replacement plan and 
nationwide service centers to keep 


your trucks on the go 


Free Bulletin 779 
shows recommended closed-system 
installation of LP-Gas liquid meters. 


Ask for your copy today. 


RED mt D.GAS METERS 








Accuracy You 'S: (hd bank QO, 
/ Cc 


NEPTUNE METER CO., 19 West 50th St., New York 20, N. Y. Canadian Factory: NEPTUNE METERS LTD. Toronto 14, Ont. 
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SBA issues another aid 
to small business concerns 


Any mall concern 
which has reason to believe that a 
businessman is using methods for 
bidden by the Federal Trade Com 
mission law may complain to that 
Ayency, according to a new Small 
Marketers Aid issued by the Small 
Business Administration 

“The complaint,” says the Aid, 
“may be submitted in any written 
form. It should contain the name 


business 


and address of the people whose 
practices are questioned, together 
with a description of those prac 
tices in as much detail as possible, 
and any evidence that i 
available.” 


readily 


The story of how one Govern 
ment commission protects and pro 
motes competitive business while 
guarding the interest of the pur 
chasing public is revealed in the 
publication Small Business and the 
Federal Trade Commission, No, 24 
in the SBA’s series of Small Mar 
keters Aids 

The latest SBA Aid tells how the 
ETC offers 


able protection 


small businesses valu 
against unfair 
competition by administering the 
Federal Trade Commission Act, 
the Clayton Act, and six other 
related Trade practice 
rules covering 161 different in 
presently in effect 

Among the rights the FTC seeks 
to preserve for 


statutes 
dustries are 
mall business are 


the right to buy as 
competitors, 


cheaply as 
freedom to buy only 
items and quantities needed, and 
freedom to sell goods on the open 
market. 

The story reveals how business 
afeyuarded by the Com 
mission against rigged prices and 
markets, illegal price discrimina 
tion, granting or 


men are 


receiving dis 
allow 
disparagement of competi 
offering 
fake buying advantages, and using 
false and misleading advertising. 
David R. Reel, chief, small busi 
division, FTC, is author of 


criminatory promotional 
ances, 


tors, pirating employees, 


| yy 
~ a a al ey 


the publication. Mr. Reel notes 
that while competition is the life- 
hood of American enterprise, the 
days “of anything goes” are 
past and that legal safeguards 
against unfair competition and 
discrimination are necessary for 
all businesses. 

While the FTC is one of the 
National Government’s most im- 
portant regulatory commissions 
and its work is significant to small 
business, many owners and opera- 
tors of small concerns are totally 
unfamiliar with its work in their 
behalf. 

Copies of this work of the FTC 
may be obtained free from any of 
the Small Business Administra- 
tion’s offices. (See BPN, April 1957 
issue, page 48 for a list of these 
offices.) 


Refrigerators have to 
contain release devices 


Refrigerators shipped in inter- 
state commerce after Oct. 30, 1958, 
will have to contain door release 
mechanisms which meet new gov 
ernment standards designed to les- 
sen the dangers of children becom- 
ing trapped in the appliances. 

The new standards, adopted after 
almost a year of study by the U.S. 
Bureau of Standards, require that 
all refrigerator door release devices 
meet at least one of the following 
three standards: 

1. A force not greater than 15 Ib 
exerted near the latch edge of the 
door from the inside will release the 
door. 

2. A turning movement of not 
more than 5 in-lb applied to a 
knob similar to a conventional 
doorknob will release the door. 

3. An automatic device that per 
mits the door to be opened in ac 
cordance with the first requirement 
operates whenever interior spaces 
are created which would permit a 
small child to enter (by removal of 
trays, etc.). 

The new standard, adopted by 
the U. S. Commerce Department 


under legislation passed by Con- 
gress last year, also requires that 
the safety devices do not impair the 
refrigerator’s ability to preserve 
food, which would thus create a 
health hazard. 

The regulations do not prescribe 
specific release devices. 


New York Times tells 
of huge demand for LPG 

The giant New York Times, often 
referred to as the most influential 
newspaper in America, devoted 
most of the front page of its Sun- 
day, Aug. 11, business and finance 
section to L. P. gas. 

Under a_ six-column headline, 
“Familiar Old Bottled Gas Gener- 
ates Record Demand as Uses Mul- 
tiply,” the article outlined the 
demand for LPG, the many uses 
of the fuel, and LPG’s composi- 
tion and physical characteristics. 
Three huge pictures were used—a 
bobtail truck filling a consumer 
bulk tank at a home, an LPG- 
powered tractor and a_ portable 
bulk tank on a farm, and a pile of 
bulk tanks. 

J. B. Beaird Co. 
special mention as the world’s 
largest producer of bulk tanks. 
(In fact, quick analysis of the ar- 
ticle and photos by the experi- 
enced eyes of the BPN editors 
indicates that the Shreveport, La., 
headquartered tank manufacturing 
concern, now a division of Ameri- 
can Machine & Foundry, should be 
given credit for the article’s ap- 


came in for 


pearance in the newspaper which is 
read by millions around the world. ) 


Lush LPG market seen in 
outdoor heat and steam 


Commercial and industrial users 
of outdoor heat and steam can 
produce a high L. P. gas demand 
if cultivated by LPG dealers, ac- 
cording to M. M. Yarrington, 
Aeroil Products Co., South Hack- 
ensack, N. J. 

Building contractors, 
crews, and 


highway 
warehousemen are 
LPG- 
fired salamanders. Most of these 


prospect ive customers for 


prospects are probably now using 
kerosene, Mr. Yarrington stated, 
but LPG dealers can sell against 
this by calling attention to the 
more positive control, the clean, 
heat, and the 
lighting of L. P. gas. 
Thawing torches should not be 
overlooked as a load builder, Mr. 
Yarrington added. These are used 


sootless instant 
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Look, itS us again... 


Butane Barry and Propane Perry 


. Why the St. Bermard, Perry Py 


"1S a reminder that nows the time 
to fi// storage tanks 


wv Ww 


for Winter, Barry ” 


Yes, now’s the time fo fill your 
storage tanks with Cities Service LP-Gas! 


Because by storing up early with Cities Service LP- 
Gas, you'll have the jump on winter 

Because’ Cities Service gives you a quality advantage 
your customers will appreciate quality exceeding 
NGAA Specifications! Cities Service LP-Gas is made 
in the most modern producing plants and strictly con- 
trolled during production, storage, and transportation 

Because Cities Service gives you the over-all opera- 
tional aid that quickly empties your storage tanks and 


SERVICE!... 


fills those of your customers, old and new 
Because when you receive your order by one of the 
many Cities Service railroad cars or huge trucks, you'll 


realize that here's a supplier you can depend on 


all winter long! 


Because Cities Service cooperates, never competes 
with its distributors. Operates no retail outlets! 


For a winter that tops any you've ever had, talk with 


a representative from our nearest office below 


Part of our name, part of our business 





CITIES & SERVICE 


QUALITY PETROLEUM PRODUCTS 


406 W. 34th Street 
Kansas City, Missouri 


20 N. Wacker Drive 
Chicago, Illinois 


500 Robert Street 
St. Paul, Minnesota 


6611 Euclid Avenue 
Cleveland, Ohio 
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by transit 
departments, and construction 
among others to melt 
sleet, ice and snow from equip 
ment of all kinds. And, large scale 
production of hot water “in the 
open” through use of a portable 
water heater can be a heavy LPG 
load, the Aeroil official added. Con 
crete plants, central mix plants, 
und car washes are only a few 


companies, highway 


Crews, 


users of this type of equipment 

One of the easiest ways to sell 
this equipment and develop a lush 
lL. P. gas load at the same time 
is merely to point out the fact 
that salamanders, portable steam 
plants, and portable hot 
heaters are available in gas-fired 
models, Mr. Yarrington concluded 


Gas range shipments 
trail 1956 totals 


Total industry shipments of yas 
134,200 units in 
July, down 15.7 per cent from the 
159,100 for the same month in 
1956, GAMA announced recently. 
For seven months, the latest total 
is 11.6 per cent below the 1956 
fiyure. 

Manufacturers shipped 12,400 
built-in gas ranges in July to top 
the 1956 figure of 12,300. For 
seven months, the 1957 total for 
yas built-ins is 102,800, or 14.3 per 
cent ahead of the 89,900 shipped in 
the corresponding 1956 period 


ranges came to 


NFPA revises Standards; 
publishes new one 


The National Fire Protection As 
sociation has just four 
tundards of interest to the L.P 
yas industry. 

Standard == on Procedures for 
Cleaning or Safeguarding Small 
Tanks and Containers is new in its 
field and represents authoritative 


released 


information as to best methods of 


72 


water 


against 


Typical of more than 100 L.P. gas equip- 
ment schools conducted by Selwyn-Pacific 
during the past 18 months in the United 
States and Canada is the one held this 
spring at the Wisconsin State Convention. 
Walter Bond, sales engineer for Sel-Pac, 
explains and demonstrates for a large 
class; regulator functioning, pipe sizing, 
vaporization, 2-stage regulation, service 


problems, safety and service tips. 





avoiding fires and explosions when 
welding or doing other work on 
small containers. The cost is 40 
cents, 

Standard for the Installation and 
Operation of Gas Systems for 
Welding and Cutting deals with the 
installation and operation of all gas 
welding and cutting systems and 
‘overs all gases when used with 
oxyyen for welding, cutting, heat- 
ing and heat-treating operations. It 
also provides for the safe storage of 
calcium carbide and gases in these 
processes. Price 50 cents. 

Standard for the Storage and 
Handling of Liquefied Petroleum 
details provisions for the 
safe storage and handling of 1. P. 
vas. Changes in the Standard sre 
the inclusion of a new term “con 
tainer assembly,” L. P. gas refrig- 
erated 


(Cases 


storage systems are no 
longer covered, recognition of the 
1956 ASME Code, the use of ICC 
containers permanently mounted 
on industiral trucks, precautions 
necessary when parking a loaded 
trailer or semi-trailer, and revi- 
sion of several other paragraphs 
for the sake of clarity. This may 
be obtained for 50 cents. 
Recommended Regulatory Stand 
ard for Tank Vehicles for Flamma 
ble Liquids deals with the construc- 
tion and operation of tank trucks 
for highway transportation of all 
flammable liquids. It also details 
special precautions to be taken 
inadvertently intermixing 
various products which has been 


responsible for a number of serious 
fires. 

Intended as a regulatory stand- 
ard to be adopted with the force of 
law, the standard has been widely 
used as a basis of state regulation 
of tank trucks. No limit is placed 
on the size of the truck on the 
theory that the size of all vehicles 
is regulated by other legislation 
and that assuming proper safe- 
guards, it is in the public interest 
to have gasoline and other flam- 
mable liquids handled in a rela- 
tively small number of large 
trucks rather than in a large num- 
ber of small ones. The price of 
this pamphlet is 40 cents. 

To obtain copies of the Stand- 
ards listed write to the National 
Fire Protection Association, 60 
Battermarch St., Boston 10, Mass. 


Texas Co. plans gas plant 
in Four Corners area 


Plans of the Texas Co. to build 
a gasoline plant in the Four Cor- 
ners area to recover and market 
natural gasoline, butane, and pro- 
pane were announced recently by 
L. F. Shiplet of the west Texas 
division of the company’s produc- 
ing department. 

The plant is expected to repre- 
sent an investment of $6-12 million, 
depending on the commitments of 
other oil and gas companies oper- 
ating in the area. Work was ex 
pected to start immediately. 

The plant will be situated deep 
in Utah’s San Juan County, east of 
Montezuma, Wash. 

Propane and butane will come 
out of the plant ready for use, it is 
announced. 

The Texas Co. announcement 
said, “It is contemplated that other 
producers in the field will partici- 
pate in ownership of the plant.” 


Robertshaw awards five 
engineering scholarships 


Five high school graduates have 
been awarded four year scholar- 
ships at leading engineering col 
leges by Robertshaw-Fulton Con- 
trols Co. 

The five 
their superior scholastic record, 
will study electrical and mechani- 
cal engineering. To be eligible, 
candidates had to be residents of 
counties where the company has 
plants. Winners also received cash 
awards. 

The awards, a company spokes- 
man said, are made with no obli- 


winners, chosen for 
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Solves ALL your Gas Venting Problems... 


AMERIVENT (222-2 


GAS VENT PIPE 











Yes, you can rely on AMERIVENT to solve even the toughest 
gas venting problem. That's because AMERIVENT is designed 
and engineered at the factory to solve your installation 
problems at the job-site. 


Don't waste precious time worrying over the ups-and-downs 
of gas vent installations .. stop wrestling with lengthy 
computations, calculations and tables... don't take chances 
on makeshift vents or chimneys. 

Simply install AMERIVENT in accordance with your 
local code requirements. You'll find that’s the sure, “ee 


simple, easy way to solve gas venting problems. 


And AMERIVENT isn’t just safe... it's SUPER-SAFE! 
You'll have no “hot walls” with AMERIVENT no 
condensation damage ...no draft failure...no red-tagged 


jobs...and no high-cost installations. 


Remember — your gas venting problems go up the chimney... 


with AMERIVENT. 


The SNAP-LOCK 


GAS VENT PIPE 





VIE RI / NL LAacwin 


AMERICAN METAL PRODUCTS COMPANY, INC 


610 BAN Ni BOULEVARD .- OS ANGE ES 22. CA f 
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gation on the part of recipients to 
accept future employment 
tobertshaw. 


Winners are: 


with 


jen Pelton, H. M. 
Cox Jr., and Joseph Porter Fort, 
III, all of Knoxville, Tenn. They 
will study at the University of 
Tennessee. Both Pelton and Cox 
are sons of Robertshaw-Fulton 
David McCray, of 
Latrobe, Pa., who will 
Carnegie Tech; and 
Mathews, of 
will attend 
University 


employees; 
attend 
Harry G. 
Ligonier, Pa., who 


Pennsylvania State 


Roney installs bulk 
storage for Gates Rubber 


Dallas, Texas, re 
cently completed another modern 
LVG bulk storage plant for the 
Gates Rubber Co. main plant at 
Denver, Colo 


Roney Ine., 


The plant consists of a 20,000 wy 
storaye tank, piping and building 
to house the pumps, compressor and 
bottle filling manifold. 

The 20,000 wy propane storage 
tank is installed on a rail siding 
adjacent to the main plant neat 
downtown Denver 

The plant is designed with 214 
in. liquid lines and 1% in. vapor 
lines which provide efficient flow to 
save time in filling the 
tank. Tank car unloading requires 
approximately two hours for the 
liquid and two hours for vapor re 


storage 


covery using five hp compressor 

A steel building is used for hous 
ing the cylinder filling manifold, 
pumps and compressor. A motor 
fuel filling station with meter is 


located behind the building for 





Roney Inc. recently installed this LPG bulk 
storage plant at the Gates Rubber Co 
The 20,000 


wg propane storage tank is installed on a 


main plant at Denver, Colo 


rail siding adjacent to the main plant 


fueling LPG operated road trucks. 

Gates Rubber Co. has approxi- 
mately 100 lift trucks operating on 
LPG—both vapor and liquid sys- 
tems being utilized. All cylinders 
are filled accurately by weight 
using a Roney 1210 automatic cyl- 
inder charging manifold in com- 
bination with high differential tur- 
bine type pumps. Cylinders can be 
safely and quickly filled on the 
Roney equipment at the rate of two 
a minute. 


Smallest jet helicopter 
operates on propane 


A new type helicopter, so light 
in weight that it may be mounted 
on the pilot by means of back-pack 
straps, has been unveiled in south- 
ern California following successful 
flight tests. Among its unique fea- 
tures is a propane fuel system sup- 
plying power through jet type 
burners mounted on the rotor tips. 
Five gallons of fuel, carried in 
pressure behind the 
pilot’s shoulders, give the device a 
cruising speed of 50 mph for 30 
minutes, 


containers 


Capable of flying in altitudes as 
high as 10,000 ft, the one-man heli- 
copter is expected to show particu- 
lar value in short range personal 
transportation, and for such special 
services as landing fire fighters in 
inaccessible areas, bringing aid to 
accident victims, ete. Flight direc- 
tion is controlled by a single lever 
coming down in front of the pilot’s 
face. Starter and throttle are of the 
motorcycle type, in the hand grip. 

Petrolane Gas Service Inc., Long 
Beach, Calif., participated in the 
development of the helicopter fuel 
system, and collaborated with Supe- 
rior Tank & Construction Co., Los 
Angeles, in the design of a special 
spherical ‘ station” tank 
with all fittings recessed. This is 
mounted on wheels so it may be 
towed behind a car or truck, and 


‘service 


Inventor Eugene Gluhareff fits his back- 
pack helicopter on licensed pilot Glenn 
Filbert, Petrolane's manager of sales pro- 


motion. 





equipped so it may be parachuted 
from a large helicopter to get oper 
ating fuel for the back-pack heli- 
copters in inaccessible locations. 

The “baby carriage of the 
air” was developed by Eugene M. 
Gluhareff, president of Gluhareff 
Helicopter Corp. Research and test 
ing has been carried on in conjunc- 
tion with McCulloch Motors, a lead- 
ing manufacturer of chain saws, 
lawn mowers, and other small en- 
gine-driven equipment. 


Tuloma establishes sales 
office in Russell, Kan. 


Tuloma Gas Products Co. has 
established a district sales office 
in Russell, Kan., it was announced 
recently by W. R. Thorne, man- 
ager of sales. 

The company’s sales representa 
tive in Russell is A. P. LaBarge. 
He was formerly headquartered in 
Tuloma’s general offices in Tulsa, 
Okla. 

Mr. LaBarge has been with 
Tuloma since the company’s for- 
mation in June 1954. He was 
formerly employed in the L. P. gas 
section of Pan American 
Petroleum Corp. 


sales 


Unique barge will carry 
propane, NH, 


Two of the most unique barges 
on the inland waterways were re- 
cently delivered from the yards of 
St. Louis Shipbuilding & Steel Co. 
In the services of the Simpson Oi! 
Co., Charleston, Mo., these are two 
of six barges designed and out- 
fitted by St. Louis Ship for carry- 
ing propane in nine cylindrical 
high pressure tanks in a hull 175 x 
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on promisés? 


TEXACO LP—Gas Distributors have no supply problem. 








They have a constant source of supply with on-time deliveries! 


call or write TEXACO today.. 


The Texas Company -- the only petroleum company that has successfully 
built up distribution of its quality products in all 48 states — is one of the 
largest producers of LP-Gas 


The same sound and profitable sales policies apply. Distributors are assured 
of (1) a product of highest quality (2) dependable supplies and efficient 
delivery service. Texaco markets only through independent Distributors; 
does not operate outlets of its own. 


Texaco LP-Gas is produced in 25 strategically located areas and is 
delivered in a brand new fleet of tank cars. 

Present distributors find Texaco LP-Gas has immediate acceptance — since 
this product bears the famous, nationally known trade-mark, Texaco, and 


matches the quality of such other well-known Texaco products as Sky Chief 
and Fire Chief Gasolines, Havoline Motor Oil, Marfak, and many others 


You can build a sound and profitable business with Texaco LP-Gas 
Let us tell you how. 


The Texas Company, LPG Sales Division, P. O. Box 2420, Philtower Building, Tulsa , & 
Oklahoma, Dlamond 3-4101 929 South Broadway, Los Angeles 15, California, TRinity 9271. 
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35 x 11 ft.-0 in. Using “standard” 
30,000 gal. water capacity sizes, 
the 250 psi tanks are cradled hor 
izontally in a typical hopper barge 
with six tanks in the hopper and 
three tanks “piggy-backed” on top 

St. Louis Ship designed and con- 
verted typical hopper barges, con- 
tructed by Owensboro Welding 
& Construction Co., by adding 
trusses and saddles, installing the 
tunks and special piping, valves 
and fittings, all to the require 
ments and inspection of the Amer 
ican Bureau of Shipping and the 
[ S. Coast Guard. The cargo 
tanks were made by the J. B. 
Beaird Co 

Because of the light weight of 
propane, the “piggy-back” arrange- 
ment of saddling the tanks per 
mits the use of a smaller barge 
and a more economical draft. 

The four other propane barges 
now under construction will be de 
livered shortly by St. Louis Ship 
to Simpson Oil. 


Industry committee aids 
air conditioning mfr. 


Immediate steps to support the 
yas air conditioning programs of 
all manufacturers in the field have 
been initiated by the American 
Gas Association’s newly-organized 
air conditioning promotion com 
mittee. 

Chairman W. W. 
System Service Corp., New 


Selzer, Colum 
bia Gas 
York, declared at the committee's 
first meeting that pas air condition 
ing presents an enormous potential 
for the industry and that “now is 
the time for immediate action on 
the part of the utilities in sell- 
ing it.’’ 

The committee’s broad program 
is based on coordinating the 
stepped-up efforts of industry re 
search committees, equipment man 
ufacturers, and the promotion or 
ganizations of utility companies. 
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This 80,000 |b pressure vessel was fabricated 
by Master Tank & Welding Co. It mea- 
sured 110 ft long and required 2700 man 
hours to produce. A giant crane hoisted 


the 40 tons of steel into position. 





Master Tank builds plant 
for Liquid Gas Co. 


Current expansion of the Liqui- 
yas Co., Knox City, Texas, include 
the installation of several towers; 
the second and largest to date of 
these major towers was fabricated 
by Master Tank & Welding Co., 
Dallas, and left Master’s pressure 
construction shop recently 
atop two 60 ft flat cars. 

Measuring 48 in, ID to 72 in. ID, 
the loading of this largest pressure 
vessel for the gasoline plant resem- 
bled that of a huge naval weapon, 
and required careful maneuvering 
from the shop to the cars. 


vessel] 


Calif. Liquid celebrates 
its 10th anniversary 


Honoring its founder and presi- 


dent, F. M. Rowles, on the eve of 
its tenth anniversary, California 
Liquid Gas Corp., Sacramento, held 
an open house at its offices and a 
banquet and program at a local 
restaurant on August 3. 

Dick Williams, Kidder, Peabody 
& Co,., a national financial consult- 
ing firm, addressed a group of 160 
customers, employees, and .business 
associates, 

California Liquid Gas, which 
maintains its newly remodeled 
offices and shop facilities at Stock- 
ton Blvd. and Lemon Hill Rd., was 
incorporated when F. M. Rowles 
purchased from C. M. Cerati the 
wholesale fuel business known as 
Jutane Engineering Co. Mr. Rowles 
started with four employees in 1947 
and presently the firm has an aver- 
age payroll of 190 people employed 


in its main offices and at the 35 


company-owned plants located in 
central and northern California. 
The firm has enjoyed a remark- 
able growth, handling in excess of 
25 million gal. of liquefied petro- 
leum products during the calendar 
year of 1956 compared to 5 million 
gal. the first full year of operation. 


Congress to find out what 
Americans want and need 


To determine the true function 
of the American home and what 
American families really want and 
need most in their homes of today 
and tomorrow as a result of new 
living patterns, is the purpose of 
the Congress on Better Living. The 
Congress will take place October 
9-11 at the Shoreham Hotel, Wash- 
ington, D. C. 

A representative cross-section of 
American women, reflecting all 
levels of income, occupation, edu- 
cation, culture, geographic location, 
family size, urban and suburban 
living, will attend this conference. 

These 100 women are the spokes- 
men for their families and for 40 
million American families whose 
views, opinions, and living stand- 
ards they reflect. 

The findings of this Congress is 
expected to serve as an important 
information source to all mass com- 
munication media and to manufac- 
turers and retailers in the home 
building and home furnishing fields. 

The project is under the sponsor- 
ship of McCall's Magazine and will 
be maintained as a continuing pub- 
lic service. 


Bond is general manager 
of Vancouver Island Gas 


Richard M. Bond has been ap- 
pointed general manager of Van- 
couver Island Gas Co., according 
to an announcement by Dr. Harry 
Giovando, president. 

Vancouver Island Gas (a wholly- 
owned subsidiary of Van-Tor Oils 
& Explorations Ltd.) presently has 
pipeline distribution in Nanaimo 
and plans to establish similar dis- 
tribution in population centers 
north of Victoria. The gas now 
being distributed is a butane-air 
mixture. 

Mr. Bond has been administra- 
tive assistant to the chief engineer 
of Bendix Aviation Corp., Bur- 
bank, Calif., and for the past six 
years he has been associated with 
Calor Gas Co., San Francisco. 

In view of Mr. Bond’s extensive 
experience in the L. P. gas indus- 
try it is anticipated that Vancou- 
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the 
word 

is 

really 
getting 
around! 


ROBERTSHAW-GRAYSON WATER HEATER CONTROLS 
now feature the GOOD HOUSEKEEPING GUARANTY SEAL! 


UNITROL 200 


UNITROL 110 





Here’s important news for your water heater 
customers ,...the Good Housekeeping Guaranty 
Seal on ROBERTSHAW-GRAYSON water heater 
controls! What buyer doesn’t recognize this 
value immediately ? Next month, ROBERTSHAW 
GRAYSON will announce their new promotion 
with a colorful full page advertisement in Good 
Housekeeping magazine... read by more than 
101% million homemakers all over America 
LOBERTSHAW-GRAYSON controls on the water 
heaters you sell will give them a great new 
mark of distinction. 

Specify Robertshaw-Grayson Unitrols Today! 


Kohortshaw Fulton * 


CONTROLS COMPANY 
GRAYSON CONTROLS DIVISION * LONG BEACH, CALIFORNIA 





ver Island Gas will enter the field 
of marketing propane and butane. 
Mr tjond will 
Nanaimo. 


headquarter in 


More customers enticed 
with ‘real cool’ menu 


Most popular side order at a 
drive-in restaurant in Las Vegas 
is ait 
taste. 

A specially designed air scoop, 
inserted in the car window, feeds 
cool--or warmed, if it’s that kind 
of a day—air during the stopover. 
It’s believed to be the first such 
individual air conditioning system 
of its kind. 

Flexible tubing links the air 
with an air conditioning 
unit inside the building. An auto 
matic control system devised by 
Minneapolis- Honeywell engineers 
permits the motorist to control the 


conditioning, seasoned to 


SCOOP 


temperature of the air entering 
his car. Other control units, such 
static regulator, 
keep the air constant and at the 
same volume regardless of the 
number of cars being serviced. 

Drive-in manager Bill Brandt 
thought the whole thing up to 
stir up some business. It’s been 
successful 
tomers 


as au 


pressu re 


50 per cent more cus 
since the cooling units 
were installed, 





A football theme ran through all phases 
of the recent J. B. Beaird Co. sales meet 
ing. Colorful pennants, placards phrased 
in football lingo, and other gridiron para 
phernalia decked the ‘locker room’ where 
the sessions were held. Led by “head coach" 
Richard Meisenbach, manager of L. P. gas 
and NH-3 equipment sales, the 22 repre 
sentatives from Beaird's three regional divi 
sions engaged in ‘skull practices’ on team 
strategy, sales records or qame scores, scout 
reports of competition and other sales 


meeting themes 


ee 

Some members of the National LP-Gas 
Council's advertising committee study re- 
sults of a market pattern survey conducted 
by the Council. Purpose of the survey was 
to determine where L.P. gas and appli 
ances are now being sold and where mar- 
keters expect them to be sold in the future. 
Seated left to right, William Ferriss, Termco 
Inc., Nashville, Tenn.; Neile Havens, Uregas 
Service Inc., Moberly, Mo.; and Charles C. 
Wilson, Tappan Stove Co., Mansfield, Ohio. 
Standing: Frank Albanese, Esso Standard 
Oil Co., New York; A. L. Beck, Tuloma Gas 
Products Co., Tulsa, and Howard Heller, 
media director, McCann-Erickson Inc., Chi 
cago, the Council's advertising agency. 





Truck equipment firm, 
H. S. Watson, is sold 


H. S. Watson Co., a California 
concern for 25 years and known as 
manufacturer-distributor of Wat- 
son-Brownie auxiliary truck trans- 
missions and other truck equip- 
ment, was sold to a group of 
officer-employees and other inves- 
tors headed by a San Francisco 
investment firm, Eastland, Doug- 
lass & Co., Ine. 

The main office of the company 
is at Emeryville, Calif., and a 
branch office and plant is located 
in Toledo, Ohio. All operating as- 
stock in the 


sets and business 


were purchased. Operating man- 
agement continues with Frank 
M. House, for many years the 
principal active executive, as 
president, and R. S. Pershing as 
vice president. The company 
name will also continue as H. §S. 
Watson Co. 


Hackney cylinders being 
stocked in two locations 


Immediate shipments of Hackney 
L. P. gas cylinders for fueling in- 
dustrial lift trucks are now being 
made from stocks carried in 
Milwaukee, Wis., and Downing- 
town, Pa. 

A complete inventory of lift 
truck cylinders of various specifica- 
tions, and in four standard sizes, 
are maintained at each location, 
according to an announcement from 
the manufacturer, Pressed Steel 
Tank Co. 

Stocks include 14-lb, 20-lb, 331%4- 
lb and 4314-lb capacity cylinders 
for horizontal mounting; and 14- 
lb and 20-lb cylinders for vertical 
mounting. 


NEWS NOTES 





Anchor Gas Corp., Tulsa, Okla., 
will make and store propane, bu- 
tane, and natural gas at a new $1.5 
million gas manufacturing plant 
now under construction in St. 
Landry Parish, La. Approximately 
12 regular process employees will 
be needed to keep the plant in oper- 
ation when completed. 


In order to more clearly identify 
its name with products manufac- 
tured, Manchester Welding & Fab- 
ricating Co. is now known as Man- 
chester Tank & Equipment Co. No 
ownership, personnel, or company 
policy changes are involved. 


Smith Precision Products has an- 
nounced the appointment of Pond- 
Johnston Inc. as its Southeastern 
distributor for marketing and 
warehousing its products. Smith 
pumps are now available from stock 
at the three warehouses of Pond- 
Johnston Inc., Mobile, Ala., Baton 
Rouge, La., and Miami, Fla. 


Preston Gas Service Inc., Oxford, 
N. Y., has been granted charter of 
incorporation listing capital stock 
of $50,000. Directors: Lyle K. 
Preston, Beth C. Preston, and Nor- 
man W. Preston, all of Oxford. 
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This photograph of the completely 
assembled Empire Central Heat- 
ing Up-Flow unit illustrates the 
big sales feature that means more 


profit for you 

















Keep 10% to 20% more profit 


when you sell and install 


EMPIRE CENTRAL HEATING 


It’s not how much you make, its how much you keep, Service calls are practically eliminated, and service 


that determines whether or not a line is profitable. costs are 75% less. Selling is easier, too. 

Empire dealers keep 10% to 20% more profit because Empire dealers can rely on Empire’s reputation for 
Empire Central Heating units are 100% wired and as quality products at competitive prices. The Empire 
sembled at the factory. Each unit is thoroughly tested line is complete to satisfy all requirements 

and inspected to assure perfect operation. Draft diver See your Empire sales representative and find out how 
ters are built in, and knock-outs are provided for cold you can make a good profit, and keep it. Find out, 
air returns. This means that installation is faster and too, how the Empire C. P. Plan can mean more 


easier, and installation costs are 10% to 15% less profit for you! 


HORIZONTAL FURNACES 


COUNTER FLOW FURNACES 


STOVE COMPANY 


Belleville « Illinois 


JP. FLOW FURNACES 
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Colorado dealers chose 
beauty spot to meet 


The Colorado Liquefied Petro- 
leum Gas Association, with years 
of successful conventions behind it, 
lived up to its high tradition on 
July 21-23 when the Stanley hotel 
in Estes Park entertained dealers 
from all over the state at the an- 
nual convention and trade show. 

The gorgeous, natural setting 
was enough to attract a large crowd 
but there was the additional incen- 
tive of a comprehensive program of 
noted speakers covering vital in- 
dustry subjects, panel discussions, 
the trade show, and social events, 
climaxed by the banquet and en- 
tertainment on the evening of July 
y 4 Be 

Among speakers originally sched- 
uled and their subjects were H. R. 
Smethills on “Financing for the 
Small Businessman”; Floyd Selim, 
Phillips Petroleum Co., on “Load 
Building,” and Walter Cooper on 
“There'll Never Be Another You.” 
Chester Lauck, Continental Oil Co., 
was the featured speaker on the 
first day’s program, and a_ panel 
discussion, headed by J. C. Craw- 
ford as moderator, held forth be- 
tween talks on the last day. 

Officers of the Colorado who were 
responsible for the success of the 
convention are George Cummings, 
president; E. M. Samuelson, vice 
president, and M. H. Abernathy, 
secretary-treasurer. 


Legislative reports 
from New England 


Apparently it isn’t too early for 
the Liquefied Petroleum Gas Asso- 
ciation of New England to be mak 
ing arrangements for its 1958 con- 
vention and trade show. In plans 
already formulated, Bill Holmes 
has been named general vice chair- 
man of the convention, which will 
be held next February 17-19 at the 
Sheraton Park hotel in Washing- 
ton, D. C., but much of the respon- 
sibility will be shared by Lou 
Davis, district secretary. October 
29, this year, the association’s 
annual meeting will be held in Bos- 
ton, when election of officers will 
oceur, 

Mr. Davis has released sum- 
maries of legislative acts of 1957 
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in New England states which affect 
the L. P. gas industry. 

Dealers in Maine are now under 
the supervision of the State fire 
marshal who has been given the 
right to adopt current, accepted 
standards for the industry. This 
also applies to gas utility opera- 
tions. The NFPA standards No. 
58 will apply to LPG operations. 

The Maine sales tax was _ in- 
creased from 2 to 3 per cent this 
year and this affects L. P. gas men 
the same as other retailers. A 
strenuous effort on the part of the 
association failed to get L. P. gas 
exempted. 

Following five years of work on 
the part of the New England as- 
sociation’s legislative committee, 
Vermont has adopted rules and 
regulations founded upon NFPA 
standards 58 and 52. 

In Rhode Island a bill calling for 
establishment of a petroleum con- 
trol board to establish minimum 
and maximum prices on all petro- 
leum products was killed in com- 
mittee, and an unfired pressure ves- 
sel bill which had objectionable fea- 
tures never got out of committee. 





Mel A. Ennis 


Mel A. Ennis, 46, west 
coast secretary of the Lique- 
fied Petroleum Gas Associa- 
tion, died in Seattle, Wash., 
August 17, of a heart attack. 
He was on a business trip 
when stricken. 

A native of Iowa, Mr. En- 
nis was associated with the 
National LP-Gas Council 
from 1952 to 1954, in Chi- 
cago, and in January 1954 he 
became secretary of the 
LPGA’s six western states 
district, with offices at 1355 
Market St., San Francisco. 

Mr. Ennis was a member 
of the Ancient Gassers, an or- 
ganization whose members 
have been identified with the 
liquefied petroleum gas _ in- 
dustry for 20 years or more. 

He resided at 60 Laurel St., 
San Carlos, Calif., and is sur- 
vived by his wife, Dorothy. 











Connecticut’s unfired pressure 
vessel bill failed to pass, but it 
would have exempted LPG contain- 
ers, anyway. 

New Hampshire’s unfired pres- 
sure vessel bill, “which might have 
caused some trouble,” was rejected. 
Efforts are being made to get the 
latest edition of Pamphlet 58 
adopted in place of that of March 
1, 1952, which is now effective. 

Bills in Massachusetts covering 
licensing of installations of heat- 
ing apparatus; prohibiting the sale 
of appliances by gas (or electric) 
companies, and covering inspec- 
tion of heating plants were all de- 
feated. 


Many ways to profit, 
Kansas dealers told 


“Profit” was the theme of the 
12th annual convention and busi- 
ness meeting of the Kansas Lique- 
fied Petroleum Gas_ Association 
held at the Broadview hotel in 
Wichita, September 15-16. Speak- 
ers emphasized that subject in 
their talks and it dominated the 
panel discussion on the first day, 
chairmaned by Si G. Darling. 

While the meeting occurred too 
late to permit a report on the ac- 
tual events in this issue of BPN, 
the program called for addresses to 
be made by Anthony Manhart 
(“Profit Through Good Dealer Re- 
lations’); L. T. White (“More 
Profit Through Better Manage- 
ment”), and Fred Sharpe (“Profit 
Through Salesmanship” ). 

The convention was headed by 
Glen Hamburg, 1956-57 president 
of the association; Tom Akin, vice 
president, and Francis Hoover, sec- 
retary-treasurer. 

The president’s reception the 
first night and the banquet on the 
second evening were social high- 
lights of the meeting. 


J. R. Vaughan named 
Alabama president 


J. R. “Jake” Vaughan is the 
newly elected president of the Ala- 
bama Liquefied Petroleum Gas As- 
sociation, receiving that honor dur- 
ing the July 21-23 convention of 
Alabama dealers in Mobile. He 
will serve with the newly elected 
vice president, J. D. Lay, and Mar- 
garet H. Krueger, reelected secre- 
tary-treasurer. New directors and 
alternate directors from the nine 
state districts were also named. 
Last year’s president was Elbert H. 
Hughes. 
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Ride with the winner! 
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is America’s 
Largest Selling 
LP-Gas, 
the national favorite! 


‘ 

Sen popularity is deserved! Philgas is 
carefully refined to exceptionally high stand- 
ards of quality and cleanliness. It is a prod- 
uct you'll be proud to sell! 

Phillips Petroleum Company maintains a 
trained staff of specialists to assist in setting 
up your LP-Gas operation for maximum 
efficiency and economy, and to advise on 
questions of equipment and safety. Consult 
Phillips concerning your special problems 
of operation or distribution. 


Full scale production, ample storage facili- 


*Philgas is the Phillips Petroleum Company trademark for ties, Phillips fleets of tank cars and trucks, 
its high quality LP-Gas (propane, butane) 


Pinigas 


assure prompt, dependable deliveries. And 
vigorous advertising, both magazine and 
radio, makes it easy to sell Philgas! For 
profits in LP-Gas, write for full information. 


THE ALL-PURPOSE FUEL 
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PHILLIPS PETROLEUM COMPANY 


SALES DEPARTMENT, Bartlesville, Oklahoma 





Offices in: 


HOUSTON, TEX.—1020 E. Holcombe Blvd RALEIGH, N.C 804 St. Mary's St 
AMARILLO, TEX. — First Nat'l Bank Bldg INDIANAPOLIS, IND. —1112 N. Pennsylvania St SALT LAKE CITY, UTAH—68 South Main 
ATLANTA, GA 1428 West Peachtree Street KANSAS CITY, MO 500 West 39th St ST. LOUIS, MO 4251 Lindell Blvd 
THICAGO, ILL.—7 South Dearborn St MINNEAPOLIS, MINN. — 212 Sixth St. South TAMPA, FLA 3737 Neptune St 
DENVER, COLO.—1375 Kearney Street NEW YORK, N. Y.—80 Broadway TULSA, OKLA. —1708 Utica Square 


DES MOINES, |OWA—6th Floor, Hubbell Bidg OMAHA, NEB. — 6th Floor, WOW Building WICHITA, KAN. — 501 KFH Building 
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According to Executive Secre- 


tary James L. Deupree, this con 
vention, like all previous Alabama 
meetings, was highly 


with 215 registered attendants who 


successful, 


profited from the speeches on in- 
ubjects and spent the re 
maining hours in dancing, banquet 
ing, and sight-seeing. The ladies 
were specially entertained at many 
ocial and outing events, 


dustry 


The convention committee, head- 
ed by William R. Ruffles, chairman, 
and Mrs. Krueger, co-chairman, 
provided a comprehensive program 
which included the following speak 
ers and their Karl Gam 
mage, Pan American Fire & Cas 
ualty Co., “Consider the Con 
James L. Chaney, Druid 
Butane Gas Co., “History of Our 
Association’; KE. S$. Kleinmann, 
Dearborn Stove Co., “The Sales 
Value of Public Relations’; Mrs. 
Margaret Krueger, Foley 
Co., “Elements of Cost vs. 


: ubject S$: 


sumer”; 


Butane 
Cost.” 
The guest speaker at the banquet 
was Justin Wilson, of Baton Rouge 
Once every year the Alabama as 
oclation recognizes some dealer 
for outstanding service to his fel 
low dealers and to the association. 
This year the honor was awarded 
to two such men—J. D. Lay, Mar 
hall Butane Co., and Ed Moore, 
Calhoun Butane Co., both of whom 
were praised for promoting har 
mony in their respective district as 
well as in state-wide programs. 


Texas conventions planned 
three years in advance 
Plans for the 1958 Texas Butane 
Dealers Association convention and 
underway 
and the sites for the 1959 and 1960 
conventions and shows 


trade show are already 


have been 
selected as part of a new long 
range planning program recently 
inaugurated by the TBDA. 

By planning years in advance in 
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Dr. K. K. 
lowa State College, discussing quiz papers 


Barnes, agricultural engineer, 


with class at the Midwest L. P. gas engine 
school held July 8-10 at Ames, lowa. 





stead of from one year to the next, 
the most adequate facilities can be 
obtained, Lyle Blanton, chairman 
of the TBDA convention commit- 
tee, stated. 

Dallas will be the locale of con- 
vention and show in 1958, San An- 
tonio in 1959, and Dallas again in 
1960. Result of long-range plan- 
ning, according to Mr. Blanton, is 
the production of better conven- 
tions, and better and more smoothly 
operating trade shows. Hotels can 
arrange large meeting and exhibit 
spaces, as well as blocks of rooms, 
with no overlapping of crowds. 

Work on the 1958 convention is 
already in progress. “There are 
many details requiring long-range 
planning and dozens of loose ends 
to begin gathering,” Mr. Blanton 
said. “By making an early start, 
we are able to iron out all bugs and 
blue print the entire affair,” he 
concluded, 


South Carolina interested 
in LPG truck stations 


The South Carolina LPGA board 

of directors has recently come out 
aggressively for the encouragement 
of dealers to establish motor fuel 
tations at truck stops throughout 
the state. The board members have 
declared that “only by investment 
in development of motor fuel units 
at truck stops can our industry de- 
velop in the Southeast the LPG 
truck fuel potential.” 

And they urge setting motor fuel 
prices which will encourage greater 
sales volume. 

This entire subject was discussed 
in much detail at the September 


6-7 state convention at Ocean 


Forest hotel, Myrtle Beach, where 
Glen Sharp, president of the asso- 
ciation, presided. Jim Raines is 
secretary and handled convention 
details. 


J. David Morrell named 
membership field man 


A. H. Cote, president of the Na- 
tional LP-Gas Council, has an- 
nounced the appointment of J. 
David Morrell as the second public 
relations-membership field man for 
the Council. 

Mr. Morrell will serve as field 
representative in the publicity and 
membership campaign conducted 
by the Council, which functions as 
the advertising and public relations 
organization for the LPG industry. 

The National LP-Gas Council is 
sponsored by the Liquefied Petro- 
leum Gas Association, the Natural 
Gasoline Association of America 
and The Gas Appliance Manufac- 
turers Association. 





J. D. Morrell 


R. J. Munzer 


Munzer is chairman of 
Council committee 


R. J. Munzer, president of Petro- 
lane Gas Service Inc., Long Beach, 
Calif., has been named chairman of 
the National LP-Gas Council’s 
membership committee. 

Mr. Munzer succeeds Harry R. 
Thomas, who has guided the com- 
mittee during an intensive and suc- 
cessful membership campaign. Mr. 
Thomas has served as chairman for 
more than a year. 

Active in L. P. gas industry af- 
fairs, Mr. Munzer served as secre- 
tary of the Western Liquefied Pe- 
troleum Gas Association in 1954, 
and was chairman of the national 
LPGA regional convention in San 
Francisco last year. 

After his from active 
duty, Mr. Munzer was named vice 
president of Andrews Butane Co., 
Long Beach. When the company 
merged with Petrolane Gas Service 
in 1954, he was advanced to execu- 


release 
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The best in Automatic low cost heating for stores — restaurants — factories — 
shops .. . in fact any commercial or industrial heating need. 

Peerless Unit Heaters have genuine customer appeal in their beautiful neutral 
gray-green color . . . modernistic cabinet styling . . . compactness ... economy | 
and quiet operation. 





Combustion chamber is made of ALUMINIZED steel that resists corrosion and 
greatly increases the life of the unit. A choice of fan or blower in all sizes 
from 50,000 B.T.U. to 200,000 B.T.U. 





Peerless gives your customers materially more for their money as well as greater 
heating satisfaction and best of all, more profit and less headaches for you. 






See your Distributor or write us for literature on these rugged and dependable 
Peeless Heaters that all smart dealers handle with pride. 


e | Ake modern fucl 
Bike? THE MODERN HEATER | 


PEERLESS MANUFACTURING DIVISION OF DOVER CORPORATION 
LOUISVILLE 1, KENTUCKY 
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. . . ‘ m tive vice president and general 
Your One Supplier with everything in L.P. gas manager. He was elected presi- 


relate. rNalabdelaelty i +Vestsalelalie| Equipment dent by the company’s board of di- 
rectors in February, 1957. 


National Safety Congress 
to hold annual meeting 


Five days of illustrations in good 
safety practices and constant drill- 
ing of safe operations in the petro- 
leum and allied industries will give 
the usual 12,000 attendants at the 
annual National Safety Congress 
plenty to think about and to carry 
home to their organizations. 

The October 21-25 meeting is 
scheduled for the Conrad Hilton 

| Hotel, Chicago, where 900 program 
“The Loadmaster" LPG Truck Tank | participants, speaking at 300 ses- 
sions on accident prevention, will 
be supported by 200 exhibits of ac- 
cident prevention equipment. 
so, We es ad Me W. W. Colket, coordination engi- 
PASLEY-DESIGNED Truck -. , ‘ — neer, Sun Oil Co. of Philadelphia, 
: will tell about his company’s new 
Tanks (see above and right) way to clean petroleum storage 


were first to feature all tanks safely. Called the absorp- 


. tion method, it is one of many 
controls from one location. speeches that will be geared to the 


All operation is from one petroleum industry. 
point—rear compartment. - Other topics and the speakers 
who will present the information 
include: 
“Restrictive Regulations at Ser- 
vice Stations,” M. E. Woodworth, 
flammable liquids engineer, Na- 


BULK PLANTS Pasley LPG and tional Fire Protection Association, 


. . . Boston. 
Ammonia type installations — a “Traffic Patterns and Safety 


turnkey job or engineering for Problems in Service Stations,” W. 
your own installation. Write, wire E. Splain, assistant chief engineer, 

White Star division, Socony Mobile 
or call. Oil Co., Detroit. 

“Bulk Plant Safety and Opera- 
tion,” an illustrated demonstration 
by D. R. Lockwood, marketing 
safety engineer, Standard Oil Co. 
of California, San Francisco. 

Another talk of interest to dele- 
COLOR —The Modern Trend! gates to the petroleum section ses- 


Pastels By Pasley” Bring your LPG Equipment up to sions will be given by O. C. Haier, 


date. Available in the following safety director, Standard Oil Co. 
colors . . . (write for information) (Ohio), Cleveland, who wil! tell 
about his company’s method of 
Blush Peach Smoky Grey keeping pall ve records in a talk 
Sunshine Yellow Seafoam Blue entitled, “Sohio Serious Injury 
Mustard Lime Wedgewood Green Index.” 
Eureka Orchid Rose Beige The congress is held under the 


auspices of » National Safety 
Lake Blue Desert Rose Luspices of the National ifety 
Council of Chicago. 























Also a complete line of accessory 
equipment. 




















LPG service schools held 
in many states 


The Pasley Mig Dist. (Co. The past summer saw many ser- 


1 Aen 


vice schools in session for LPG 
dealers and their servicemen, most 
of which were conducted under the 


i adie vi, 
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LP Gas cylinders owned by the operating divisions of National 
Propane Corporation are protected with PCCC Aluminum Enamel 
—manufactured by Processed Chemical & Coatings Corporation 
using ALCOA® Aluminum Pigment. Reasons? National Propane 
management reports high coverage; smooth, hard surface, bright, 


PIGMENTED witht 


ALCOA ¥. 
ALUMINUM 


good looks—outstanding service 


under rigorous conditions. We 


suggest your own test. Write for a free sample. See coupon. 


*Trademark of Processed Chemical & Coati 


ALCOA does not make paint, but 
ALCOA Aluminum Pigments are 
used in more aluminum paints than 
any other brand. Special formulas 
have been developed by your paint 
manufacturer to solve individual 
problems. Paints made to these for- 
mulas actually cost less, last longer, 
give utmost protection against heat, 
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cold, sun, rain, smoke and fumes. 

Write today for our two FREE 
booklets, Painting With Aluminum 
and Aluminum Asphalt Roof Coat- 
ings Make Time Stand Still. They 
contain valuable, up-to-date infor- 
mation on all types of aluminum 
paint and aluminum asphalt coat- 
ings. Use the coupon. 


NEW! 
cxe LU “ALCOA THEATRE" 
\ ig) Exciting Adventure 
(AY ALTERNATE MONDAY EVENINGS 


Aluminum Company of America, Paint Service Bureau 
1797-K Alcoa Building, Pittsburgh 19, Pennsyivania 
| would like to have 

Free booklets on aluminum paint and 

roof coatings. 

Free sample of aluminum enamel 

for LP Gas cylinders. 
Name 
Address 


City 





sponsorship of various state LPG 
associations. 

In Oklahoma on September 4-6 
the Oklahoma State university co- 
operated with the association in 
a session at Stillwater which gave 
basic instruction on engine funda- 
mentals, ignition systems, princi- 
ples of LPG carburetion and com- 
parative costs of L. P. gas and 
other fuels 

Four heating schools were held 
in North Dakota, July 16-19 at 
Williston, Minot, Devils Lake, and 
Grand Forks. Firemen of Bis- 
marck staged a fire demonstration 
to show how L. P. gas could be con- 
trolled in the program to which 
they invited LPG men 

The New Jersey LPGA_ spon 
sored a service school which was 
conducted by M. J. Harenchar, of 
Robertshaw-Fulton Controls Co., 
and which was repeated in several 
sections. Subjects covered included 
water heater controls, CP oven con 
trols and thermal-eye burners. 


New fire marshal 
appointed in Oregon 


Governor Robert Holmes, of Ore 
gon, has appointed Hugh H. Earle 
ex-officio State fire marshal. He 
was also named State insurance 
commissioner 

Mr. Earle, who held this same 
office in the ’30’s, succeeds Robert 
BB. Taylor, whose term expired last 
June 30 

The jurisdiction of the L. P. gas 
industry passed to the office of the 
fire marshal in accordance with a 
law passed by the last legislature 
which removed this jurisdiction 
from the Bureau of Labor, where 
it had rested before 





L. P. Gas servicemen who attended Robert 
shaw-Fulton Control Co. service schools 


in New Jersey 


Williams, Shell Oil, 
named on Council board 


The Natural Gasoline Associa- 
tion of America has appointed Er- 
rol E. Williams, Shell Oil Co., New 
York, to the board of directors of 
the National LP-Gas Council. He 
replaces Gordon Fuller, of Shell, 
who has been transferred to the 
West Coast by his company. 

Mr. Williams has been associated 
with the LPG industry for many 
years in retail sales and as a pro- 
ducer 


LPGA names committee 
section chairmen for ‘58 


President Talmage Lovelady of 
the national Liquefied Petroleum 
Gas Association has announced the 
names of standing committee and 
section chairmen for the 1957-58 
association year. 

Committee chairmen and their 
assignments follow: C. A. West- 
brook, Pyrofax Gas Corp., Mill- 
wood, N. Y.—appliance snpecifica- 
tions; F. N. Mabee, W. F. Distrib- 
uting Co., Denver, Colo.—constitu- 
tion and bylaws; J. D. Stone, Gas 
Inc., Lowell, Mass.—convention; 
Ernest Fannin, Fannin 
Phoenix, Ariz.—distinguished ser- 
vice award; and R. R. Johnson, 
Fuelane Corp., Liberty, N. Y.— 
educational. 


sros., 


C. O. Russell, Rapid Thermogas 
Co., Des Moines, lowa—finance; A. 
L. Cain Sr., Suburban L. P. Gas Co. 
Inc., Griffin, Ga.—gas fuel tech- 
nology; H. N. Forman, National 
Propane Corp., New Hyde Park, 
L. I., N. Y¥.—insurance; G. R. Benz, 
Phillips Petroleum Co., Bartlesville, 
Okla.—legislative; R. E. Maloney, 
Calor Gas Co., San Francisco, 
Calif.—L. P. gas specifications; 
and W. R. Sidenfaden, Suburban 
Gas Service Inc., Upland, Calif. 


market research for the industry. 

W. S. Brenckle, Natural L. P. 
Gas Corp., Waukesha, Wis.—mem- 
bership; Mark Anton, Suburban 
Propane Gas Corp., Whippany, 
N. J.—national affairs; E. O. N. 
Williams, Bottled Gas Corp. of Va., 
Richmond, Va.—planning and or- 
ganization; C. J. McAllister, The 
Parlett Gas Co., Waldorf, Md.- 
publicity and publications; E. A. 
Dovenberg, Home Gas Co., Min- 
neapolis, Minn.—safety; R. H. 
Wherry, Southern Propane Prop- 
erties Inc., Jesup, Ga.—technical 
and standards; and ©. W. Guy, 
Texas Natural Gasoline Corp., 
Tulsa, Okla.—transportation. 

Section chairmen and their as- 
signments follow: L. A. Brand, 
Empire Stove Co., Belleville, Tl. 
appliance manufacturers; K. R. D. 
Wolfe, Fisher Governor Co., Mar- 
shalltown, lowa—equipment manu- 
facturers; W. J. Malchiodi, The 
Protane Corp., Cleveland, Ohio 
international; R. J. Munzer, Petro- 
lane Gas Service, Inc., Long Beach, 
Calif.—marketers; and F. A. Rives, 
Superior Tank Corp., Tucker, Ga 

tank fabricators. 

At this time the chairman of the 
producers section has not been ap- 
pointed. 

These men also become members 
of the board of directors for the 
national trade association in the 
butane-propane industry. 

The committees draft policy 
recommendations within their own 
fields of interest. The board, con- 
sisting of state and regional di- 
rectors and other representatives 
and _ officers, determines _ policy. 
Later, the committees put the plans 
into action and direct the activities 
of the executive staff. 

Sectional chairmen head occupa- 
tional groups and represent those 
viewpoints before the national di- 
rectors. 





BPN available on microfilm 


Companies, libraries, agen- 
institutions, with 
viewing facilities, 
can now obtain a microfilm 
edition of BUTANE-PROPANE 
News 

Full information can be ob 
tained from University Micro 
films, 313 No. First St., Ann 
Arbor, Mich. 

Use of microfilm editions 
can Save 


cies, and 
microfilm 


valuable space in 
storing back issues of the 
publication. 
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announces a 


New 


Multi-Flow 
GAS 
FURNACE 


Delivers warm air UP, 
DOWN or HORIZONTALLY... 
Adaptable for every type of 





° ° . e IN BASEMENT 
domestic warm air installation 





WANT ALL 


THE FACTS? 


IN CLOSET 


WRITE TODAY FOR 
LITERATURE 


AND PRICES 


SUNK IN CRAWL SPACE 





GAS LIGHT CO. “KALAMAZOO, ited.» 
World’s Finest Gas Heating Equipment 


Le] 4? Ye 


ways to PROFIT with 


[tilerhead 
CYLINDERS 


WIDE SELECTION 
OF SIZES—TYPES 


There’s economy in one-source 
buying at Weatherhead of the 
cylinders you need... for subur- 
ban homes, mobile homes . 
industrial lift trucks . . . other 
uses. Choose from ICC cylinders 
in 100, 60, 40, 20 Ib. sizes, and 
industrial truck cylinders in 432, 
33'2 and 20 Ib 


FAST FILL 
CYLINDER VALVE 


The higher fill rate, and trouble- 
free features of this newly design- 





ed valve mean savings for you. 
And remember, Weatherhead 
supplies regulators, changeover 
units (manual, automatic and tee- 
check) and all other items that 
are needed for a complete 
bottled gas system. 


21001 VALVE 


LPG 


EASY TO TURN 
HANDWHEEL 


MORE GRIPPING ROOM Cylinders ‘eae 
able 'Mediate} 
erm le 


deprec 


' on long t 
"On fo buy at 
at 

any time. On| 
rental ¢ harge y One 
ders, valy ° 
FAST FILL RATE es, 
120 185. PROPANE PM ‘+ and it’s 
the > tax dec 

Modern way 1 
USINEce 9 
ess &xPansion 


Y avail. 


ase 
e, o 


'ated va 


p- 
©W annua] 


WIDE WRENCH PAD 
: 1Ncly 
and pre 


des cylin. 
Paid freight 
1Uctible. It’s 
Profit through 


Get the full details of this 3-way Cylinder-Profit 
plan. Contact your nearest Weatherhead repre- 


sentative now, or write 
LP-Gas Equipment Division of 


THE WEATHERHEAD COMPANY °« CLEVELAND 8, OHIO 


The Weatherhead Co. of Canada, ltd, St. Thomas, Ont., Canada 


Export Division Cable Address WEATHCO 


AMERICA’S LINE OF LP-GAS EQUIPMENT 





The new Ronson Varaflame meets the 
needs of the cigarette, cigar and 
pipe smoker. Note above how model 
easily adjusts flame height with a 


mere finger-tip motion. 


Butane lighter will adjust to 
any smoker's requirements 


A new butane cigarette 
lighter—the Varaflame—was 
announced recently by Louis 
V. Aronson II, president of 
Ronson Corp. 

An appropriate Christmas 
gift for favored customers, 
the Varaflame is completely 
new in look, feel, and opera 
tion. It uses “Butron” fuel 

Chief characteristics of the 
new lighter are: 

1. Operates for more than 
a year under normal use from 
the patented, all-new Ronson 
Butron Multi-fill cylinder. 

2. No disassembling of 
lighter for refueling. 

3. New patented fuel inlet 
valve for use with the Multi 
fill results in fuel cost one 
fifth that of known foreign 01 
domestic butane lighters. 

4. Flame height is easily 
“finger-tip” adjustable to suit 
any smoker’s needs. 

5. Requires no wick or cot 
ton. 

“It was impossible with 
old-type domestic or foreign 
butane lighters to ‘top. off’ 
(add fuel) whenever desired, 
according to Mr. Aronson. “It 
was necessary previously that 
the lighter be completely 
empty before refueling. The 
Varaflame has exclusive and 
patented features that make 
it now possible to add fuel at 
any time, no matter what 
quantity of fuel remains in 
the lighter.” 

For further information on 
this lighter write Ronson 
Corp., 31 Fulton St., Newark 
ZN. d. 
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For further information on items reviewed in this section use 


the convenient post-paid Readers’ Service Cards 


on pages 91, 92 
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Automatic humidity control 

A furnace with humidity control 
applicable to crop drying or to 
conditioning of agricultural crops 
requiring moisture 
tent for processing is manufac 
tured by Faucher Control Co. Thi 
control set will either reduce or 
increase humidity in the crop. It 
is operated by an element sensitive 
to the content of the 
commodity, regardless of temper- 
ature. Included on both the gas 
supply and the blower is 100 per 
cent safety shut-off. It is adaptable 
to most types of crop dryers, as 
well as to the 
equipment of cotton gins. 


specific con- 


moisture 


moisture contro] 
Circle 1 on Readers’ Service Card 
s 


Aluminum-coated steel hood 


An aluminum-coated steel semi- 
lock hood, which completely 
covers cylinder valves, tubing, 
and regulator, is now being intro- 
duced by Dixie Manufacturing Co. 
This hood won’t jar or twist loose; 
has no moving parts, yet is easily 
removed by serviceman or cus 


OCTOBER, 1957 


tomer. According to 
aluminum-coated 
factured by Armco 


been in the 


steel i 


Steel 


manu 
Corp 
and has company’s 
corrosion yard for 15 years with 
no signs of deterioration 


Cirels , on Reader ’ Ser 


L. P. gas converter 


Production of a L. P. gas cor 


verter, Model 1950, has just beer 


announced by American Liquid 
Gas Corp. The unit which convert 

butane-propane from liquid to di 

gas is designed for use on interna! 
combustion engines up to and in 
cluding 130 hp. It offers both 
primary and secondary regulation 
providing vaporization in two 
stages, before and after primary 
regulation. It 
straight L. P. 
LPG and gasoline systems using 
Algas 1400 


1600 series adapter mixers, hose 


may be used for 


gas or combination 


series carburetor 


Dixie the 


adapter, or for spud-in type in 
stallations with existing gasoline 
The 
equipped with 
manual primer. 


carburetor. converters are 


either electric o1 
( cle 3 on Re aders’ 
et 


Low-priced water heater 


A low-priced water heater has 
announced by Mission Ap 
Corp. According to the 

the Mission 
vlas Deluxe also offers the high 


been 
pliance 
company Diamond 
rate in its 
class, 46.2 gal. per 


est recovery price 
hour (60 
rise). Burner is redesigned, with 
double row of gas ports for in 

sed) =6high = input Available 
zes are 20, 30, 40, and 50-gal 
capacity. 


(oircls , on Reade) 


Relief regulators 


American Meter Co. has 
duced a new 


intro 
series of domestic 
featuring an 


service regulators 


internal mechanical relief valve 
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capable of venting full line capac- 
ity should failure occur, prevent 
ing dangerous downstream pres- 
sures. Designated as Reliance 
Series 1413-A, they are compactly 
designed for ease of installation, 
indoors and outdoors, and provide 
maximum safety under the most 
severe conditions. 


Circle 5 on headers’ Service Card 


Round switch-back thermostat 


Minneapolis-Honeywell Regula 
tor Co. has introduced a residen 
tial switch-back round thermostat. 
Designated T8382 it provides for a 
simple adjustment of a 
wound 


spring 
lowered 
temperature with automatic heat 
pickup at any desired hour. New 
fingertip adjustment tabs allow 
the homeowner to easily select the 
temperature he wants. 


timer to assure 


Circle 6 on Readers’ Service Card 


Four port relief valve 

Factory Mutual 
has officially approved the 7564 
and 7565 four port relief valve 
manifolds, and the 8149B and 
3149G safety relief valves, manu- 


Laboratories 


factured by the Bastian-Blessing 
Co. According to the company, this 
is the first 
relief valve manifold capable of 


instance in which a 
protecting a 30,000 gal. container 


90 


has been listed by UL, and ap- 
proved by Factory Mutual. On the 
Rego four port manifold is a 
feature which permits removal of 
safety valves while the container 
is under pressure. 


Circle 7 on Readers’ Service Card 


Automatic gas water heater 

The Cleveland Heater Co. an- 
nounces a new line of automatic 
gas water heaters to sell in the 
budget price range. To be known 
as the Rex Victor, the heaters will 
be available in two sizes, 30 and 
10-yal., with choice of galvanized 
or glass-lined tank. It is a fully 
equipped heater, and 
liberal warranty, according to 
Cleveland Heater. The 30-gal. size 
(30,000 Btu input) will recover 
23.1 gal. at 100° F rise on L. P. 
vas. The 40-gal. (32,500 Btu in- 
put) recovers 23.5 gph. 


carries a 


Circle 8&8 on Readers’ Service Card 


L. P. gas model truck 

The L. P. gas Model 831 Dia- 
mond T truck now comes factory 
equipped with Century 3C car- 
buretion. These trucks are powered 
by the Hall-Scott LPG engine 
590-BV-1—which develops 256 bph 
at 2800 rpm, substantially more 
than when gasoline powered. 


Circle 9 on Readers’ Service Card 


Gas controls 


A complete line of gas controls 
for gas appliances, furnaces, and 
small heaters has been developed 
by A-P Controls, a division of 
Controls Co. of America. The line 
provides a range of Btu capacities 
for all types of gas equipment with 
a control suitable for any appli- 
ance or furnace. The line includes 
four models: 55, 5010, 5030, and 
5250. Each control is available in 


a variety of inlet and outlet sizes 
and will accommodate pipe or 
tubing. They may be used with 
manufactured, natural, mixed, L. 
P. or sour gases and have a built- 
in large capacity filter (except 
the 5030) to remove gas impuri- 
ties. All controls are AGA, UL, 
and CSA listed. 


Circle 10 on Readers’ Service Card 


Triple-burner salamander 


Wemco Products announces the 
production of a complete new line 
of L. P. gas salamanders. The 
Model SLP has triple burners for 
more complete combustion of the 
gas, eliminating smoke and soot 
and producing more high clean 
heat per Btu input. Equipped 
with 10-in. cast iron deflector and 
100 per cent safety shut-off for 
unattended operation, it will op- 
erate on 1l-in. we pressure. 


Cirele 11 on Readers’ Service Card 


Range eliminates odors 

Now on the market is a gas 
range which is designed to help 
prevent kitchen odors. Manufac- 
tured by Samuel Stamping & En- 
ameling Co., the Suburban Remov- 
A-Top range gives full access to 
the burner box, thus allowing it to 
be thoroughly cleaned and elimi- 
nating unpleasant kitchen 
from that source. An acid resistant 
porcelain enamel] finish has been 
added to the burner box so that it 
can be cleaned with just a damp 
cloth. 


Circle 12 on Readers’ Service Card 


odors 


Furnace available in six sizes 
Six sizes of a new gas furnace, 
ranging from 75,000 to 200,000 
Btu, are available from Perfection 
Industries, division of Hupp Corp. 
Styled along the line of modern 
appliances, the Perfection “70th 
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Anniversary” line can be built-in 
or flush-mounted with zero clear- 
ance. Air return can be from the 
bottom, back or either side. Fea- 
tures include Regulaire with 3- 
stage fire and availability of 
cooling units designed expressly 
to match the heating systems. 


Cirele 13 on Readers’ Service Card 


Gauge for trailer cylinders 

A four-level gauge for trailer 
cylinders which tells when the 
cylinder is full (less vapor space), 
three-quarters full, half full and 
one-quarter full is now available 
from Marsh Manufacturing Co. A 
precision built bleeder gauge, the 
device replaces the “10 per cent 
valve” on 20 lb upright and 8 and 
10 in. diameter horizontal eylin- 
ders. The gauge is controlled by 
four thumbscrews and is machined 
from solid brass. It will withstand 
pressures to 500 psi 


Circle 14 on Readers’ Service Card 


Chemical extinguisher 


A new 2-lb, air-pressurized, 
Model PDC-2A dry chemical fire 
extinguisher is now 
duced by American 
Corp. It is harmless, non-toxic, 
non-corrosive, and packs the same 
fire killing power of four 1l-qt va 
porizing liquid types. It is ap 
proved by the Underwriters Labo 
ratories with a 2-B-( rating 
flammable liquids and electrical 
machinery 


being pro- 
LaFrance 


Circle 15 on Readers’ Service Card 


Commercial water heater 

Ruud Manufacturing Co. is now 
marketing a commercial automatic 
gas water heater featuring a cop 
per-nickel alloy tank. It is de 
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signed for use with natural, 
mixed, manufactured, and L. P 
gases. It can be installed singly 
or in multiples for single or two 
temperature operation. The rust- 
proof CST 80-80 is approved by 
AGA Laboratories as an automa- 
tic storage water heater and as a 
circulating tank water 
Poth 140° and 180° “sanitizing” 
hot water for dish washing can be 
furnished from the single tank. 


heater. 


Circle 16 on Readers’ Service Card 


Regulator 


An appliance gas regulator fot 
mainburner and pilot loads ha 
been announced by Maxitrol Co 
It is designated the RV-30, and i 
designed to fit into small area 
It is of tamper-proof construction 
hermetic type) and cannot be 
field disassembled. The regulator 
maintains accurate regulation at 
the extremely low flow rates en 
countered with tiny pilot 
because of the precision 


flame 
syntnetie 
rubber valve seat, according to the 
manufacturer. Where required, it 
can also be used just for main 
burner loads. The regulator will 
permit an inlet pressure as high 
as one psi. It is available in pip 
sizes of 344 x % in., % x % in 
and '% x ly In. 


Circle 17 on Reade 


Point-to-Point radio 


Bridging telephone service 
terrains where it would be physi 
cally or economically impractical 
to install telephone lines is the 
radio-telephone system developed 
by Allen B. Du Mont Laborato: 
Inc. Designated the Du Mont 
MCA-474-B Three Channel Multi 
plex System, the equipment util 
izes broad-band, point - to 


point 


radio in the ultra-high frequen 


range of 450 megacycles. In addi 
tion operation in the UHF band 
makes the equipment adaptable as 
« broad-band 2-way radio system, 
a multi-channel radio communica 
tions unit, or as the transmission 
facilities for slow-scan industrial 
television. 


18 on Readers’ Service Card 


CLE 


p 


High capacity filler valve 

In order to provide fast filling 
through a “4 in. dip pipe, Fisher 
Governor Co. has developed a high 
capacity fille: Type 
D137. The unit is intended for use 
in ASME containers and systems 
without integral dip pipe. 


valve, the 


Cirel 19 on Readers’ “7 


Space heaters with no vent 

No chimney, no flue, and no 
needed by Subut 
Novent and 
space heaters that 


floor space are 
ban Appliance Co.’s 
Dynavent gas 
mounted in a window 
Approved 
maintain 


are easily 
or in any outside wall 
by AGA, these 
even temperatures from floor to 
Heat is controlled ther 
mostatically by a self 


heaters 


ceiling 
contained 
temperature regulating unit. The 
heaters are made in 35,000 and 
15,000 Btu models 
are: width, 19 
in., depth 23 in 


Dimension 


in., height, 16 
Circle 0 n Peeadey 
EJ 


Portable heater 


Engineering development has 
made possible the new Model 1700 
portable blower heater of the In 
to-Gas Corp. It operates on L. P 
yas, has a heat output comparable 
to a forced air furnace yet weigh 
only 30 lb and occupies only 2‘ 


cu ft of space. The forced ai 
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replace costly 
‘Rule of Thumb”’ 


with “SAFETY SYSTEM” 
GAS VENT TABLES 


Now you can plan your gas vent installations 
without relying on costly and often unsafe 
“rules of thumb”...with the new Metalbestos 
“Safety System” Gas Vent Tables. 


There's no more gamble or guesswork in gas 
vent installation when the “Safety System” 
Tables quickly tell you everything you need to 
know before you ever. go on the job. Handy 
and accurate, they benefit you four ways: 


> you avoid unnecessary material costs 
> you eliminate job-site planning time 
> you install more vents per man hour 


>» you are sure of a safe job every time 


For your FREE copy of the new Metalbestos “Safety System” Gas Vent 
Tables, contact your Metalbestos jobber or write Dept. M-.10 


METALBESTOS suss 


WILLIAM WALLACE COMPANY - BELMONT, CALIF 


Stocked by principal jobbers in major cities. Factory warehouses in Akron, 
Atlanta, Dallas, Newark, Des Moines, Chicago, New Orleans, Los Angeles 


circulation makes this model suit- 
able for all construction work, 
inside or outside, and wherever 
portable heat is needed. Heating 
capacity can be adjusted from 
10,000 to 120,000 Btu/hr. The 
7-*4 in. long, 13-%4 in. 
3-94 in. high. 

Circle 21 on Readers’ Service Card 


model is 2 
wide and ] 


LPG system 

A liquefied petroleum gas fuel 
system has been made available 
as optional power on the new 
Clarklift line of fork trucks man 
ufactured by Clark Equipment 
Co.’s industrial truck division. 
Components of the LPG system 
are interchangeable on all Clark- 
lift models. The system requires 
minimum space and is installed so 
as not to interfere with any func- 
tion of the fork truck. A flexible 
fuel line from the externally- 
mounted tank to the fuel filter 
permits opening of the engine 
hood without disconnection of the 
fuel line. 


Cirele 22 on Readers’ Service Card 


T-1 steel tank-trailers 

Now employed in Fruehauf 
Trailer Co.’s Five Star LPG tank- 
trailer is the new USS “T-1” steel, 
which has three times the yield 
strength of structural carbon 
steel. It has a tensile strength of 
from 105,000 to 135,000 Ib per sq 
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oe micals 


TYPICAL ANALYSIS 
PURITY EXCEEDS 99.85% 
Distillation Range 1.0°C, 
Acetone Content 0.003% Max. 
W ater Content less than 0.1% 


Look for this 

new label—lt's 
y A Issurance 
of high purity 


and uniformity 


CALL OR CONTACT 


Guard your LP-Gas lines 


against hydrates 


and icing with low-cost, 


high-purity 
DU PONT 


METHANOL 


You can protect your system 


hydrate 


custome! 
Methanol to 
Du Pont Methanol i 


LPG. 


purity exceeds 


oluble 


cally with ga | 


able trom 


And you can alway . 
uniformity of Du Pont Methanol 


ind evlindes ivainst 


and icing reduce eTvVvice ¢ ill ind in tire 
good will by adding ce pre ndable Du Pont 
your LP-Gas. 

economical to use onl 
il. is all it takes to protect LO,000 gal. ol 
rely on the quality and 
i product who 

‘It LOO volatile, water 
nonce ive and does not react chemi 


Pont Methanol i 
your Du Pont Chemical Distributor 


QY Ho 


readily avail 


POLYCHEMICALS 
DEPARTMENT 


Better Things for Better Living 


through Chemistry 


“16 © 5 tar orf 


METHANOL 


Liquified Petroleum Gas quality 








THE DU PONT METHANOL DISTRIBUTOR NEAREST YOU 


CALIFORNIA 
Braun Corporation 
Braun-Knecht-Heimann Co 
COLORADO 
The Chemical Sales Co 
FLORIDA 
Jacksonville ..- Apperson Chemical, In 
Miarni Biscayne Chemical Labs., In 
Orlando Lenfestey Supply Co 
Tampa Lenfestey Supply Co 
GEORGIA 


Los Angeles 
San Francisco 


Denver 


Atlanta ical Services, Inc 
ILLINOIS 
Central Solvents & Chemicals Co 
Phillips & Martin Co 
INDIANA 
Ft. Wayne... Hoosier Solvents & Chemicals Corp 
Indianapolis. . Hoosier Solvents & Chemicals Corp 
KANSAS 
Barada & Page, In 
KENTUCKY 
Dixie Solvents & Chemicals Co 
LOUISIANA 
New Orleans . Southern Solvents & Chemicals Corp 


Chicago 
Chicago 


OCTOBER, 1957 


MARYLAND 
eee . Leidy Chemicals Cor 
MASSACHUSETTS 

Howe & French, In 

MICHIGAN 

. + »Western Solvents & Chemicals Co 
nds 
Wolverine Solvents & Chemicals Co 
MINNESOTA 
Lyon Chemicals, Inc 

MISSOURI 
oT Barada & Page, In 
Missouri Solvents & Chemicals Co 
Missouri Solvents & Chemicals Co 

METROPOLITAN NEW YORK 

J 


Baltimore. . 


Kansas ) 
Kansas City. 
St. Louis 


Lyndhurst, N Stoney-Mueller, Inc 
NEW YORK 

Collier Chemicals, In 

Chemical Sales Cory 
Stoney-Mueller, Ir 

Eastern Chemicals, In 

e° Chemical Sales Cory 

NORTH CAROLINA 


Binghamton 
Buffalo 
New York 
Renaselaer 
Rochester 


Durham 


.-Cardinal Products, Inc. 


onto 

Cincinnat Anaco Solvents & Cher ale ( 
Cleveland Ohio Solvents & Che ale Ce 
Toledo Toledo Solvents & Che ile Co 
OKLAHOMA 
Ward Cher 

OREGON 
Van Waters & Rogers, In 

PENNSYLVANIA 

Pittsburgh Vitro Manufacturing ¢ 
TENNESSEE 
Ch 


hapman Chemical € 


Tulsa al & Supply Ceé 


Portland 


Memphis 
TEXAS 
Texas Solvents & Chemicals Co 
Van Waters & Rogers, In 
Texas Solvents & Chemicals Co 
Van Waters & Rogers, ! 
UTAH 
Braun-Knecht-Heimann Ce 
Wasatch Chemical ¢ 
WASHINGTON 
Van Waters & Rogers, Ine. 
Van Waters & Rowers, In 
WISCONSIN 
Milwaukee. Wisconsin Solvents & Che als Corp 


Dallas 
Dallas 
Houston 
Houston 


Salt Lake Ci 
Salt Lake City 


Seattle 
Spokane 
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For further information 


in. As a result of this material 
lreuhauf have beer, 
able to use thinner wall thickness 
and reduce overall weight up to 
5000 |b. The thin-wal] design al 
lows payload increases up to 800 
val. The tank-trailer is 
made to suit 


engineers 


custom 
needs. 


3500 to 


individual 
Gallonaye from 


10,000 


ranges 
With a choice of undercon 
tructions 


including yravity-tan 


dem, air-ride suspension, lube-free 
tandem or multi-rate single axle 
Circle 228 


on Readers’ Service Card 


on these products use Readers’ Service Cards on pages 91, 92 


Trailer heating units 

Carrier Corp. announces the in- 
troduction of the Mobileray, a 
rudiant heater for small coaches 
and travel trailers. It is being 
produced in two models for floor 
mounting or wall installation. 
Both are available with manual or 
automatic controls and can oper- 
ate on natural or L. P. gas. The 
wall-type gives up to 30,000 Btu, 
while the floor-type has capacities 
up to 16,500 Btu. 


Circle 24 on Readers’ Service Card 


HAVE YOU SEEN THE 
SIEGLER PROFIT 
SALES PLAN? 


LP DEALERS THROUGHOUT THE 
COUNTRY ARE JOINING WITH 
SIEGLER TO BUILD 
BUSINESS ON A SOUND AND 


PROFITABLE BASIS! 


LET 
US PROVE IT! 
SEND THIS WIRE 
eutiies 








This deal is too hot to wait! That's 
why we'll pay all charges and 
rush information to you immediately. 


PATENTED AUTOMATIC 


LP GAS HOME HEATERS 


with the miracle 


“TRAVELING FLOOR HEAT 


Top burners 


A greater utensil bottom area 
is covered by the simmer flame of 
a new gas range top burner which 
ends uneven, “hot-spot” simmer- 
ing, according to Geo. D. Roper 
Corp. When the Circle-Simmer 
burner is turned down to _ its 
simmer or lower keep-warm posi- 
tions, Roper says, tiny flames en- 
circle the entire burner head, 
spreading the heat out over a 
wider area. 


Circle 25 on Readers’ Service Card 


TRADE LITERATURE 





Trencher literature 

Charles Machine Works’ Model 
BA Ditch-Witch trencher is de- 
scribed in a folder published by 
the company. A 2-in. wide trench 
can be cut at any variable 2-in. 
depth to 18 in. deep by this model 
which can be transported easily 
in any pickup, according to the 
manufacturer. 

Circle 


16 on Readers’ Service Card 


L. P. gas equipment data 

The Rego division, Bastian- 
Blessing Co., has the revised edi 
tion of its L-100 Catalog ready for 
distribution. It covers the com- 
plete line of Rego L. P. gas control 
equipment manufactured by the 
company. 

Circle 


on Readers’ Service Card 


Tool catalog 

The Weatherhead Co. has pub- 
lished an &-page tool catalog. It 
features the new line of tube 
working tools which Weatherhead 
has added to its line of brass and 
steel tube fittings, hydraulic hose, 
hose ends and assemblies. 

Circle 28 on Readers’ Service Card 


Air conditioning guide 

The air conditioning division of 
American-Standard has published 
full-line catalog on 
winter, summer, and year-round 
residential and light commercial 


a 352-page 
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FAMILY 


aw 


fewer] 0s 


HOME, HOTEL AND MOTEL 
COOKING AND HEATING 


ag RO ea 
a Bie ase hg 


TRAILER COOKING ry 


A well brought-up family, the EPC “Sentinels”, from Dad to Junior, 


have a specific place in the scheme of things 


Dad may be a bif outsize at 420 |bs., but he carries his weight well, 
filling a terrific need in home heating, and is equally at home in motel or 
hotel. Mom, at a trim 100 Ibs. looks after all the cooking, whether at home 
or in the country cottage. The three older brothers are working out equally 
well in the automotive and trcensportation industries and are considered 
highly valuable members of the material handling field. And the junior 
LIFT TRUCK OPERATION 


members of the family are hard at work in the plumbing and construction 


fields and in their spare time help out in summer camps and trailers 


If you'd like to meet the EPC ‘Sentinels’ just write to the address 


PLUMBER MELTING POTS below. They're a real hospitable family and will certainly make you welcome! 


ENGINEERING PRODUCTS OF CANADA LIMITED 


* 5035 Ontario Street East, Montreal, Canada 
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WHY Viking LP Gas Pumps 


sie are Available with 


(f t 
(uy Return-To-Tank Valves 


“tn, wt 


Figure 200 
Truck Mounting Pump 





Return-to-tank valve on 
head showing connection 


for piping 


You will have quieter Viking return-to-tank valves are rec 


pump operation ommended in place of regular safety 


¢ A valve poppet that lasts relief valves for LP-Gas pumping 
longer because it operates 


They permit bypassing of excess 


liquids directly to tank, thus prevent 

thet lee ) 
it last long ing excess vaporizing. If reversing 
ise they operate 
pump rotation, valve and cover plate 
can be switched. Ask your distribu 


hanical seal that 
lasts longer because it tor about Viking pumps with return 


operates in liquid to-tank valves 


See our 
Catalog 
in the 


Cedar Falls, lowa. U.S.A. In Canada it's “"ROTO-KING" Pumps 


See our File in Butane-Propane Catalog 


ry 


ian 


LP 
GAS GAUGE 


ROCHESTER MANUFACTURING COMPANY 
17 Rockwood St., Rochester 10, N.Y 
GAS FOUIPMENT CO... DALLAS, TEXAS ¢ GAS EQUIPMENT SUPPLY CO., ATLANTA, GA 





air conditioning equipment. The 
catalog will be included in the 
1958 editions of Sweet’s Archi- 
tectural and Light Construction 
files which are distributed to 
architects and builders through- 
out the United States. 


Circle 29 on Readers’ Service Card 


Secretarial aid 

A 16-page illustrated brochure 
entitled “Secrets of Secretarial 
Success,” explains how a properly 
organized filing system can enable 
the secretary to save many lost 
hours. Published by Remington 
Rand division, Sperry Rand Corp., 
filing systems discussed include: 
Variadex, Soundex, Subject File, 
and Terminal Digit. The booklet 
aiso contains a list of rules in 
progressive filing. 


Circle 30 on Readers’ Service Card 


Small appliance thermostat 

The model “DK” gas thermo- 
stat controls temperature in a 
range from 70 to 120°F. It is of 
the throttling type. A four-page 
bulletin published by Robertshaw- 
Fulton Controls Co. contains in- 
stallation and cut-away diagrams 
of the Model DK, which has an 
hourly capacity of 50,900 Btu for 
manufactured gas, 75,300 for 
natural, and 210,000 for L. P. gas. 

Circle 31 on Readers’ Service Card 


Mechanical Btu meter guide 


Bulletin 1000 issued by Air 
Conditioning Equipment Corp. 
describes a completely mechanical 
instrument that measures heat in 
thermal units and liquid flow in 
gallons. Known as the Pollux Btu 
Integrating Meter, it can measure 
the heat absorbed by a liquid and 
the heat removed from the liquid. 
It can also measure the heating 
and cooling consumed in individ- 
ual areas. 


Circle 32 on Readers’ Service Card 


Displacement meter folders 
Five bulletins on positive dis- 
placement meter accessories have 
just been completed and are avail- 
able to the industry from Ameri- 
can Meter Co., Inc. The literature 
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Take The 
Sinclair Road 
To 
Sales Success 


.. guided by Sinclair’s “Famous Five” 
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When you turn onto the Sinclair road, 
you're driving straight to a new high 
in sales. Start out by calling on Sinclair today 
for the complete story. Find out about 
this top quality LP-Gas with high heating 
value — moisture and impurities removed. 


Then, make the switch to Sinclair. 


SINCLAIR 


A Great Name in Oil 





\ Listed by Underwriters’ 
‘\ _Laboratories, Inc 


LONE STAR GAS delivers 20% greater load 
in 40% less time with BLACKMER PUMPS 


A three inch Blackmer Model TLGL3 Liquefied Gas pump delivers the 
6,500 gallon load of the Lone Star Gas Company's new propane trans 
port at the rate of approximately 120 gallons per minute. This compares 
with a delivery rate of 40 gallons per minute by the smaller (3,700 gallon) 
transports in the Lone Star fleet, equipped with conventional two inch 
pumps. Unloading time for the larger transporter is approximately 60 min 
utes as compared with one hour and fifteen minutes for the smaller units 


Blackmer Rotary Pumps for handling liquefied gases have an outstanding reputa 
tion for their long-life in service and their low maintenance costs. They feature 


HEAVY-DUTY ANTIFRICTION BEARINGS located on both sides of the rotor and 


completely isolated from the pumpage 


CARTRIDGE.TYPE MECHANICAL SEALS located on both sides of the rotor to 
control shaft leakage and protect the bearings from the pumpage. These seals are 
easily replaced and require no adjustment after installation 


SLIDING VANES which are “self-adjusting for wear’ to maintain high efficiency 
over unusually long periods of service. 


“liquid materials handling”® equipment 


rT a 6 OS 
sLACKME 
=F =, y — . 


INDUSTRIAL, HAND AND TRUCK PUMPS, STRAINERS, PRESSURE CONTROL VALVES 
BLACKMER PUMP COMPANY, GRAND RAPIDS 9, MICHIGAN 


DIVISION SALES OFFICES 
NEW YORK « ATLANTA « CHICAGO « GRAND RAPIDS « DALLAS « WASHINGTON e« SAN FRANCISCO 
See Yellow pages for your local sales representative 


POULTRYMEN CHOOSE SILENT SIOUX 
“enaumvon J | QUALITY GAS BROODERS 


Champion the first gas broeder field tested and 
accepted for both cold and warm room brooding. The 
brooder that sells itself! Features a fully enclosed remov 
able burner, New Dusitmaster Target Pilot, 100% Safety 

Shut-Off, Modulating thermostat control and 
adjustable legs. Circulating and Radiant heat 
under canopy eliminates moisture problems. 


STANDBY OF THE POULTRY INDUSTRY 
FOR 35 YEARS 


Three dependable mode's are offered in the 

Broodmaster series, both Vented and Non 
Vented, from 21,000 to 30,000 BTU input. These 
brooders have all the features that experienced 
poultrymen demand. 100% Safety Shut-Off stand 
ard on all models. Proven the best cas brooders 


SILENT SIOUX CORPORATION Dept. BP107 ORANGE CITY, IOWA 





100 


includes bulletin 200, Base Volume 
Index; bulletin 201, Base Pressure 
Index; bulletin 202, Volume and 
Pressure gauge; bulletin 203, 
Critical Flow Prover; and bulletin 
204, Low Pressure Flow Prover. 


Circle 32 on Readers’ Service Caid 


Loader brochure 


Joost Manufacturing Co.’s new, 
improved Agricat loader, which is 
equipped with an ingenious hy- 
draulically operated bucket tilt 
mechanism, is described in a new 
catalog. The Model F may be 
quickly converted from a loader 
into a light earthmover by re- 
placing the bucket with a blade 
attachment. 


Circle 34 on Readers’ Service ( ard 


Condenser tube information 

A catalog citing specific “case” 
studies and detailed information 
on Wolverine Tube Co.’s Trufin 
Type S/T integrally finned con- 
denser tube has been published 
by the company. The catalog tells 
how the tube extracts more Btu’s 
per foot due to its greater heat 
transfer surface. 


Circle 35 on Keaders’ Service Card 


Managing route sales 


Management of a group of route 
salesmen is a special skill in itself. 
Organization, supervision, planning, 
recruiting and training are only 
some of the problems of the route 
sales manager or L. P. gas dealer. 
Others include compensation, mor 
ale, contests, records and tools. All 
of these subjects and more are 
covered in “Handbook for Route 
Sales Executives,” by Fred De- 
Armond. Its 270 pages are clearly 
written for quick reading. Nomi- 
nally priced. 


Circle 36 on Readers’ Service Card 


Range feature finder chart 

A 6-page reference chart, “Gas 
Range Feature Finder,” recently 
issued by the utilization bureau 
of AGA, shows at a glance the 
availability of various features on 
today’s gas ranges and the names 
of 31 leading manufacturers offer- 
ing them. Special features are 
limited to those which are in 
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For New LP-Gas Dealers 


Another Helpful (p> 
WHITE RIVER | 


Service 


Here's an exclusive White River Service, especially 
valuable for new LP-Gas dealers! 
Send your driver down to pick up your new White River 
truck tank unit. We'll thoroughly explain every feature. We'll show Model 200 
him how to operate it for maximum efficiency and economy. We'll 1300 to 2200 WG 
give him the actual experience of a check-out run over our own 
retail gas route. He'll learn first hand, right on the job. Od 
Our own retail gas business helps you in another impor- 
tant way, too! We know from our own experience what you need in 
design and equipment to cut time and raise profits. We field-test Model 100 
these money-making features first, and then build them into every 1100 to 2300 WG 
model of the White River line. ‘ 


That's why we know these are the world's finest propane mn 
truck tanks, yet they're always priced for unmatched economy. 
Write today for specifications and prices on the complete White 


River line. There's a model and a price to fit your exact needs. Model 150 
1100 to 2300 WG 


(%y. 
WHITE RIVER << tea 


DISTRIBUTORS, inc. aoc ott 308 
Phone 570 BATESVILLE, ARK. 


THE World's Ziyest PROPANE TRUCK TANKS, ALWAYS AT Lowest Prices 
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Once in a while a better 
product is made, and made 
so well, that it becomes 
the standard by which all 
similar products are judged. 


Fa 


The preference that you 


and millions of other 
users have shown for the 
Ritai> Pipe Wrench 
puts on us the responsi- 
bility of keeping it always 
up to the top quality you 
expect of it. 


The Ridge Tool Company, Elyria, Ohio, U.S. A. 


greatest demand. The chart does 
not attempt to show combinations 
of these on specific models. Copies 
are available at 10 cents each. 


Circle 37 on Readers’ Service Card 


Refrigeration booklet 

A 12-payge catalog on refriygera- 
tion and air conditioning valves, 
fittings, and accessories has been 
published by Kerotest Manufac- 
turing Co. It contains illustra- 
tions, sizes and prices of valves, 
fittings, service kits and other 
accessories for every refrigeration 
and air conditioning service. 


Circle 38 on Readers’ Service Card 


Fifty year truck history 

A 12-page, 2-color illustrated 
booklet, entitled “50 Years of In- 
ternational Trucks, 1907-1957,” has 
been produced by International 
Harvester Co., and now is being 
made available to truck owners and 
operators and to others interested 
in automotive development. 


Circle 39 on Readers’ Service Card 


Carburetion literature 


A bulletin just issued by Ensign 
Carburetor Co. deals specifically 
with its new Model XGH 2'% in. 
L. P. gas carburetor with a special 
adaptation for the Holly governor. 
Form No. 7124 explains all the de- 
tails of the carburetor plus _ it 
shows in diagrammatic form the 
installation hook-up and service in- 
structions. 


Circle 40 on Readers’ Service Card 


Venting data 

A statistical analysis of draft 
conditions encountered in venting 
gas appliances is presented in the 
American Gas Association Labora- 
tories publication “A Field Survey 
of Gas Appliance Venting Condi- 
tions, Part II.” The data covers 
widely varying but typical oper- 
ating conditions found in the field. 
The report outlines the statistical 
methods used in evaluating the 
data, the span of draft variations 
and resulting pressure effects and 
compares maximum and minimum 
draft effects. It is available at a 
nominal charge. 


Circle 41 on Readers’ Service Card 
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TEXAS TANK, INC. 


formerly 


Texas Boiler and Machinery Company 





manufacturers of famous 


RED BONNET 


LP-G SYSTEMS 


We have changed our name to TEXAS TANK, 
INC., because it is a shorter name, easier to 
remember, and more accurately describes our 
business. 








Under this new name, and with the same person- 
nel, we will continue to manufacture the widely- 
accepted RED BONNET LP-G SYSTEMS, with all 
the Standard Features, and the EXCLUSIVE PLUS- 
FEATURES that keep us, and our dealers, 
“LEADERS OF THE PARADE". 


Write for Specifications and Quotations 
and join us in a Banner Year! 


3215-17 Hickory Street Dallas, Texas Telephone HA 1-7111 
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BRUNNER 


SINCE 1906 


TRANSFER UNIT 
SAVINGS RECORD 
SPEAKS FOR ITSELF 





look at these 
i $$$ saving facts 


~ GALLONS OF LIQUID REPRESENTED BY is 


VAPOR CONTENTS OF 10,000-GALLON TANK CAR 


COMMERCIAL PROPANE BUTANE 


Gallons 
Recoverable 


Tank Car 
Temp F 


Corresponding 
Pressure-psi 


Tank Car Gallons 


Temp f 


Corresponding 
Pressure-psi Recoverable 





212 540 120 62 204 
18! 4B5 100 43 157 
140 392 80 a7 115 
102 307 60 15.2 85 
72 237 40 5.6 61 
47 175 40 2.1 51 


HERE’S HOW: The Brunner L P Gas Transfer Unit not only 
transfers all liquid to your storage tank but also removes 
and liquifies the gas vapors in the tank car. That amounts 
to one extra tank car of gas from every 20 tanks. 


It's also the economical and efficient way to load tank 
trailers and even discharge into storage tank of ultimate 


consumer, 


WRITE FOR FREE BOOKLET... 


Tells You How To Get Transfer Savings 


CONNECTICUT © MICHIGAN CITY, INDIANA © MARSHALLTOWN. [OWA e«—) RIVERSIDE. CAL 


Dunham-Bush, Inc. 
GAINESVILLE, GEORGIA . LONDON, ENGLAND 


UTICA, NEW YORK 


WEST HARTFORD 


BREWSTER, NEW YORK . TORONTO, CANADA . 


L. P. G. SALAMANDERS 


HIGH PRESSURE LOW PRESSURE 


10 Lbs-85,000 Btu 35 & 86.000 Btus 


Safe, sure & quiet heat. Burns with clear blue flame. Low pres 
sure type (6 to 8 oz pressure) can have automatic shut-off 
Approved in large cities. Designed to be delivered 
knocked down for small space storage. Assembled in a 
few minutes. Ask for free Leaflet No. HE-S-4. It’s 
AEROIL for Winter Heaters Since 1917. 


LOW PRICES 


BIG DISCOUNTS ON 
Wa sthbhlld TO DEALERS 





control 


e PRODUCTS CO., Inc. 
Wesley St., 

So.°Hackensack, N. J. 

4648 S. Western Av. Chicago 9 





Av, Los Angeles 23, 
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Ay 
the trade 


Bastian-Blessing names Engstrom 
assistant vice president, sales 


Ralph H. Engstrom has 
named assistant vice president in 
charge of sales for the Rego divi 
ion of Bastian-Blessing Co. of 
Chicago. The office of assistant vice 
president has been newly created 
as a part of the general expansion 
program of the Rego division. 

Mr. Engstrom moves up from his 
post as sales manager of the divi- 
sion, a position he had held since 
1951. 


been 


Robert Allen ; . Engstrom 
McNamar ’ 


Robert Allen is vice president 
of McNamar Boiler & Tank 


Robert Allen has been appointed 
vice president of MecNamar Boiler 
& Tank Co. according to an an- 
nouncement by James Jackson, 
president. Mr. Allen replaces Basil 
Noble, who has resigned. 

After returning from the service 
in 1946, Mr. Allen joined Southern 
Aircraft Co. as a test pilot. He 
later moved to Squibb-Taylor Co. 
as a sales representative and in 
1951 was made vice president and 
sales manager of the LPG division. 

In May 
Kquipment Co., 
ployed prior to hi 
vice president at McNamar. 


1955 he joined the Gas 
where he was em 
recent appoint 


ment as 


Halket is marketing director 
of Permaglas division 


Two top executive appointments 
and the formation of a new stream- 
lined marketing oryvanization were 
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it takes... 





to come up with a 
new color idea for ranges! 


Give your customers the touch of color they've been wanting! 
Decorator color, smartly used to accent the always-acceptable, 
always-desirable glistening white of Titanium porcelain enamel! 


Many Enterprise ranges are available with Kitchen-Mated Aqua 


row Fe Blue, Ice Green or Chinese Red panels for the backguard, burner 
a, “ie bowls and lower compartment doors 


— And, we are Enterprise-ing enough to help you sell them 
faster. Ask about our new dealers advertising allowance! 


PHILLIPS & BUTTORFF CORPORATION 


Nashville, Tennessee 


Enterprise 
..in its 99th year 

















THE VENTED HEATER 


. that has NO VENT 





* 
COMBINES 
MORE “‘SALES-MAKER"’ FEATURES 
2 THAN ANY OTHER HEATER 
35,000 and 45,000 BIU Models 

FINGERTIP CONTROL TWO UNITS HEAT TWO BEDROOM HOME 
QUICK HEAT RESPONSE BURNS NO ROOM OXYGEN 
EVEN HEAT FLOOR TO CEILING POWER VENTED — NEEDS NO STACK 
HEATS TWO ROOMS EASILY FUEL SAVINGS OF 20 TO 30% 
ATTRACTIVE APPEARANCE LONG LIFE GUARANTEE 
INSTALLED IN WINDOW OR WALL MODERN STYLING 


ADD THIS NEW “NO VENT" HEATER TO YOUR HEATING LINE FOR 1957-58 


It's the new gas heater that overcomes practically every objection to 

space heaters. It's versatility, efficiency, installation and operating SUBURBAN APPLIANCE COMPANY 
economy make it the most practical heater for full or supplementary RSEY 
heating in homes, motels, repair shops, garages, farm buildings, offices WHIPPANY NEW JE SE 

It's ideal for spare rooms, new additions, expansion attics, enclosed TUcker 7-0500 


eee and sun porches 
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The inside story 


of America’s finest 


automatic water heaters 


Glasslined 

and Galvanized 
in Upright 
and 

Table Top 
Models 


The off-center 
flue makes the 
difference 


Travels the Heat Further 





Extra Heavy Tanks 


Helical Heat Retarders 
Extra Heavy Insulation 
f Extra Heavy Outer Shell 
| 

Extra Heavy Bottom Pan 


j 











Combination Thermostat 
and Safety Pilot 


with Built-in Filter 


i, 


JOHN Woop ComPANY 


Heater and Tank Division 
Conshohocken, Pa, * Chicago, Ill. * Red Oak, la. 








REPRINTS 


from BUTANE-PROPANE 


News 


... to help you sell— 
to guide your staff— 


These important articles from past issues of 
BUTANE-PROPANE News are available as 
reprints, while they last, at the prices in- 
dicated. Quantity discounts (same reprint) 
10 to 49 copies, 20% ; 50 copies and up, 30%. 


(Check should accompany order) 


Agricultural 


Agricultural flaming (March, ’56) 16 pages 26¢ 
Whirlwind in a feather 

factory (Nov.,’55) 4 pages 10¢ 
Propane cuts cost of weed 

control on railway rights- 

of-way (March ’56) 2 pages 10¢ 


Industrial 


Plumbers’ furnaces provide 

hot market (April, 56) 6 pages 15¢ 
LPG helps surface Nebraska 

highway (April, 56) 1 page 10¢ 


Power 


America’s leading industries 

use L.P. gas fork lift trucks 

(May,’57) 8 pages 20¢ 

Full report on Chicago’s 1050 

propane buses (July, ’56) 8 pages 20¢ 
Douglas industrial trucks 

show quick saving of con- 

version costs (April, ’56) 4 pages 10¢ 
LPG precools California 

crops (March,’56) 4 pages 10¢ 
Small bus fleet articles 

(San Antonio and 

Wichita) (Aug., & Sept., 56) 6 pages 15¢ 
His “Carburetion Fingers” 

pay off (March ’56) 2 pages 10¢ 


Heating 


This fantastic infra-red heat (March’57) 8 pages 20¢ 
Selling LPG heating beyond 

the mains — the story of 

Cookgas (Nov.,’55) 4 pages 10¢ 
Degree day counter saves 

the day (June, ’56) 2 pages 10¢ 
We can have schools for less 

money, with gas heat (Dec.,’55) 4 pages 10¢ 


General 


Trial by fire (March ’57) 2 pages 10¢ 
Look for new highs in 

LPG sales in ’56 (Jan.,’56) 4 pages i0¢ 
Is the insurance picture 

better? (May,’56) 6 pages 15¢ 
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198 S. Alvarado St. Los Angeles 57, Calif. 
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FAMILY FARE 
= ao OVEN! 





Tired ot halt-baked sales? 
Then stop se lling u hatzits, and start se ling what they do for the wilt hing and oven peeking oe  CVOETY Toast get done exactly right. 
fair lady. Example. the performance of our Family Fare Oven And show off the triple-thick Fiberglas insulation that keeps the 
Families today are larger .. more mouths for mother to feed. So oven hot, kitchen cool plu the bloating Hinge that prevents oven 
tell how she can now cook so much more, so much more easily in door fly-up, and cake flatten-out 
this one giant 26-inch oven... an entire meal for her tribe, or a Emphasize the leisure time she'll gain, too, with the Clock Control 
dinner party for dozens. Wonderful for “carload” baking, too that starts and stops the oven automatically —takes over the prepara 
pi , cakes, cooku to store in the freezer for future use. And she tion of a complete oven meal, while mother takes off 
can count on pertect results every time, thanks to the Red Wheel 
All this added convenience in a pace-saving 36-inch range. Just a 
si heat a gulator few of many attractive M ipic ( hef feature that women find 


Explain how the special Roast-Guide ends fork-testing, clock irresistible... when you use the right approach! 


get GEARED TO GO tor a PROFIT with 
« Red Wheel Regulator 
« Automatic Roast-Guide 


==—- Maoic Che 


» Swing-Out Grolier 


» Outamatic Broiler MAGIC CHEF INC., ST. LOUIS, MO « the GAS RA NGE you can count on in "5 7/ 
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WE PUT THE CONDENSATE TO WORK FOR 
US WHEN WE DESIGNED THE NEW... 


“Farm Boy 


STOCK TANK HEATER 


Let's face it! Condensation has been a 
bugaboo in the stock tank heater field. 
waves The condensate either snuffed out the 
INLET VALVE 
AND 
FLOAT CONTROL 
OPTIONAL 


flame or so much draft had to be 
induced to blow the condensate out of the 
combustion chamber that heating 


efficiency was sacrificed. 


HERE IS HOW WE 
WHIPPED THIS PROBLEM 


BRONTE RIBBON BURNER BLUE FLAME 


c 3% 
r 
}} 
STEAM BOILER COMBUSTION CHAMBER 


Reg. U. S. Patent Office 


Any condensate generated naturally flows back into the 
steam boiler chamber by gravity. The combustion chamber 
causes this to boil instantaneously and the resultant steam 
gives off heat in the heat exchanger area 

You'll make a hit with your farm and ranch customers when 
you sell them the Farm Boy Stock Tank Heater, developed 
and manufactured by TESCO. Write for complete details. 

e 


DISTRIBUTORS NOTE: So we can plan our manufac- 
turing schedules better, we are offering 5% DISCOUNT 
ON ALL ORDERS RECEIVED BY OCTOBER 30 


T E Ss Cc | Incorporated 


1403 EAST 5TH COURT @ TULSA 20, OKLAHOMA 





PAT. PEND. 


It's FOR YOU 


FISK 


TANK TRAILER 
HYDRAULIC 


YES-—-ONE MAN--CAN FRISK your tanks with a FISK trailer. Simple 


to operate and maintain. The hydraulic system does all the work Save 
muasacles—time and money Fisk will transport tanks up to 1260 wg. 


PRICED WITHIN YOUR REACH—WRITE TODAY 
FISK TRAILER SALES 


Mounted route #26, Fond du Lac, Wisc. 


Fine Products Co. 
6240 Ogden Avenue 
Berwyn (Chicago), I!!. 








recently by J. H. 
srinker, general manager of the 
Permaglas division, A. O. Smith 
Corp. 

W. T. Halket was named to the 
newly created position of market- 
ing director for the division. He 
was formerly general sales man 
ager of domestic water heaters. 

J. W. Burleson, formerly gen- 
eral sales manager of heating and 
air conditioning equipment, be 
comes general sales manager for 
the Permaglas division. 

Under the new marketing sys- 
tem, Mr. Burleson; L. V. Marti- 
konis, advertising and sales promo 
tion manager; and H. L. Balthazar, 
manager of marketing services and 
planning, will report directly to 
Mr. Halket, as will new pricing and 
product planning committees. 


announced 


New director of advertising 
for Norge is W. D. Stroben 


The appointment of William D 
Stroben as director of advertising 
for Norge division, Borg-Warner 
Corp., was announced recently by 
Judson S. Sayre, president. 

Mr. Stroben will be responsible 
for national and cooperative adver 
tising on Norge home appliances. 


Ponkey 


W. D. Stroben 


nk 


Dallas Tank Co. appoints 
two to executive positions 

The appointment of C. Edwin 
Ponkey as general manager and 
assistant to the president and of 
Allen M. Peairs as sales manager of 
the newly expanded custom engi 
neering division of Dallas Tank Co. 
Inc., was announced recently by 
Samuel B. Ballen, president. 

Mr. Ponkey is currently presi 
dent and chairman of the board of 
Win-Nar Industries Inc. As gen 
eral manayer of Dallas Tank he 
will be responsible for over-all opet 
ations including the expansion of 
all phases of steel plate fabrication 
at the company’s Dallas plant. 

Mr. Peairs was formerly asso 
ciated with Bethlehem Steel Co., 
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vallons delivered per truck mile! 
WITH MOTOROLA 2-WAY RADIO 


Missouri dealer (with 2 trucks) almost doubles 
national average. 


A bulk truck, a bortle truc k, a service s¢ dan, Motorola 
-way radio, and a realistic business philosophy 1ese¢ 
2 lio, | listic | philosop! th 


Mr. Edmonston about to 
are the tools that have made the Edmonston Gas and ua lt A call driver with rush 


order 
Appliance Co. an extremely successful operation in south- 


eastern Missouri. 


Owner J. C. Edmonston says, “Every call we get is an 
emergency from the customer's standpoint. We look at 
it that way, too. That’s why we invested in Motorola 2-way 
radio — our tanks can get around faster with radio. Aside 
from the money saved by eliminating phone calls and 

) é Farm carburetion business 
saving truck miles, the improved delivery service and gives Edmonston almost 


1-to-1 summer/ winter 


better customer relations is sufficient to pay for the radios pbs 


Mr. Edmonston has actively cultivated the farm carbure- 
tion market, and is almost in sight of a 1-to-1 summer/ 
winter ratio—an ideal setup for any LP-Gas dealer 
During long summer farm workdays, consumption comes 
in spurts, so degree-day records just aren't practical. 2-way 
radio has ‘saved the day” for many a nervous Edmonston 
customer. 


. Drivers can be reached 
Whether you're a 1-truck dealer or a 100-truck dealer 4 anywhere, anytime for 
¢ } ° emergency deliveries 
2-way radio will actually pay you money. Let a Motorola 
Communications Engineer show you how and show 
you why LP-Gas dealers have chosen Motorola 2-way 


radio more often than all others combined. 


MO 7 ORO! A Motorola consistently supplies more mobile and portable 


radio than all others combined 
2-WAY RADIO 


Proof of acceptance, experience and quality. 
The only COMPLETE radio communications service 


specialized engineering... product...customer 
service... parts...installation... 


MOTOROLA COMMUNICATIONS & ELECTRONICS, INC 
A SUBSIDIARY OF MOTOROLA, INC 
TA BOULEVARD ¢ CHICAG 


maintenance... finance...lease. 
“The best costs you less—specify Motorola.” 
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When that ‘tough’ 
customer says... 


@an 
. ‘*sesevsenae, 


| WANT 
REAL 
COMFORT: 


* 
“meee weneaeas.? 





That’s right. Now 
you can promise the 
efliciency and econ- 
omy of gas unit 
heaters combined 
with comfort never 
before associated 
with unit heating. The secret is Keznor’s 
exclusive Flexifemp control system with 
automatic two-speed fan control. In mild 
weather outlet 
temperature and gentle air circulation; in 


Klexilemp means low 


severe weather, more heat and more vig 
orous circulation of the heated air. The 
performance of Reznor FlexiTemp heaters 
approaches that of the finest central heat 
ing systems in meeting the “ideal” require 
ments for continuous air circulation and 
constant Outlet temperature. You can't 
sell real unit heating comfort unless you 
sell Reznor 
Flexilemp controls. For complete details 


because Only Reznor has 


on how this latest Reznor first can help 
sell more heaters and make more money, 
just give your nearby Reznor distributor 
a call 


“REZNOR 


WORLD'S LARGEST SELLING DIRECT FIRED 


Gj SUNIT HEATERS 


Reznor Manufacturing Co., 4 Union St., Mercer, Pa. 
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Heater & Manufacturing Co., 
and Foster-Wheeler Manufacturing 
Co. He will be responsible for de- 
sign and sales of special process 
equipment. 

Four associates have also joined 
the company in Mr. Peairs’ de- 
partment: B. J. Rasco and Harold 
Walker as chief estimators; Jack 
McElvain as head of the drafting 
division, and R. D. Griffin as chief 
of the quality control division. 


Wilmarth promoted to division 
manager of American Meter 


Raymond B. Wilmarth has been 
named manager of the Midwest di 
vision of American Meter Co. He 
vill maintain headquarters at Chi 
cayo, according to C. B. Dushane,. 
vice president in charge of sales. 

Mr. Wilmarth joined American 
Meter as 
Ife became assistant 


a sales engineer in 19236. 
manager of 
the Midwest division in 1946 and 
division engineer in 1951. 

The company also announces the 
appointment of Clifford E. Alden to 
the position of sales engineer for 
the Wynnewood, Pa., sales district, 
and J. P. Wilson III to the position 
of sales representative for the At 
lanta sales district. 


R. B. Wilmarth W. V. Stockton 


Arrive Mete Amer. Meter 


American Meter Co. names 
Stockton Jr. product manager 
W. V. Stockton Jr. was recently 
named product manager for all 
American Meter Co. measurement 
and regulation equipment for the 
lL. P. gas industry, and for Ohio 
Injector Co, lubricated plug valves, 
Dushane Jr., 
Mr. Stockton 


according to C. B. 
vice president, sales. 
will make his headquarters at 
\merican Meter’s new executive 
offices in Philadelphia. 

Mr. Stockton joined American 
Meter as an engineer in 1925 at 
the company’s Albany plant and in 
1929 was named assistant man 
ager. In 1951, he was appointed 
district manager for the 
Philadelphia area, 


sales 


Wolverine Tube appoints three 
sales reps; district sales mar. 

Wolverine Tube, division of 
Calumet & Hecla Inc., announces 
the appointment of an eastern dis- 
trict sales manager and three sales 
representatives. 

F. F. Moore Jr. has been ap- 
pointed eastern district sales man- 
ayer. Mr. Moore has served in sales 
capacities with Wolverine in New 
York and Greater New York for 
the past ten years. For the last 
several years he has been assistant 
district sales manager. 

New sales representatives are: 
George F. Wallace, northern Texas 
and Oklahoma area, with head- 
quarters in Dallas; Robert Allan, 
Grand Rapids, Mich., and surround- 
ing area, with headquarters in 
Grand Rapids; and James  P. 
Moore, Nebraska, Kansas, and the 
western halves of Iowa and Mis- 
souri, with headquarters in the 
company’s Kansas City office. 


Delta promotes Pierce to N. Y. 
sales engineering staff 

The appointment of Merrill L. 
Pierce as a member of Delta Tank 
Manufacturing Co. Inc.’s New York 
City sales engineering staff was an- 
nounced recently by William’ V. 
Rathbone, Delta’s vice president in 
charge of sales. 

Mr. Pierce joined Delta Tank in 
1955 as time study supervisor and 
labor estimator in the company’s 
pressure vessel division. 


on Oe 


~ 
= 


M. L. Pierce 


] 


Darmer will succeed Ginn as 
manager of Coleman branch 

Mark R. Darmer, special as- 
sistant to the sales vice president 
of the Coleman Co. Ine., has been 
named to succeed Leland C. Ginn 
as manager of the Coleman branch 
sales office in Dallas, Texas. Mr. 
Ginn died July 9, only a few weeks 
after he had established the Dallas 
office. 

A Coleman employee since 1947 
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LEGEND: 


i 
' 
rhe Producing Plants 


Underground Storage 





























Other producing points in 
Minnesota and No. Dakota 


Who but UNITED guarantees your peace of mind next 


i et the winter with aboveground and underground storage reserves 


like this? 


“safety spread ia We spread our take from the gas fields across two dozen 


producing points in nine states to ASSURE our ability to 


ot United 's deliver LP-gas on time, anywhere, no matter what! 


Nobody but nobody beats UNITED’s record! If super- 
dependability means anything to you at (brr!) below on a 


LP-gas reserves winter’s night—try UNITED and breathe easy. We have 


more than a gallon stowed away in available reserve for every 


ASSU | oe gallon of gas we contract. 


UNITED controls the means of supply to you. One of the 

our fuel SU [ / largest tankcar transport fleets on wheels backs up our con- 
¥y DP Y. tract to ship your fuel. Quality standards and odorization 
control, of course—none finer. Our existence depends com 

pletely on keeping the bulk gas operator happy. That’s you! 


UNITED PETROLEUM GAS COMPANY 


4820 Excelsior Bivd., Minneapolis 16, Minnesota 


R. J. BELL ROBERT E. HAUGEN sic le iy S. R. NAVICKAS HERB C. KOCH 
1628 Thompson Avenue 901'/2 South Leland y ¢ 1 West St. Albans Road 4527 Haftner Drive 
La Crosse, Wisconsin Des Moines, lowa B Minneapolis 16, Minnesota Fort Wayne, Indiana 


ROBERT E. BOLKCOM~ G. L. STEPHENS , : W. A. STANGE JACK WORSHAM 
805 South Lincoin McBirney Building LeOuts 4B PETA. % RFD No. 2, Box 337 Johnson News Agency Bidg 
Aberdeen, S. D. Tulsa, Oklahoma y ress J Aurora, Illinois 300 E. indiana, Midland, Tex. 
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WEMCO SALAMANDER 
Will You Sell It? 


The NEW L. P. Ga ala 
mander, by Wemeo, offer you 
a product unequaled in its field! 

No Smoke! & No Soot! 

Over 1000 aq. inches of heat 

mg area 

Triple hurne? 

Plus many other outstanding 

feature 

Act now! Be the first in your 
community to market this amaz 
ing new prod ict! 

Drop us a line today for in 
formation on our attractive D 
tributor and Dealer opportuni 


ties! 


WEMCO PRODUCTS 


Lincoln 8-0625-53 E. Ten Mile Rd 
Madison Heights, Michigan ; 
POOOPEROEROROROOROROROORROEECOIOT 


‘ 








for leakproof, 
pressure-tight 
connections 








SEALING 
COMPOUNDS 


Heat and vibration 
proof, non solvent, 
will not shrink, crack 
or crumble, Makes all 
assemblies leak-proof 
and pressure-tight 
Prevents rust, cor 
rosion, joint seizure 


LIQUID WRENCH “ 


AY The super-penetrating 
4 s 5 Me 


LOOSENS 


rusted bolts, nuts, 
screws, ‘frozen’ parts 
Liquid Wrench works 
fast yet is absolutely 
safe for all metals and 
alloys 


At Industrial, Automotive, 
Hardware, Plumbing Jobbers 


RADIATOR SPECIALTY CO. 


a el ee 


Mr. Darmer has served as regional 
ales manager in the Great Lakes 
area and for a time was Coleman 
department manager of an Illinois 
distributing firm. 

He rejoined Coleman last year a 


a special sales representative 


Eimer E. Gay appointed to 
Weatherhead L. P. gas sales 
Klmer KE. 
Gay a8 western sales manayer foi 
the L. P. gas equipment 
of Weatherhead Co. ha 


nounced by 


The appointment of 


division 
been an 
James H. William 
ales manayet 

Mr. Gay will 
ervice activities in the states of 
California, Washington, 
Nevada, and Idaho and will make 
his headquarters at the Weather- 
head office and warehouse in Glen 
dale, Calif 

Prior to Weatherhead, 
Mr. Gay president of 
Petroleum & Equipment Co., Tulsa, 
from 1954 to 1957. He has been 
active in the L. P. gas 


ror 
aqvotl 


upervise sales and 


Oreyon, 


joining 
erved as 


and anhy 
ammonia industry for the 


past 17 years. 


E. E. Ga E. C. Underwood 
Weatherhead Empire 


Empire Stove names Underwood 
its New York representative 
New York State regional sales 
Kmpire Stove 
Underwood, ac 
announcement by 


representative for 
Co. is Emerson C 
cording to an 
L. A 

Mr. Underwood has 
years of experience in the gas heat 
ing industry. He recently was re 
elected to serve his second term as 
secretary of the New York LPGA. 

He will make his headquarters in 
Rochester, N. ¥ 


Brand, vice president 
had many 


Brown Stove appoints four 

new sales representatives 
Brown Stove Works Inc., Cleve 

land, Tenn., announces the appoint- 

ment of four new representatives. 
John T. Wierenga will represent 

the company in western Michigan; 


Henry M. Scott Jr., in northern 
Ohio, including Toledo, Cleveland, 
and Columbus; Hal Kellar, in east- 
ern Pennsylvania; and Edward 
Germain in northern Illinois, in- 
cluding Chicago. 


Former UL engineer joins 
William Wallace Co. 


George R. Cunnington Jr., has 
been appointed to the position of 
research engineer, it was an- 
nounced recently by William Wal- 
lace Co, 

Formerly with Underwriters 
Laboratories Inec., Mr. Cunning- 
ton worked for five years in the 
gases and oils department, test 
ing gas and oil-fired heating equip- 
ment. During this period, he was 
ussigned to the Chicago and Santa 
Clara, Calif., offices of Underwrit- 
ers Laboratories 


Eisaman added to sales force 
of Harrisburg Steel Co. 


The appointment of Keith Eisa- 
man as sales representative in the 
l.. P. cylinder division of Harris- 
burg Steel Co. was announced re 
cently by H. M. Reeser, vice presi 
dent in charge of sales. 

Before joining Harrisburg, Mr. 
Kisaman was serving as a legal 
consultant to the dairy industry in 
Washington, D.C, 


Knierim is manager of heat 
treat sales for Gas Machinery 


Carl O. Knierim has been ap 
pointed manager of heat treat sales 
for the Gas Machinery Co. 

Associated with Gas Machinery 
for 16 years, Mr. Knierim was most 
recently chief engineer for the in 
dustrial furnace division. 

Two other appointments 
also announced by the company: J. 
A. Marotta, formerly chief esti 
mator, to coordinator, and L. P. 
Wolfe to cost accountant. 


were 





Robert Marold 





Robert Marold, 
Service, Sparks, Nev 
July 25. 

Mr. Marold was formerly secre 
tary-treasurer of the Nevada LP 
Gas Dealers Association, as well as 
the immediate past president of the 
group. 


Valley Propane 
, died suddenly 
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Butane, Propane 


POW 


® INSTALLATION 


CARBURETIONeservicine 








POWER SECTION 


Before conversion to propane, Caird Engineering Works’ materials 
handling operations had to stop for several days every six months 
while an expensive reconditioned engine was put into the 5-ton 
Hyster. Since conversion to propane two years ago, the unit 
has never been in the shop once. Add to this the fact that oil is 
now changed once a year instead of once every few weeks, and 
it is easy to see why shop foreman Chester Featherly says: 


“Our switch to propane was the best 


materials handling move we ever made’ 








lypical cylinder installations, Note “smooth-grip” double curled handle. Four standard sizes of removable ICC 


cylinders available: 14-, 20-, 
nently mounted ASME tanks also available, 


Sturdy dip tubes won't break loose from vibration, Smooth, 
scale-free interior, Accurately designed gauge. 


44'4- or 44'4-pound capacity (propane), in vertical and horizontal models. Perma- 


Universal multiple spud permits any valve arrangement, Cylinders 
also stocked with filler valve and maximum liquid level gauge. 


Cash in on the new LP-Gas market 
with HACKNEY lift truck cylinders 


The big switch is to LP-Gas for lift trucks. More and 
more Operators recognize LP-Gas as the fuel that 
boosts engine efficiency, reduces maintenance and fuel 
costs, eliminates objectionable exhaust fumes. By sell- 
ing Hackney LP-Gas cylinders to lift truck and tractor 
owners, you're tapping a big source of profitable sales. 

Hackney lift truck cylinders practically sell them- 
selves! They're built extra strong without extra weight, 
and are designed for easy servicing. The complete 
Hackney line includes both removable cylinders and 
permanently installed cylinders. Eight models avail- 
able for prompt shipment from stock, 

Write for additional information, 


Preferred design features boost 
lift truck cylinder sales 

@ Comply fully with requirements of NBFU Pamphlet 
No. 58, and ICC-4B and 4BA-240 specifications. 

@ Two-piece construction with single circumferential weld 
for extra strength without excess weight. 

@ Ruggedly built. Special protective collar safeguards 
valves. 

®@ Standard models provide liquid service, relief valves 
and visible float gauge. 

@ Conveniently grouped valves and fittings for fast, easy 
servicing. 


Pressed Steel Tank Company 


Manufacturer of Hackney Products 


148; South 66th Street, Milwaukee 14, Wisconsin 


Branch offices in principal cities 


LP-GAS CONTAINERS FROM ONE POUND TO 30,000 GALLONS 


fuel tanks for 


cylinders systems trucks and tractors 


imate ML) 4 


tank trucks bulk storage tanks 
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By SELMA FINNEY 


YAIRD Engineering Works, 
Cc Helena, Mont., had a _ real 
problem in the operation of its 
gasoline-powered 5-ton Hyster in- 
dustrial truck. The truck, 


used to move heavy steel plates five 


which is 


hours each day, was laid up several 
days every six months. 

nto the 
shop, a reconditioned motor had to 
be installed 


Each time the unit went 


and a general minor 
overhaul 


Cost 


was given to all other 


parts. was several hundred 


dollars. 
And the oil picture was far from 
bright. 


An oil change was neces- 


sary every three or four weeks and 


a quart of oil was added every 


seven days. 


Although 


wouldn't do 


Caird Engineering 


without its mammoth 
yard helper, the overhaul and oil 
problems were a nuisance and the 
from small 


cost was fat 


Two years ago, the Hyster 
converted from gasoline to propane. 
Conversion 


was made at the sug 


gestion of R. C. Bowers, owner, 
Helena. Cost 


POOR 
$2355 


Helena Propane Co., 
of the 
conversion time was 
day. A 
installed at the rear of the driver’ 


conversion Was and 
less than one 


75 gal. propane tank wa 


straight pro 
Model R 


eat and an Ensign 


pane carburetor with a 


converter was used 

The unit, which was formerly in 
the shop every six months, has not 
heen in the shop the last two yea) 
during which propane has been 
used. Oil is changed once each year 
and 


added 


instead of every few week 


only two quarts of oil are 
during the entire year. 
“Our 


gasoline,” says 


switch to propane from 


Chester Featherly, 
foreman, “was the 


shop greatest 


materials handling 


that has 


improvement 


happened at this plant 


EN field report 


OCTOBER 


1957 


Formerly, the Hyster needed motor 


repair most of the time Now it 
never needs it. 


“When 
unit 


that the 


is used five out of every 


you” consider 
eight 


work hours, it is easy to unde 


what a day or two layup 


Mr. 


“The fact that we have had no lay 


stand 


means,” Featherly continued 


up for two years has meant hun 


dreds of dollars to us.” 


Shop foreman Featherly points to the Ensign 
converter which was installed Total « 


Featherly says 


ron under $250. This includes 
full time charge for shop labor doing the wo 


The cost of making the conve 


sion is saved twice each year, the 
shop foreman stated, by not having 
to make an engine 
Add to this the 


time and the saving in oil 


replac ement 
saving layup 
ind we 

profit 


come out with a tremendou 


on this one unit alone, he remarked 
With the 75 gal 
added 


Hyster is 


tank, propane i 
month, and the 


ready to roll i] 


once each 


Chester 
points to the 75 gal 


Featherly 


propane tank which 
was installed at the 
rear of the Hyster 
just behind the driv 
er's seat. This tank 
hold sufficient fuel 
to run the Hyster 
for approximately 


one month 


straight propane carburetor with Model R 


ost on making the change from gas to propane 


the 75 gal. tank, carburetor and all and 


re 
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Oil field pumping engines offer an excellent market for propane 


High Gg Ilo Gg i 

Kansas and (the larger portion) 
from Cities Service underground 
storage at Hutchinson, Kan. There 


the Kansas oilfields (“i essa 


some product is shipped in by rail 


Works 40-mile radius territory 


Three “bobtails’” are used for 


By J. ARTHUR THOMPSON delivery of gas over the territory 


YTECKEL’S INC., Russell, Kan tractors, and trucks of oil well 
Ss operates in a county with a ervicing firms. In the wheat fields 
population of only 13,800) people, he has farm tractors and a start 
and competition from natural gas has been made on irrigation pump 
lines and Il other LPG deale ing 
Yet, last year the firm sold 1.5 An L. P. gas carburetor dis 
million gal. of L. P. gas. That rep tributor himself, Mr. Steckel’s car 
resents more than 100° pal. for buretion load, which has become 
every man, woman, and child in the his major LPG consumer, was built 
county through salesmanship alone. 

Obviously, such a load is not Mr. Steckel has his bulk plant a 
domestic only. ©. J. Steckel ha couple of miles outside of town on 
built a high summer gallonag Highway 40 and has a_ storage 
among power users in the oil field capacity of 45,000 gal. He has two 
and wheat fields of Kansa In the transports, one of 5500 gal. and C. J. Steckel 
oil fields, he supplies L. P. gas to another of 5900 gal. He hauls his Steckel’s Inc. 
oil well pumping unit il field propane from plants in southwest Russell, Kan. 
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DUA Ra 


PHONE (9 AUSSELL 


Steckel’s 45,000 gal. bulk storage plant is served by rail and highway 





which has approximately a 40-mile 


radius. All trucks, transports and 
service trucks are equipped with 
2-way radio. Mr. Steckel has found 
that the radio pays off very well 
Within his normal 40-mile terri 
there are 11 


tory, competitot 


Happily, this competition, while 
stiff, is generally friendly and sel 
dom becomes throat 


Most of the competition is in the 


really cut 


domestic field. 

While Mr. Steckel goes after do- 
mestic business and his store has 
an excellent line of appliances, the 
large part of his business is in the 


oil fields that surround Russell 


Many of the pumping units and 


tractors working in the oil fields 
are powered by propane and this is 
the business that really interests 
him. 

In addition to the pumping units, 
quite a number of “heater treat 
Most 


of the crude oil has a low viscosity 


ers’’ are in use in this field 


and a good bit of the time the oil 
must be heated to get it started 
through the pipe lines. These treat 
ers use a large quantity of propane 
gas and furnish a market that is 
not to be sneezed at. 

A lot of natural gas is used in 
this oil field for 
pumping units. But the natural gas 


powering the 


doesn’t always work out too well 
The gas pipe lines tend to clog up 
then Mr. Steckel 


stands ready to rush in a standby 


at times and 
switched 


tank. The pumping unit is 
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over to propane until the lines are 
cleaned and gas is flowing again 
Does it pay off? Mr. Steckel isn't 
complaining. 
Another oil field 
has proven profitable is the truck 


pecialty which 


of the oil well service firm Mi 
Steckel maintains a propane filling 
tation at Hays, Kan., at which one 
of his largest customers is a fleet 
of six trucks of the Halliburton 
Oil Well Cementing Co 


Sales to tractors mounting fast 

In addition to the oil well busi 
ness, there are many farm tracto1 
in this territory which are powered 


with propane. (Mr. Steckel is dis 


An attractive showroom at Steckel's 


people of Russell, Kan 


tributor for a well known line of 
propane carburetors A start ha 
been made on Irrigation pumping 
units in the county. As this 
rather new in this particular se 
tion, it is being watched with a 
yreat deal of interest by the farm 
ers One unit 1 irrigating 200 
from the rive 


outlets add 


icres directly 

All of these variou 
ip to a large amount of gas fo 
Steckel Inc. As 
during the summer months, there 


much of this is used 
is a substantial balance left over 
for winter use. 

s applied to Lake 
land Village, a housing develop 
Waukeg if, Il] I} 
handled by the Lake 
wholly 


This surplus 


ment at 
operation 1s 
and Ga Co., a owned 
ubsidiary of Steckel’s Inc 
Lakeland Ga ha 10,000 gal 
torage with another 50,000 being 
idded at the present time. The 
hipped in tank cars from 

Hlutchinson, Kan. Forty-eight cai 
loads of gas were furnished there 
last winter from this source. Hach 
ar can be unloaded through 3-i 
line In just 38 minute 

In addition to his L. P. gas oper 
ations, Mr. Steckel ha 


ammonia Deshler, Su 


perior, Edgar and Davenport, Neb 


anhydrou 
plants at 


In 1955, a very dry year, these 


plants disposed of wd cal of 
product 
Oh, yes! Mr. Steckel 


hought a farm in Nebraska just to 


recently 


omething to do in his spare 


time! ae 


have 





displays a wide assortment of appliances for the 
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Pennant Gas & Fuel Co., Gary, Ind 
the fuel for Gatlin Ready Mix Corp. This 


made the 1000 gal. tank installation and supplies 


tank serves as storage for the vehicle fuel as 


well as for the fuel used to heat the office building 


Wet weather licked by 
LPG ready mix trucks 


By ROBERT J. SIPCHEN 


concrete is de 


yed On many 


pd! RING of 
| lia construction 
jobs because wet weather or rough 
terrain make the job inaccessible 
to trucks of the weight necessary to 
carry the required material In 
order to maintain the Gatlin Ready 
Mix Cor 


dependable 


rete Corp.’s reputation for 
ervice, Clyde Gatlin, 
president, recently added five power 
packed Reo F-226 (6x6)’s to hi 
fleet. These trucks are powered by 
Reo “pyolden comet” o.h.160 LPG 
engines and are equipped with front 
wheel drive. The combination of 
Reo LPG engines and power on all 
wheels makes nearly any location 
accessible regardle of terrain o) 
weathe 

Another feature that makes these 
the first of thei 


Indiana is the 


ready mix trucks 
kind in northern 
front power take-off which drives 
the Rex mixer unit. The Gatlin 
plant is the first in this area to com 
bine LPG 


drive, and front power take-off all 


engines, front wheel 
on one truck. The use of all these 
features adds up to extra depend 
able, on schedule service for the 
Gatlin customers. The LPG engine 
easily handles the extra load im 


posed on it by the power take-off 
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and this arrangement eliminates 
the maintenance costs of another 
engine to power the mixer. 

“Gasoline powered trucks, even 
with front wheel drive, just don’t 
have the necessary power to nego 
tiate some of the rough terrain en 
countered in this business,” accord- 
ing to Clyde Gatlin. Most of the 
Gatlin drivers have had gasoline 
fueled ready mix trucks bog down 
and die on them when the going got 
really rugged. None of the drivers 
have had this experience with the 
LPG powered units. 

The fuel cost for this work is ap- 
proximately the same on propane 
as it was on gasoline. But, in addi- 
tion to the benefits such as extra 
power in these particular propane 
engines there is also a financial 
yain resulting from lower oil con- 
sumption, longer engine life, and 
reduced maintenance costs. These 
trucks have been in use 11 months 
and there have been no maintenance 
problems. The trucks have over 20,- 
000 miles on them and the first oil 
change is yet to be made. Reo rec- 
ommends that the oil be changed 
approximately every 20 or 30,000 
miles depending on operating condi- 
tions. 


Actually the engines have seen 
much more use than is indicated by 
While 
the average daily mileage logged 
by these trucks is about 150 miles, 


the speedometer readings. 


the engines run almost continually 
during the 8 to 10 hour workday, 6 
days a week. Even when the trucks 
are not in transit the engine is 
generally turning over at from 3000 
to 3200 rpm’s in order to turn the 
mixer by means of the power take- 
off. 

Oil changes on the gasoline fueled 
units operated by this company take 
place at closer to 2000 miles, and 
this is the actual mileage on the 
vehicle engines, since separate en 
vines are used to power the mixers. 
This means that the gasoline trucks 
must have more than 10 oil changes 
for every one needed by an L. P. 
vas unit. 

Three rather frequent sources of 
maintenance expenses have been 
eliminated by the switch to propane 
equipment. They are the carburetor, 
fuel pump, and spark plugs. Since 
the fuel pump does not exist on 
propane engines, costly mainte- 
nance and down time of the trucks 
in order to repair or replace fuel 
Spark 


pumps has been avoided. 


plugs longer life because 


clean burning propane does not foul 


enjoy 


them up. Therefore the expensive 
job of cleaning and regapping, or 
replacement of plugs is required 
far less frequently on propane 
fueled engines. 

Of even greater importance in re 
ducing maintenance costs and down 


Factory equipped with Algas carburetion 
equipment these Reo o.h. 160 LPG engines 
Note the front 
power take-off shaft which drives the mixer. 


are packed with power. 
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Of course, the wheel fits your car rim pet 


fectly—it was precision made especially for vour 


car model—just as Western Tanks are specifi il- 


lv made for tractor models. No wonder LPG 
dealers have learned to « xpect a perfect fit with 


every We stern Tank 


a perfect 


Bee Luise We tern is the nation leading ¢ 


of LP-Gas tanks to tractor manufacturers. ex- 


tremely clo demanded 


ota We tern tank Engineered ie issure the ‘ 


close tolerances everytime. For vour protection 


itistaction. alwavs be 


and your cust 


of superior quality by specifying a West 


motor fuel or tractor tank 


WESTERN TANK AND STEEL CORP. 
LUBBOCK DALLAS 


} 


SOOO SE HOHE HHHHEHEEEEEEEEEHEHOHEEEEEEEEEEEEEEEEEEEEEEEEEEOEEEEEEEEEEEE EEE HEHEHE EEHEEHEH HEHEHE EEEEEEEEEEEHEEEEE EEE EES 


For the name and address 
your Western Distributor, write 
Box 1338 or call PO 5-9474 
Lubbock 
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There's 


Westers 


a 


D 


CHICAGO 


DALLAS 


Wester Distribut 


@ KEARNEY. NEBRA 


vA 


LITTLE ROCK @ DENVER @ 


PHOENIX @ KANSAS 


ciry 


CHICKASHA 


OKLAHOMA 


SIKESTON 


OKLA 


city 


MO 


sT 


LIBERAL 
EDINBURG 


touts 


KANSAS 


TEXAS 





ee in require-  C@rburetor cures trouble 
ments for c: iretor maintenance e 
Se ile al tata secre for Douglas Aircraft Co. 
jobs it was ne P to boil out and Roy Mylander, of Ensign Carbu- 
rebuild bot : etors every few retor Co., submits the following in- 
thousand mil The LPG carbu teresting report on an IHC truck 
with 501 series engine: 
In March 1955 he received a call 
These un vere factory equipped from Dougla Al icraft Co, requ st- 
» ing helo in overcoming lack of 
comes a ites aun power in the above engine. He 
found that it had been equipped 


retors are free from wear and 


dom require a attention 


lipment and } dd Steel 65 gal 


fuel tan! with an Ensign Kg 1 carburetor, 


own fuel ri nd dispensing Model R regulator, electric fuel 
ilities. Pennar ‘ | lock and THC No. 450 manifold. 
of Gary, Ind., mad 1@ 1000 yal When checked on a chassis dyna- This truck made 104,000 miles 
tank instal on, ' i ipply mometer the engine showed fluctu months without trouble. 
the fuel ating readings ranging from 85 to 





The same 1000 Vv tank | piped 96 hp. 
to the twe Peerle panel heating On his recomm »ndation these muchn as 56,800 ID. It Was OVel 
) LWOo ( j MATIC] aALIITLp 


ea a 921, in. in as ORT oftar mal 
inits which insure the office per units were changed toa 2 In hauled in January, 1957, after ma 


I 


onnel comfortable working tem XvH carburetor. NS vaporizer with ing 104,000 miles on the new cat 
vacuum shut-off valve, and Ellis huretion equipment 

501 Bu-Power cold manifold. Dy- No valve grinds had been 1 
namometer tests following the quired during this period, and the 
change showed power ranging be- tappets were adjusted only twice 
tween 118 and 122, which was con- The only road failure occurred 


peratures reyardle of how cold 
the weather 
That the sli 


propane equipped trucks is” well 


yhtly higher cost of 


worth the investment is best at idered satisfactory. when one of the tappet screws be 
tested to by ¢ fact that Mr This 


truck was placed in service came loose and stripped the 
Gatlin intends tick to propane 


between Santa Monica and White threads. This required replacement 
equipped models if additional truct Sands, N. M.. making a round trip of the tappet screw and rocke 
ure purchased a each week with loads weighing as arm. The truck was checked on the 
chassis dynamometer every two 
weeks during this period, and no 
other troubles were noted. Valves 
were all in good condition when the 





overhaul took place. 





Sefore the change, trouble was 

Safety Hose Nozzles sometimes experienced getting 

@ QUICKER FILLING enough fuel to the engine was 

Parkhill Nozzles «hyp -@ SAFER OPERATION ta age segue oo hegyerdrr 
attach in 3 seconds . . @ LOW MAINTENANCE — 6 generavol Careers 
two operations... rate was low the electric fuel valve 
They're safe: Nozzle - did not open fully. This caused 


must be locked on betore W rite for Information trouble on the road several times. 


fuel can discharge. Upon The use of the vacuum shut-off 
release gas escapes 


y . ve an ‘parta ig > itd ag} 
away from hands .. . PARKHILL-W ADE valve co rect d this condition, as it 
No Cold Burns! remained fully open whenever the 
engine was running. 
A recording tachometer was 


2264 Huntington Drive, San Marino, Calif, 





: WHEREVER DEPENDABLE CONTROL 
“ii IS REQUIRED ALWAYS SPECIFY 


“fa lemati 


bea eo REGO” ) | 
LP GAS EQUIPMENT 
i 
ie moma | Peer 


ting the finest LP Gas control equipment. 
Always specify RecO ... the best in the in- 
2 as well as the most complete line. 
WRITE TODAY for complete REGO Catalog. Free! 
REGO ls THE BASTIAN-BLESSING COMPANY 


registered trade 
mark of The 

Bastian-Blessing e our general ad on pages 8 & 9 
Company 


For lift trucks and all other types of com- 
bustion engine installations, be sure of get- 


+201 Vest Peterson Ave. + Ciicago 30, Ill. 





Douglas IHC 501 valves after 104,000 miles. 
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on the truck, which showed that 
the driver never exceeded 2300 rpm. 
Fuel mileage averaged 4', mpg for 
the 104,000 mile period. 


L. P. gas powered sweeper 
developed by G. H. Tennan 

An L. P. gas powered sweeper, 
specially designed for congested 
areas where exhaust fumes may be 
objectionable, has been developed 
by the G. H. Tennant Co., Min- 
neapolis. 

The new unit (an L. P. gas ver- 
sion of the company’s 28 in. 
sweeper) is 
confined bakeries, 
food plants and tobacco warehouses. 
It reportedly reduces exhaust fumes 
to a minimum and assures longer 
engine life through improved com- 
bustion, 


designed for use in 


factory areas, 


The sweeper retains automotive 


wee 


Harmful exhaust fumes are said to be 
greatly reduced by this new L. P. gas 
powered Tennant sweeper, shown sweeping 


a confined factory area. 





steering, dual front wheel drive and 
other features of the gasoline-pow 
ered model. Its compact size and 
high maneuverability 
handling in busy, crowded aisles. 
It i aid to work three to seven 


permit easy 


times faster than hand sweeping 
and picks up dust and dirt nor 
mally missed by a broom. It ha 
a 28-in. main brush and covers a 
10-in. path with an optional side 
brush. 

The unit (Model 50-LP) is UL- 
approved and has a 14 |b pres 
surized L. P. cylinder instead of the 
usual gas tank. Safety features in- 
clude a vacuum lockoff and a sol- 
enoid valve which shuts off fuel 
flow automatically when the igni 
tion is turned off. 
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Any competent auto mechanic can make 
a DIX conversion. No special tools or 
parts required . . . Full instruction pham 
phlet available upon request. 


With DIX 


You Save on Service 


DIX CARBURETOR COMPANY 


6605 S. WILSON AVE 


Fewer but bigger farms 
means more carburetion 


Although there are almost 30 per 
cent fewer farm people and more 
than 20 per cent fewer farms in 
the United States today than in 
1940, opportunity for use of LPG 
for carburetion has not decreased 

it has increased. The fact is 
that farms are now about 40 per 
cent larger than they were 17 years 
ago. Approximately the 
amount of land is under cultiva 


same 


tion, 
With 


larger 


fewer farm 
farms, the 
power equipment has shot way up 
The number of tractors on farm 
has tripled since 1940, there are 
five times as 


people and 
demand = fo) 


many combines and 

seven times as many corn picket 
Almost farm offers the 

L. P. gas dealer a new opportunity) 


every 


to convert machinery, since almost 
all farms are individually owned 
In fact, 97 per cent of this nation’s 
farms are family operated 





LOS ANGELES 1, CALIF. 


CHANGE CYLINDERS IN 
LESS THAN A MINUTE! 


LPG TANK 
MOUNTING BRACKETS 


for Materials Handling Equipment 


Safe, Sure and Simple! Use with any 
Materials Handling Equipment that has 
space for an LC.C. Tank; either 20, 
$3. 1/3 or 434% Ib. Horizontal or vertical 
mounting. Positive locking holds tank 
firmly. Exeeeds N.F.P.A. Requirements 
by 100%. Used by many of the nation’s 
leading industrial firms, See your dis 


tributor or write 
Write for 


USER PRICE $24 Quantity Price 


‘ 
' LPG FUEL INDICATOR KIT ; 
; End expense caused by “Out of Fuel.’ ' 
‘ Red Warning light flashes when LPG is low + 
‘ USER PRICE S11.90 4@ 


vTrrtrtrtrtrtstetesststseeeeeett tf 


BRAKE MANUFACTURERS INC. 


1711 Race Cincinnati 10, Ohio 
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CLASSIFIED Advertising 


All Classified Advertising payable with order. 
Copy must reach publisher's office prior to 
the Ist of the month preceding publication 
Address Classified Advertising Material, 
BUTANE-PROPANE News, 198 S&S. Alvarado 
Street, Los Angeles 57, Calif 





DISPLAY CLASSIFIED 


$12.00 a column inch per issue. Choice of 18, 
14, 12, 10 pt. display type for headings. Set 
with 1 pt. border. Maximum ad size 3’. No 
cuts permitted. Publisher will set ad for 
maximum effect in space purchased 











UNDISPLAYED CLASSIFIED 15¢ a word. 
Set in 6 pt. type without border. $3.00 minimum 
charge per insertion. If Blind Box number care 
of B-P News is used, count as five words. 


POSITION WANTED. Undisplayed rate is 
one half of above rate, payable in advance. 
DISCOUNT OF 10% if full payment is made 
in advance for four consecutive insertions of 
undisplayed ads. 





SITUATIONS WANTED 


HELP WANTED 


SITION SOON 
full time field 
tute I’. Association to tra 
Include wkground, qualification 
phote with ret AS OCTATION 
BRASKA L. P. GAS DEALERS, 6 
It ling Omaha Nebra nl 
qt MPA Y NEED WHOL! 
{ | Coast 





MANUFACTURERS REPRESENTATIVE 


Wanted for several good territories in the 
United States. Liberal commissions. Chinook 
Wind Portable Heaters and Torches 
Write 
International Manufacturing Co 
675 Rio Grande, Littleton, Colorado 








Opportunities for 


DISTRICT SALES 
MANAGERS 


nutionall known AAA-1 
I 


rated tirm 1 ecking three 
wional sale representative to 


inde ia heating equipmen 
neluding 
lant pace heater vial 

iter and floor furnace 
hires open territorte ire ai 
Vided a follow Territory ts 
orth (Carolina south (Care 
brie Virginia Disntriet of % 
lumbia Maryland Delaware 
Verritory 2: Western Pens | 

inla Northern Ohio North 
n Indiana Michipar Terri- 

tory Be \rkansa Mi i ippl 

Louisiana and Wester: Ten 

ne ee All are excellent et 

ritorte for ma heatht ina 
have high ile potential Re 

ply miving omplete informa 

tion on expertence ind trai 

brie tk 

BOX 950-—BUTANE-PROPANE News 
198 So. Alvarado St Los Angeles, 57, California 


eentra heating 











EMPLOYMENT SERVICE 


OlL INDUSTRY EMPLOYMENT ERVICH 
i Puloma Building Pulsa, Okla hone Gl 
74, m Rob pn, Owne 


Member LPGA 


kimploye em write 
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BUSINESS OPPORTUNITIES OFFERED 


LPG BULK PLANTS. WE SPECIALIZE in 
selling petroleum properties throughout Midwest 
Have number desirable plants for sale. OLE 
BRODD, PETROLEUM MARKETERS, 605 
Produce Bank Bldg., Minneapolis, Minnesota. 


bk ALI 


Ine 


rABLISHED LP GA 
ith Dakot Modern | 
( tome 
i re t J té ! i 
PANE-PROP 
i Angel 
PORAGE, BOTTLI 5 AND 
( orado location i irrigation 
1 ga Busine on increase 
PTANE-PROPANE New 
— Angele 7, Calif 


atura 
Bl 
» St 


lL. P, GAS AND APPLIANCE CO, Central 1 
ne Two locations. 1956 gre 1 million gal 
n. $65,000 down payment bal 
kstablished 9 years. Owner 
6, BUTANE-PROPANE 
ida St le Angeles 57 


BUSINESS OPPORTUNITIES WANTED 


PURER Kl 
1.P gas « 


PRI ENTATIV I 
perator ! No 
Northeast 
of Wiseor 
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FOR SALE — TRUCKS - TRAILERS 


FOR SALE—TRUCKS, TRAILERS—FOR 
something different in propane tanks, see Mas 
ter Tank & Welding (Dallas) advertisement in 
this edition 


FOR SALI USED PROPANE DELIVERY 
truck 1181 water gallon, presently in use and 
cing replaced with larger unit Also twin 
1000 water gallon propane truck and 1-1200 
gallon used propane truck tank United 
ne Company, Box 11, Decatur, Illinois 
\LI 1951, L170 INTERNATIONAT 
with Black Dia. Eng nd twin B 
W.G Delta Propane Trat 
we } " ] ul | } ke _ 
Lamar, Dalla lexa 
USED PROPANE DELIVERY TRUCKS, 
1200 GALLONS W.C, Presently in use and 
being replaced with larger units. United Pe 
troleum Gas Co., 4820 Excelsior Blvd., Minne 
ipolis 16, Minnesota 





TRANSPORTS: SINGLE OR TWIN 
barrel; new or used; for lease, or sale on 
budget or rental sale plan. If you want 
maximum payload, with all of the latest 
equipment engineered to fit your truck, 
roads, and your hauling problem, get the 
LMC PAYLOADER 
Contact Lubbock Machine & Supply Co., 
Inc., Drawer 1589, Lubbock, Texas. 








FOR SALE—TRUCKS - TRAILERS - Cont. 


FOR SALE: USED TWIN BARREL TRANS 

PORT, 5701 Gallon W. ¢ Built 153, Butler 
landem ! rT na 1 ) x 2U tire 

ondition, ft ly to rol Phone r 

Mr. D. Reynolds ga ery 


a) tox 661, Phone 4 , Moberly 


ri 


ice, ! , 
Missouri 


FOR SALE: USED PROPANE DELIVERY 
TRUCKS. Several late model units, ready to 
go, 1000 to 1600 WG Long term financing 
We trade for your old unit. White River Dis 
tributors, Phone 570, Batesville, Arkansas 


HAUL MUCH MORE GAS! LOAD. AND 
UNLOAD FASTER! Users say, “‘Nor-Tex 
Units are the best answers to today’s need for 
profitable delivery units.”” You can save as 
much as 1000 lbs, with 202B material, alumi 
num skirts and cabinets High-flow piping 
with INCREASED capacity pump, meter, hose 
reel and hose now boosts deliveries to 50 GPM 
Vapor manifold permits easy simultaneous load 
ing and unloading of twin tanks with either 
compressor or liquid pump These popular, 
carefully engineered and sleek designed Nor-Tex 
Single and Twin units are produced in four at 
tractive models: The ‘“Standard’’—‘‘The Cus 
tom’’—'The Payroll Special” and the “De 
Luxe.” That's not all! Twin units, up to 2000 
WG, are mounted on 84” cab to axle. Start 
hauling more gas and less steel. Do it profita 
bly and in much less time Phone, wire or 
write for prices now. NORTH TEXAS TANK 


Co., Denton, Texas, Phone Central 5416 


USED TRANSPORTS FOR SALE: SEV 
ERAL Twin-Barrel, 250% Propane Transports, 
ite model Columbian, single and tandem axle, 
complete with tractors. Priced right and in ex 
cellent condition Ready to go. Write Dixie 
Gas, Inc., Marks, Mississippi 


PROPANE DELIVERY UNIT BRAND 
NEW—1800 WG twin Model 200 (rear cabhi 
net), mounted on 1957 Chev., ton, 2 speed 
22% 10 ply rear tires, ONLY $4,608.00 Tax 
Plumbing, meter, hose, etc., extra. We 
White River Distributors, Phone 570, 
Batesville, Arkansas 


rPUDEBAKER TRUCK, PROPANE op 
7 W. G ngle Propane tank with 
$1,650.00 





DELIVERY UNITS: SINGLE Ok 
Twin Barrel. Our prices are compctitive. 
We invite comparison between the equip- 
ment and price on our units with any com- 
petitive units. We believe we can give you 
the highest payloads per pound of gross 
vehicle weight. Write, wire, or phone, 
Lubbock Machine & Supply @o., Inc. 
Drawer 1589, Lubbock, Texas. 








FOR SALE 


Used 6000 W G Twin Barrel U W 1950 
250z Fruehauf Transports $4,750.00; also 
new 7800 W G Drop Neck 250% Yucca 
$10,950.00 and used 7000 W G Fruehauf 
Blimp 2502 Transports $6,750.00 Deliv 
ery to most northern cities $200.00 addi 
tional 


Write for pictures and details 


IRVIN F. NELIS ASSOCIATES 


4800 Navigation Bivd., Houston 23, Texas 
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CLASSIFIED ADVERTISING 


FOR SALE—TRUCKS - TRAILERS - Cont. 





TRINITY BULK TRUCK UNITS 


In Stoel Immediate deliver 
1400 through 2450 WG your cha j 
or our 


n 


Get ready for the winter rush and call, write or 
wire: RED DOWNING 


TRINITY STEEL CO., INC., 
DALLAS, TEXAS PHONE FL 7-396! 





FOR SALE—TANKS - CYLS—Cont. 


SALI ONT 18,( 


lank 


EDUCATIONAL SERVICES 














FOR SALE—TANKS - CYLINDERS 


FOR SALE It 
with valve and ca 
Fr. O. B. Rapid Cit . 
Appliance Company, Box 


CYLINDER 


FOR SALI 1 USED BUTANE TANK W. P 


ipproximately 3901 
\ | (lute, rl 


PROPANI 
r } ri 


MeNar 


8,000 GALLON STORAGE TANI 
One complete compre 


1.000 fiele 


priced for quick ale 
B.I.R. Supply Compa 


Phone 100 


NOW—IMMEDIATE DELIVERY 


250% WP Propane Storage Tanks, 1000 
thru 3380 Gallon 46” diameter, 2180 thru 
7880 gallon 60” diameter, 9050 thru 16,800 
gallon 84” diameter. Phone, write, wire, 
blueprints furnished. 

Red Downing, Trinity Stsel Company 
Dallas, Texas Phone FL 7-3961. 














SKID TANKS 
— IN STOCK NOW — 
3000 gallon size built especially rugged for 
oil field use. Write, wire or phone 


Lubbock Machine & Supply Co., Inc. 
P. ©. Drawer 1589 
Lubbock, Texas 








FOR SALE 
100+ ICC CYLINDERS 
COMPLETE WITH VALVE AND CAP 
$10.00 each 


F.0.B. CINCINNATI, OHIO 
THE RURAL NATURAL GAS CO. 
P. O. BOX 867, CINCINNATI 1, OHIO 








PROPANE 
TRUCK TANKS 


Model 100, trim skirted 


1500 WG $1,630.00 Tax Pd. 
1800 WG $1,843,00 Tax Pd. 
Plus Packaged Plumbing, meter, hose, 
etc. 3 other Models, 1300 to 2300 


WG. Fleet prices on New Truck 
Chassis. 


ABOVEGROUND PROPANE SYSTEMS 
115 to 1000 gal 


USED DELIVERY TRUCKS—WE TRADE 
LONG TERM FINANCING 


WHITE RIVER DISTRIBUTORS 


Phone 570 — Batesville, Ark. 
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FOR SALE—MISCELLANEOUS 


DECALS MADE FOR TRUCKS, EQUIP 
ment. Small or large quantities. Catalog free 
Mathews Co., 827 S. Harvey, Oak Park, Il. 


DIXIE SEMI-LOCK HOOD ALUMINUM 
1 Aluminum coated steel Wall | ket 
tanding GUARANTEED me ini 

life. $3.00 up. Dixie Manufacturing ¢ 
iny, Elizabethtown, Kentucky Bo I} 
Collect RO-5-9229 


FOR SALE IMMEDIATE DELIVERY 
Eureka Smokehouse Burner Assemblies! For 
meat smoke houses using bottled gas. Completely 
automatic. Clean filtered smoke. Distributes 
heat uniformly. Low gas consumption. Auto 
matic temperature and pilot control. Less pro 
duct shrinkage. Easily installed. Write for de 
scriptive pamphlet. Eureka Equipment Company 
P.O. Box 396, Beloit, Wisconsin 


The L. P. Gas Industry is grow- 
ing—are you prepared to grow 
with it? 

Important jobs must be filed NOV 


@® Research & Development 

© Sale @® Distribution 

® Supervision and Manage 
ment 


GAS FUEL TECHNOLOGY 


Vv ka 1 


SOUTHERN TECHNICAL INSTITUTE 
Chamblee, Georgia 


f 














SERVEL GAS REFRIGERATORS 


BN600A W600A S600A 


Used: Guaranteed in good operating order 
Excellent condition Low delivery cost any 


where. Send for illustrated folder NOW 


BEACH REFRIGERATOR CO. 
196-11 Northern Bivd. Fiushing 58, N. Y 


Phone Flushing 7-616! 








FOR SALE 


USED APARTMENT SIZE 
WELBILT GAS RANGES 


20” — all white porcelain — in 
wholesale quantities — $12.00 


FOB Brooklyn. 
Send for photos. 


AJAX FURNITURE OUTLET INC. 


9602 Ditmas Ave., Brooklyn 36, N. Y. 
HY-acinth 8-6121 











WANTED—MISCELLANEOUS 


‘TED: USED PROPANE TI 


} Wf J 


PROFESSIONAL SERVICES 





LP GAS INSTALLATIONS and 
ANHYDROUS AMMONIA PLANTS 


DESIGNED AND INS/At.LED 
There’s No Substitute For Experience” 
PEACOCK CORPORATION 


Paul E. Peacock, Jr., Pres 
Box 268, Westfleid, N. J. 











CLIENTS OFTEN INCREASE PROFITS 
2% or more by using my cost reducing bulk and 
hottle operating procedures and sales procedures 
Property evaluations and special assignments also 
handled. Floyd F. Campbell, Management Coun 
selor, 821 Crofton Ave., Webster Grove 19, Mo 


1L’?GAS SYSTEMS DESIGNED BULK 
PLANTS Domestic Industrial Free esti 
mate By Degreed Designers. Rey Box 46 
RUTANFE-PROPANE News, 198 So. Alvarado 
. | 


Angeles 57, Calif 





INDIVIDUALLY DESIGNED 
Ammonia and LP Gas Plants 


H. Emerson Thomas 
& Assoc., Inc. 
Westfield, N. J. 








L. P. GAS 
INSURANCE 


Have your agent write us about our Com 
plete and Comprehensive Coverage for Ade 
quate Limits of Liability at Reasonable and 
Normal Rates with Specialized Safety En 
gineering and Claim Service. Available only 
in Alabama, Arkansas, Arizona, Georgia, 
Kansas, Louisiana, Mississippi, New Mexico, 
Oklahoma and Texas 

PAN AMERICAN FIRE & 

CASUALTY COMPANY 

Earl W. Gammage, President 

P ©. Box 1662 Houston, Texas 











BUSINESS RECORDS 


BUSINESS RECORD FORMS ALL 
WEATHER EZE-SNAP delivery invoices, for 
se when making LP gas metered truck de 
iverses, 1000 sete (3 part) imprinted with name, 
sddres and telephone. $17.50 per 1000 sets 
DEGREE DAY SYSTEMS, WOODSIDE 77, 
| a Ae 


123 
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Install (CF stress-relieved Propane Systems 


e**® ee eevee even, 
®eeveveeveeeeee @ 


Every @C f Propane System, from little to For above ground or underground installa- 
large, is completely stress-relieved...yet prices tions, why settle for less than an QC f Pro- 
are competitive right down the line. @C f pane System? All tanks constructed to ASME 
quality costs no more than ordinary propane 1952 W-SR code and inspected by Hartford 
systems. Steam Boiler and Insurance Company. All de 
, igned for 250 pounds working pressure and 


Huge ovens, capable of holding three tank 
local and state regulations, including 


. . . . et al 

cars, relieve residual stresses left from form Meet a ‘ 
Ohio. Underwriter Laboratory seal of ap 
proval 


ing and welding, assure maximum resistance 
to fatigue and stress corrosion. Hot-formed, 
ellipsoidal heads are shaped to allow perfect } vformatii contact your nearest AC 
drainage. QC f systems are always bone dry Sa] ee oO} rite Dept. B-10, Advanced 
Double butt welding under x-ray control gives oducts, ision of QC F Industries. Inc 
strong, flawless seams. * Ny York 8.N. ¥ 

Steel grit blasting removes all scale, ensures iin iis Oi ey ore ee 
excellent bonding surface which lowers tank lan dl @ Withed 


an Francisco 


maintenance costs. ¢ Berwick, P 


PROPANE SYSTEMS - STORAGE TANKS 
ICC-51 PORTABLE AMMONIA TANKS + SAFETY VALVES 





Anchor's tank car wheels roll continuously 
part of the United States, Canada, and 
Millions of gallons of underground storage 
away t three trateg locat 

Anchor's complete services available to 

are located every area of 

Anchor men offer the undreds f P f j lotive 
experience fo hnely ) np 4 j Where 
ever yo ore. call Ane 


Tulsa, CHerry 2-726] 


4 


ANCHOR PETROLEUM CO. 


SALES OFFICES: Tole ’ ee 
Hattiesburg Gultpo 1 ne Yklahon ty. H 
ton, Midland Lor g Beact Sa sco, Seattie, © aigary 


re 





